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Sparks 


State of the Nation’s Economy: 
Up 


Bumping Outtays—Were $2.8 bil- 


- lion in April, or 9 percent higher 


than in March and 1 percent above 
a year earlier. 
CasuH Divwenps — Totaled $1,517,- 


_ §52,920 in the first quarter, a record 


high and 11.2 percent over the like 


- 1953 period. 


Crupe On Stocks — Amounted 
to 269,647,000 barrels in last week 
reported, an increase of 1,451,000 
for the week. 

Piant Hirinc — Was 28 per 1,000 


» employed, compared with 25 in 


February. A year ago the rate was 


- 43, according to Bureau of. Labor 


- Statistics. Layoffs in March totaled 


23 per 1,000, up from 22 the preced- 
ing month. 

Bank Reserves—Federal Reserve 
Bank members’ reserves increased 


| by $133 million during last week 


_ reported. 


Farm Prices — Rose four-tenths 
of 1 percent between mid-March 
and mid-April, according to Agri- 
culture Department, halting a 
two-month decline. 

Car Loapincs — Totaled 626,181 


4 freight cars in last week reported, 


a gain of 2.2 percent over the pre- 


| vious week. 


* x * 
Down 
MANvuracturers’ Sates — Totaled 


$25.3 billion in March, or $1.5 billion 
less than a year ago. New orders 
| amounted to $24.1 billion, a drop 


of $2.2 billion. 
WHOLESALERS’ Stocks — Were 


| $11.9 billion at the end of March, 


or $53 million below February, 

according to Commerce Depart- 

ment. Sales totaled $9.2 billion, 

almost $1 billion more than in 

February but $240 million below 
| March, 1958. 


Consumer Crepir— Dropped $251 


» million in March to an estimated 


$20,900,000,000, according to Federal 
Reserve Board. Auto credit dropped 
$115 million. 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


167,562 


149,758 447,773 


Last Prev. 1953 
Week Week Week 

For complete production totals 
by makes, see table, Page 61. 


Car Output Hits 


126,755, Highest 
Since August 


Chevrolet Widens 
Lead; Millionth °54 
GM Auto Is Built 


By Tom Hewitt 
Staff Writer 


c- production last week was at 


the highest level since August, 
as the year’s two-millionth auto was 
assembled. 

Another milestone ve hicle— 
General Motors’ millionth car of 
1954—also came off the line. 

Turned out by U.S. makers last 
week, according to AUTOMOTIVE 
News’ estimates, were 126,755 cars 
and 23,003 trucks, compared with 
124,373 and 23,400, respectively, in 
the preceding week. 


* * * 


fem two production leaders, 
Chevrolet and Ford division, 
again led the pack with big boosts 
in schedules. Ford’s record busters 
set a postwar daily mark on Mon- 
day and then exceeded it on Tues- 
day. Ford again worked five plants 
Saturday. Chevrolet also scheduled 
Saturday work, 

Other car makers to post gains 
last week were Buick, Cadillac, 
Hudson, Willys and Studebaker. 

The others, except Packard, re- 
mained steady. Packard went down 
May 3 and will be closed until May 
17 to allow adjustment of dealer 
inventories. 

Three of the six independent auto 
firms will be closed down this week. 
Packard will be joined by Stude- 
baker and Hudson. Studebaker, 
however, will operate its truck as- 
sembly line. 

” * + 


7 Big Three again produced 
the lion’s share of cars, turning 
out 95.9 percent, against 95.3 per- 
cent in the previous week and 87.5 
percent in the comparable 1953 
period. 

GM accounted for 53.8 percent, 
compared with 53.4 in the week 


earlier and 45.4 in the year-earlier . 


week; Ford Motor made 29.2 per- 
cent, against 28.8 and 20.9, while 
Chrysler Corp. produced 12.9 per- 
cent, against 13.1 and 21.2. 

Revised figures for April show 
the production of 535,433 cars and 
97,009 trucks, making it the best 
car month since last July. 

~ * + 


HE month’s car total was 1.8 
percent above March, but 11 
percent below last April, which was 
1953’s top month, Truck output was 
(Continued on Page 61, Col. 3) 
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Bootlegging on Decline 


But Dealers Are Wary” 


How They Fared .. . 


New-Car Sales by Makes 


FIRST QUARTER, ’54-’53 


Total Sales, 
First Quarter 


Percent 
Share 


More of Market Going 
To the Top Sellers 


By Bob Lienert 
Staff Writer 


AN INCREASINGLY larger share 
of new-car sales is going to the 
top sellers, it is shown in registra- 
tions for the first quarter of 1954, 
just released. 


In the first three months of the 
year, the three best sellers—Ford, 
Chevrolet and Buick — garnered 
57.12 percent of the total market. 
A year ago, the three sales lead- 
ers—Ford, Chevrolet and he 
outh — accounted f -F 
cent. 

*At the corporationflevel, the 
trend is discernible.fThe Bi “Three 
sold 93.77 percent qf all ssa g 
moved in the ’54 quarter, nem AN e 
with 88.70 percent @f the to IU 
year. All of the ing ease, h 
was scored by Ford 9 p 
General Motors, since Chryaler 


Case History: Cost of Bootleg Buying 


By L. H. Houck 
Staff Correspondent 
ILAREMORE, Okla.—What is the 
score on warranty adjustments 
for the buyer of a bootleg new car? 
Much confusion exists, but the 
subject is important, for lack of 
Proper servicing and preparation 
may be a potent weapon against 
new-car bootlegging. 
Nonauthorized dealers advertise 
new cars with factory warranties, 
but the performance depends on 
the factory and the individual new- 
car dealer to whom. the car is 
brought for adjustment. 
* ” 


is a case history of a 
dealer who, with factory back- 
> ing, set out to demonstrate to a 


purchaser of a bootleg car the value 
of buying through an authorized 
dealer. 

Earl Munson operates Munson 
Motor Co. (Mercury) in this town 
made famous by Will Rogers. He is 
18 miles from Tulsa, and the Tulsa 
used-car lots are generously sup- 
plied with almost every kind of 
new car that exists. 

Showing up one day in the Mun- 
son service department with a 1954 
Mercury with automatic transmis- 
sion was a glad-hander, who as he 
enthusiastically pumped Munson’s 
hand, described how his service de- 
partment had been recommended 
to him by almost everyone from 
the chief of the fire department to 


the congressman from his district. 
He was so profuse in his praise 
that Munson, well knowing that 
other Mercury dealers give good 
service, too, became suspicious. 
+ . * 
H* suspicions were not allayed 
when the man said that he had 
brought this Mercury in for a 
friend who was the actual owner. 


There were a great many things 
wrong with the car but the princi- 
(Continued on Page 59, Col. 1) 


Corp. had a smaller share this year 
than last. 
* o x 
N THE ’54 quarter, as compared 
to ’53, Ford hiked its share of 
the market from 23.22 percent to 
31.22 percent, for a percentage-point 
gain of 8. GM boosted its penetra- 
tion from 44.35 percent to 47.31 per- 
cent, a percentage-point increase 
of 2.96. 
Chrysler Corp., however, 
(Continued on Page 60, Col. 1) 


fell 


weekly decline in 
s was recorded in 


News’ index. 


The overall average price paid 
for used cars at auction last week 
skidded $12 to $856. Not since 
Feb. 8, when $25 was clipped 
from the market, had there been 
such a big weekly decline. 

In the face of the general whole- 
sale-price weakness last week, 
three models showed increases. 
Biggest was a $12 gain on ’5is, 
pushing them to $789 and a five- 
week high. 


* x * 


DDED to '49s was $9, bringing 

that model to $424, while '53s 
went up $4 to $1,485, tops for a 
month, 

Declines were paced by 54s, 
which fell $72 to $2,053, a record 
low for that model. Other losses 
were: °52s, down $27 to $1,053; 

| (See USED-CAR INDEX, Page 62, Col. 3) 


Some Aréas Still 
dalled Critical 


Retailers Say Battle 
Is Far from Over; 
U.S. Gets Proposal 


jg. geen -CAR bootlegging is declin- 
ing in most major U.S. market 
centers, but it is still expanding in 
some areas, an Automotive News 
survey revealed last week. 

However, the problem is far 
from licked and the bootleggers 
could spring up again when the 
market tightens, warned dealers 
who reported such activity sub- 
dued for the time being. 

Little or no bootleg activity was 
reported in Milwaukee, and a de- 


Bootleg Roundup 
City-by-city report gives de- 
tailed picture on the bootleg auto 
market. See Page 27. 


clining market was reported in Chi- 
cago, St. Louis, Louisville, New 
York, Denver and Atlanta. 

“Some decrease” was noted in 
Seattle, but the situation was re- 
ported as “still critical.” 


7s situation is “unchanged,” 
according to dealers in Birming- 


| ham, Miami, Philadelphia and Okla- 


homa City. 

Cities reporting increased bootleg 
activity were Boston and Dallas. 
Hartford reported an increase in 
recent weeks, but with an apparent 
“leveling off, " however. 

Reports from cities which have 

(Continued on Page 61, Col. 3) 
* > * 


NADA Files Brief 
On Bootlegging 


WASHINGTON. — The Depart- 
ment of Justice last week received 
the NADA anti-bootlegging pro- 
posals which have been in the mak- 
ing for more than a month. They 
were handed to Attorney General 
Herbert Brownell jr. last Thurs- 

(Continued on Page 61, Col. 1) 


Top Cars 
New-car registrations for three 
months: 
1954 Pos. 
1— 288,309 


Make 
Ford 
Chev. 
Buick 


Plym, 
Pontiac 
Mercury 
Olds. 
Dodge 


1953 Pos. 


For further details, see Page 50, 
today’s issue. 





ia sok ae haphciaeieasak 
Labor Chieftains 
Seen Provoking 
Reuther, Meany 


But Unionists Doubt 
Another Federation 
Will Materialize 


By Joe Callahan 
Staff Writer 


DAVE Beck, president of the| 


AFL Teamsters, and David J. 
McDonald, head of the CIO Steel- 
workers, are deliberately trying to 
provoke a fight with AFL President 
George Meany and CIO President 
Walter Reuther, which could lead 
to a third labor federation. 

This was the interpretation 
given by several CIO officials to 
the ostentatious Washington 
meeting of Beck and McDonald 
with John L. Lewis, of the inde- 
pendent United Mine Workers. 

But, the CIO men quickly add 
that they’re sure nothing concrete 
will develop because they don't 
think Reuther and Meany can be 
provoked so easily. 

After the “secret” meeting, news- 
men were addressed by Lewis, 
speaking in behalf of a huge labor 
bloc — three million members — for 
the first time in many years. 

* + * 


EWIS announced that he, Beck 

and McDonald would combine 

to seek Government action on un- 

employment, the Taft-Hartley Law 

and other national state and local 
labor legislation. 

One CIO spokesman said: “Mc- 
Donald and Beck have been spoil- 
ing for a knockdown, drag-out fight 
with Reuther and Meany for quite 
a while. And this meeting with 
Lewis, the avowed enemy of both, 
is a deliberate slap in the teeth to 
Reuther and Meany. 

“Both McDonald and Beck 
would like to withdraw from 
their parent unions, but I don’t 
think their memberships, partic- 
ularly the steel workers, would 
stand for it. 

“It could be that McDonald ex- 
pects to provoke Reuther into an 
all-out war, thus justifying a seces- 

(Continued on Page 62, Col. 1) 
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GM Opens Clevel 


and Training Center— 


HK GR a mega 
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The first of 34 new training centers of General Motors has been opened in Cleve- 


land, with classrooms for each of the firm's divisions. Attending the opening ceremo- | 
nies were high GM officials. GM expects to complete the other schools this year and | 


help prepare 5,000 students each year for 


its mechanics’ courses. 


Need for Roads, In formation 
Stressed in Highway Poll 


WASHINGTON. — The need for 
adequate roads and for an informed 
public opinion on the subject are 
today’s most-pressing highway is- 
sues, according to a poll of the Na- 
tional Highway Users Conference, 
conducted by Arthur C. Butler, di- 
rector. 

Butler disclosed the results of 
the poll at the Fifth Highway 
Transportation Congress here. 

The letter-ballot listed in alpha- 
betical order 16 issues and pro- 
vided for the addition of others. 
The voters were asked to select 
the five issues they considered most 
significant. 

Other high-ranking issues were 
uniform laws and safety, diversion 
of highway revenue from highway 
purposes and financing roads and 
streets. 

Butler said there was 30 per- 
cent response to the single mail- 
ing. A total of 17,673 ballots were 
returned. 

A great challenge and opportu- 
nity is presented by the field of 


highway transportation, Arthur M. 


Chrysler ‘'s Net Pro fit Dives 
$17 Million in Quarter 


NEW YORK.— Chrysler Corp.’s 
net earnings in the first quarter of 
1954 dived sharply to $7,681,053, 
compared with $24,428,740 in the 
like 1953 period. 

In a report to shareholders, 
Chrysler last week said sales of 
all its products in the first three 
months amounted to $529,478,715, 
compared with $924,257,247 in last 
year’s January-March period. 

All officers of Chrysler Corp. 
were reelected at last Thursday’s 
board meeting. The directors also 
declared a regular dividend of 
$1.50 per share on outstanding 
common stock, payable June 12 





King for a Day— 

Mr. and Mrs. William Stewart were 
crowned King and Queen Packard Sales- 
man for a Day in New York. Stewart, who 
is employed by Packard Plainfield, of 
North Plainfield, N. J., won a March sales 
contest in the New York-New Jersey-Con- 
necticut area. 


to stockholders of record May 
17. 

The report said consolidated 
earnings for the period were 1.45 
percent of sales, against 2.64 per- 
cent in 1953’s first quarter. 

“The automotive industry con- 

(See CHRYSLER, Page 60, Col. 5) 


Packard Loses 
$380,000 During 


First Quarter 


DETROIT.—Packard sales totaled 
$57.8 million for the first quarter 
of 1954, down from $123.7 million 
for the same 1953 period. This was 
a sales decline of 53 percent. 

A net loss of $380,000 resulted 
from the quarter’s operation, partly 
because some heavy non-recurring 
expenses for its modernization pro- 
gram were met out of current op- 
erations. The operating result com- 
pared with a $3.5 million profit for 
the first quarter of 1953. 

The company’s working capital 
was up slightly to $41.9 million 
from $41.2 million on March 31, 
1953. The company has no indebted- 
ness. Dealer inventories are well 
below industry average, the com- 
pany said. 

The net loss compared to the 
substantial sales drop reflects the 
policy outlined by James J. Nance, 
president, who said that 1954 would 
be the company’s turn-around year 
when it is proceeding with its 
modernization program, with tight 
operations to gain strong expense 
control. 

He said that the company had 
given strong support to its dealer 
organization which cleaned up all 
1953 inventories during the first 
quarter, thus enabling the dealer 
organization to remain intact. 


Hill, president of the National Assn. 
of Motor Bus Operators, told the 
conference. 

Hill predicted that the coming 
two years will bring “progress and 
prosperity,” and noted indications 


that the nation is “on its way to} 


surmount difficulties of transition 
from wartime to peacetime econ- 
omy.” ; 
Hill said that public interest in 
highway problems is growing. 
“The time is now,” he emphasized, 
“for progress in highway develop- 
ment and every phase of highway 
transportation endeavor.” 

The meetings are held every two 
years to provide a forum for high- 
way transportation groups to dis- 
cuss common objectives. More than 
1,500 national, state and local high- 
way — groups are affiliated with 





Chrysler Offers Spring Show 


Two special spring show lines, designed 
| Of markets, are announced by E. M. Brad 
division. Called the Golden Falcon and th 
| models. Shown is the Golden Falcon. Both 
| New Yorker models. 





Auto Leaders and 





TROY, N. Y.—The auto industry 
will be host to about 750 secondary 
education leaders, scientists and 
economists at the fourth Industria! 
Council to be held at Rensselaer 
Polytechnic Institute Friday and 
Saturday (May 14-15). 

Nationally known spokesmen 
for the auto makers will deliver | 


four major addresses, preside | 


over the general sessions and 
serve on 18 panel groups during | 
discussion of the auto industry’s | 


role in the modern economy. The | 


council is directed by Dr. Ray 
Palmer Baker. 

Major speakers will be William 
F. Hufstader, distribution vice- 
president of General Motors; Ray 
P. Powers, executive vice-president 
of Packard; James Cope, vice-pres- 
ident of Chrysler Corp., and Chris- 
tian E. Jarchow, executive vice- 
president of International Har- 
vester Co. 


Industry to.Be Examined 


At Rensselaer Polytech 


1954 
Decline Is General... 








Car Credit Decreases 


$115 Million in Month 


ASHINGTON. — Automobile 
consumer credit decreased $115 
million during March, according to 
the Federal ineserve System. In 
March of last year auto paper in- 
creased by $319 million. 
All outstanding consumer in- 
stallment credit declined $251 mil- 
lion during March. Contributing 
to the decrease was a reduction 
of $157 million in “other consumer 
goods” paper and a reduction of 
$16 million in modernization 
credit. Outstanding personal 
loans rose $37 million. 
| There was a total gain in auto 

installment credit of $1,001 million 
for the year ended March 31, 1954, 
| bringing total auto paper outstand- 
ing to $9,800 million. All outstand- 
| ing consumer installment credit 
amounted to $20,900 million. 

* + * 


— March of this year auto 
paper held by sales finance 
| companies dropped $71 million; 
auto paper of commercial banks de- 
| clined $40 million and paper held 
| by auto dealers was down $5 mil- 
| lion. Auto credit extended by other 
financial institutions rose $1 mil- 
lion. 

The following changes in auto 
| eredit were recorded in March, 

1953: Commercial banks, up $147 
million; sales finance companies, 
up $412 million; other financial 
institutions, up $18 million, and 
auto dealers, up $12 million. 

As of March 31, 1954, the com- 
mercial banks held $3,793 million 
|in auto paper, the sales finance 
companies held $5,079 million, other 
financial institutions held $540 mil- 
lion and auto dealers held $388 
million. 


” oa * 
F THE $1,001 million increase 
in outstanding consumer credit 





Lines— 


| originally for display in a limited number 
len, general sales manager of the Chrysler 
e Bluebird, the cars are available in eight 
cars are available in Windsor deluxe and 





Educators to Meet 


of American Motors Corp.; Vollmer 
W. Fries, production vice-president 
of White; Clay P. Bedford, vice- 
president of Kaiser, and Courtney 
Johnson, general manager of the 
commercial vehicle division of 
Studebaker. 

Moderators of the panel meet- 
ings will be John F. Gordon, 
group executive in charge of the 
body and assembly division of 
GM; Robert W. Conder, director 
of industrial relations, Chrysler 
Corp.; Fries; Johnson; J. G. 
Steiger, assistant comptroller, 
American Motors Corp., and Ivan 
L. Willis, industrial relations vice- 
president, International Har- 
vester. 

The Industrial Council is spon- 
sored by RPI to afford a free forum 
in which leaders of industry and 
education can discuss cooperation 
in dealing with today’s economic 
and social problems. 

In preceding sessions, the oil, 
chemical and electrical industries 





Presiding over general sessions 
will be George W. Mason, president 


were discussed. 





for the year ended March 31, 1954, 
sales finance companies’ paper was 
up $677 million, commercial banks’ 
paper was up $218 million, other 
financial institutions’ paper rose $54 
million and auto dealers’ paper 
climbed $52 million. 


Noninstallment credit dropped 
$76 million in March. 

A decline of $112 million in charge 
account credit accounted for the 
overall drop as well as increases of 
$19 million in single-payment loans 
and $17 million in service credit 


NAPA Consents 


To Trust Decree 


U.S. Imposes Curbs; 
Group to Continue 


DETROIT.—In a consent decree 
signed last week, the National 
Automotive Parts Assn. agreed to 
stop certain practices which the 
Federal Government charged were 
in violation of the Sherman anti- 
trust law. 

Federal Judge Arthur A. Kos- 
cincki approved the decree, which 
enjoined the 23 distributing firm 
members of NAPA from: 

1. Entering into any agreement 
to purchase or distribute auto- 
motive parts exclusively from any 
manufacturer or to refrain from 
purchasing automotive parts from 
any manufacturer. 

2. Persuading or inducing any 
manufacturer of auto parts to sell 
such parts exclusively to the de- 

(Continued on Page 63, Col. 3) 


Kaiser’s °53 Loss 
Is $27,051,555; 
Willys in Black 
TOLEDO.—Consolidated sales of 
Kaiser Motors Corp. and sub- 
Sidiaries for 1953 were $358,994,064, 


and consolidated net loss of the 
corporation was $27,051,555, accord- 


‘ing to the annual report. 


Consolidated sales of its major 
subsidiary, Willys Motors, Inc., and 
subsidiaries, were $290,778,276. Net 
earnings of this subsidiary for the 
year were $1,684,203. 

Because of the purchase of 
Willys-Overland in April, 1953, Kai- 
ser Motors and subsidiaries’ results 
for 1953 are not comparable with 
the previous annual statement. 


Edgar Kaiser, president, said that 
full production of Kaiser and Willys 
cars, following purchase of Willys- 
Overland, was drastically affected 
by a 10-week strike in a supplier 
plant. Immediately following the 
strike, the retail demand for auto- 
mobiles softened considerably. Pro- 
duction of the C-119 and C-123 air- 
craft was canceled by the Govern- 
ment. All these factors, he said, 
contributed to the 1953 result. 


“Integration of operations and 
standardization of parts, together 
with the competitive strengthening 
and geographical broadening of the 

(Continued on Page 64, Col. 1) 


Two Ex-Dealers 
Fined $5,100 


ST. LOUIS.—Two former used- 
car dealers were fined a total of 
$5,100 by U. S. District Judge Rubey 
M. Huley on charges of violating 
the Defense Production Act which 
expired in 1952. 

Ely Glass, who operated at 3925 
Easton Ave., pleaded guilty to 45 
counts involving acceptance of less 
than % in cash as downpaymenis, 
side agreements to extend subse- 
quent payments beyond the 18- 
month maximum and failure to 
keep bona fide records. He was 
fined $100 on each count. 

Vincent Barclay, who operated at 
5950 Natural Bridge Ave., pleaded 
guilty to six counts involving simi- 
lar offenses and was also fined $190 
on each count. 


































OME dealers have a flare for 
getting their organizations out 
in front, to bring consumer con- 
sciousness of the contributions an 
automobile dealer makes to the 
community and to interpret what 
their investment in buildings, tools, 
parts and manpower mean to the 
automobile user 
self-interest. 

One of those dealers is F. S. 
Mehollin (Dodge-Plymouth) of Ca- 
diz, O. Last fall was the first time 
that his manufacturer announced 
the three lines of vehicles available 
at the same time. This gave him 
an opportunity to conduct a fall 
opening which he styled as a three- 
day roundup. 

Of course, the cars were dis- 
played and explained and pros- 
pective customers lined up. Me- 
hollin didn’t overlook the fact, 
however, that the same cars were 
sold elsewhere nearby. To center 
attention on his dealership, a fea- 
ture of the roundup was an essay 
contest, the subject for which was 
“Why is a dealership, where I 
buy my new car, the most im- 
portant thing to consider?” Cash 
prizes of $100, $50, and $25 were 
offered to the winners — which 
were doubled in case they were 
applied on the purchase of a new 
car. 

The judges were editors of the 
county papers. The contest being 
local where the entrants competed 
only with local folks, it developed 
much interest and sales were made 
to many of the entrants. The only 
requirement to enter the contest 
was a visit to the dealership during 
the three-day triple showing to ob- 
tain an official contest blank. The 


Tennessee Group 
Trying to Clarify 


Sales-Tax Law 


NASHVILLE.—(UTPS)—A major 
problem facing the Tennessee Auto- 
motive Assn. is to get a clarifica- 
tion of the 2 percent state sales tax 
law as it affects the sale of cars to 
out-of-state buyers, according to 
David Whelchel, executive vice- 
president. 

When a Tennessee dealer sells a 
car in Tennessee, he is expected to 
collect the 2 percent sales tax, re- 
gardless of where the buyer lives. 

But many Tennessee dealers, lo- 
cated near the Kentucky border, 
sell many of their vehicles to resi- 
dents of Kentucky, a state which 
has no sales tax. This places the 
Tennessee dealers at a price disad- 
vantage, when competing with 
Kentucky dealers. 

Some Tennessee dealers, when 
selling cars to Kentuckians, deliver 
and collect for-the vehicle in Ken- 
tucky. In these cases, it is pre- 
sumed that the buyer is exempt 
from the Tennessee tax. 

The TAA is now trying to pin 
down exactly what the Tennessee 
dealer must do to prove that the 
transaction is not subject to the 
sales tax. 
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in terms of his| 


Dealers tell me 


By John 0. Munn 





response was excellent. In fact Me- 

hollin feels that it was much high- 

er in percentage of response than 

what expensive promotions produce. 
* * * 


The Winners 
LL the contestants were advised 
by letter of the winners and 
invited to the presentation of the 


| three awards. About 150 persons 


attended the meeting at the dealer- 
ship and gave every evidence of 
enjoying the get-together. The win- 
ning entries are particularly inter- 
esting. Here are the first five as 
selected by the judges: 

First Prize: “I am one of those 
much-talked-about women drivers! 
I can bake a cake, clean a house 
or make a dress; but when it comes 
to the purchase and maintenance 
of a car, I do not rate very high. 
That is why the Dealership where 
I buy my new car is the most im- 
portant thing for me to consider. 
The dealer needs to know my 
shortcomings, be interested, honest 
and dependable. He should have 
well-trained mechanics and courte- 
ous service personnel. I would also 
like my dealer to be conveniently 
located so I can get service easily. 
You know we women drivers like 
plenty of service.” 


Seconp: “I believe that every let- 
ter in the word ‘Dealership’ stands 
for an important factor to consider 
when selecting a new car: 

‘D’—Demand —can he supply 
what I want? 

‘E’—Efficiency in the cars he 
sells. 

‘A’—Ample Repair Parts. 

‘L’—Lasting Product. 

‘E’—Experienced Workmen. 

‘R’—Right Prices. 

‘S’—Service first, last and 
always. 

‘H’—Helpful advice. 

‘T—Interest in me as a cus- 
tomer. 

‘P’—Prompt attention to my 
needs. 

“Can this dealer meet those re- 
quirements? If so, I'll buy from 


him.” 
2 -«£ 


Depend on Him 


HIRD: “Yesterday I broke my 

ankle—we called THE Doctor. 
We didn’t page through the tele- 
phone directory for just ANY num- 
ber—we called a number we already 
KNEW. We knew THIS man’s 
number because, like a lot of others 
in the community, we have called 
for HIS services on many other 
occasions in the past. We called 
HIM because he had always served 
us WELL, and we will call on him 
AGAIN because we can DEPEND 
on him to satisfy our needs. 

“So it is with a car Dealership. 
How has he served others? Is his 
service dependable? In short—it’s 
MOST IMPORTANT that you 
KNOW HIS NUMBER.” 

Fourth: “In buying a new car, 
the Dealership is most important. 
Like any other piece of machin- 
ery, a new car will need expert 
and reliable servicing and repair 

work from time to time, and 
only from an honest and capable 
dealer can you be sure of this. 
In my opinion, any dealer who 
sells cars or other merchandise 
is obligated and responsible, to 
the best of his ability, to his cus- 
tomers and should be mechan- 
ically and financially equipped to 
stand behind his sales. 

“T have found by actual experi- 
ence with my local dealer, Home 
of Dodge and Plymouth, to have 
all of the above requirements and 
more.” 

FirtH: “Due to the fact that all 
car manufacturers are building 
good cars today, the purchaser 
must be confident that the dealer 
from whom he buys his new car is 
a man of integrity and sound busi- 
ness judgment. To know that the 
dealer has the facilities and ability 
to keep your new car in top run- 
ning condition is a must for the 
purchaser.” 

No one wants to deny the value 

(See MUNN, Page 64, Col. 4) 
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Chevrolet Stirs Rumpus in Connecticut. . . 





Factory Underbids Own Dealer 


HARTFORD, Conn. — In what 
dealers term the first instance of 
its kind here, Chevrolet underbid 
one of its own dealers to win a 
state contract for 16 cars. 

As a result, Connecticut deal- 
ers say they will seek state legis- 
lation to bar a recurrence of this 
situation. 

Chevrolet’s price was $1,194 for 





governor and two terms in Congress. 











WASHINGTON.—-When business 
falls off, price cutting is tempting— 
but extremely expensive. 

The U.S. Chamber of Commerce 
has pointed out that a retailer who 


Ky. Dealers Fight 
Court Ruling on 


U.C. Liability 


FRANKFORT, Ky. — Attorneys 
for Gaidry Motor Co., Lexington, 
Ky., and the Kentucky Automobile 
Dealers Assn. have asked the Court 
of Appeals to reconsider a ruling 
in which it was held for the first 
time that Kentucky used-car deal- 
ers are responsible to the public 
for the condition of the vehicles 
they sell. 

The ruling was made last Octo- 
ber when the court upheld an award 
of $11,489 damages to Albert Bran- 
non against Gaidry. 

According to court records, Bran- 
non’s left leg was amputated after 
he was pinned against a wall by a 
car driven by William Hensley, 
shortly after Hensley bought the 
car from Gaidry. It was decided 
that the brakes locked, causing the 
accident. 

Gaidry’s attorney, John L. Davis, 
declared the court was applying “to 
a single class of vendors, obliga- 
tions not even applied in this state 
to manufacturers.” 

Attorney John Hopkins, repre- 
senting the KADA, also spoke brief- 
ly against the ruling. 

The court had ruled, “It is not 
too harsh a rule to require these 
(used-car) dealers to use reason- 
able care in inspecting used cars 
before resale to discover these de- 
fects which the customers often 
cannot discover until too late.” 


Syracuse Dealers 


Elect Officers 


SYRACUSE, N. Y.—The Syracuse 
Automobile Dealers Assn., at its 
annual election, named Leon Car- 
penter as president. 

Elected vice-president was Wil- 
liam P. Dunn; secretary, Edgar 
J. Arnstine; treasurer, LeRoy Cas- 
per, and executive vice-president, 
Stuart E. Ballard. 


Price Cutting Costly 


20 Percent More Merchandise Must be Sold 
If 5 Percent Discount Is Given 


each Series 150 two-door sedan, 
$175.40 under that of its Hartford 
dealer, Sloat Chevrolet. Gengras 
Motor Co. (Ford), Hartford, had 
entered a bid of $1,206 for the 
Ford Mainliner 6 two-door. 
Dealers here laid the unusual 
situation to sales competition be- 
tween Chevrolet and Ford for 
state business. The last 69 cars 


Cadillac Firm Marks Half Century— 


Open house was held by Cadillac Automobile Co., Boston, to celebrate its 50th 
anniversary. The dealership is believed to be one of the oldest in the nation. Peter 
Fuller is president of the firm, and his father, Alvan T., board chairman. The elder 
Fuller served as governor of Massachusetts for four years, two terms as lieutenant- 


wishes to keep his gross profit at 
30 percent must increase his dollar 
volume 14 percent and handle 20 
percent more merchandise if he 
makes a 5 percent price cut. 

If he slashes prices 15 percent, 
he requires 70 percent more dol- 
lar volume and must handle 100 
percent more merchandise. 


The best salesmen of our coun- | 






purchased by the state were from 
Ford dealers. 

Although dealers objected that 
factories are not eligible to bid be- 
cause they are not licensed to do 
business by the state, the attorney 
general, William L. Beers, ruled 
there is nothing in the law to 
prevent a direct purchase from a 
factory. Beers asserted that any 
such ban would be _ interference 
with interstate business. 

However, Charles F. Kelley, 
motor vehicle commissioner, 
ruled that the cars must be de- 
livered by a dealer. As a result, 
they will come through Grody 
Chevrolet, West Hartford, it is 
reported. 

It was said that Chevrolet by- 


|| passed its dealers in the bidding to 


avoid violating anti-trust decisions 
against giving a preferential price 
Me one dealer so he could get the 
id. 

Lowness of the bids reflect the 
lack of Federal and State taxes on 
such purchases. 


Minn. Association 
Schedules Two 


Regional Meetings 


MINNEAPOLIS.—(UTPS) —Two 
regional meetings for new-car and 
truck dealers have been scheduled 
by the Minnesota Automobile Deal- 
ers Assn. 

A dinner meeting at the Elks 
Club in Brainerd, Minn., will be 
held May 19. Stewart Mills of Lively 
Auto Co. (Studebaker-Oldsmobile), 
is chairman. 

A dinner meeting at the St. Cloud 
Hotel in St. Cloud, Minn., on May 
20 will be under the joint chair- 
manship of Lloyd Tenvoorde, of 
Tenvoorde Motor Co. (Ford), and 
Frank Unger, of Koppy-Unger, Inc. 
(DeSoto-Plymouth). 

Invitations to 535 dealers in the 
central part of Minnesota have been 
sent out. Topics on the agenda in- 
clude bootlegging, the 1955 legisla- 
tive program, labor matters, title 
law, junker program and the state 
motor vehicle department. 

Speakers are Bud Johnson, St. 
Paul Pontiac dealer, Norb Koppy, 
MADA legislative chairman, Bill 
Howes, Minnesota motor vehicle di- 
rector, and Clare Fischer, MADA 


try, said a speaker at the Cham- | President. 


ber’s annual meeting, believe in 
selling “features”—something that 
will satisfy American demand for 
more comfort and pleasure. 

“Price cutting is no way out; 
skilled selling is.” 


The Chamber illustrated its point 


with this chart: 


Gross Price Increased Increased 
Profit Cut $ Volume Merchandise 
30% 5% 14% 20% 
30% 10% 35% 50% 
30% 15% 10% 100% 
30% 20% 140% 200% 


Four Directors 


Named in N.C. 


RALEIGH, N. C.—Balloting has 
been completed in four districts to 
choose directors for the North 
Carolina Automobile Dealers Assn. 

Paul Kirk, Sylvia, was chosen in 
District 1; H. S. Mobley, Greens- 
boro, District 10; J. J. Hood, Lum- 
berton, District 13, and Haywood 
Weeks, Kinston, for District 16. 


Bartelsmeyer Keeps City Rolling— 







Dealers Warned 
On Mock-Check 


Sales Promotion 


BUFFALO.—The U.S. attorney’s 
office has warned businessmen in 
this area that a_ sales-promotion 
plan distributing mock checkbooks, 
which have references to the U.S., 
apparently is in violation of Federal 
laws. 

Assistant U.S. Attorney Robert P. 
Freedman said that the matter 
came to Government attention 
when the promotion plan was in- 
cluded in advertisements of a Buf- 
falo automobile dealer. 

The advertisements offered, with 
each purchase of a car, a coupon 
book. The book contains green cou- 
pons made up in check form. 

The words “United States” and 
the company title are displayed 
prominently and the words “U.S. of 
America” stand by themselves in 
the upper right-hand corner. 


eh tp 





For the fifth consecutive year, the City of Mattoon, Ill., receives three sedans from 
Lewis J. Bartelsmeyer (right), owner of Bartelsmeyer Motor Co. (Chevrolet), at no cos? 


to the city. 
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OUR PLATFORM 





AUTOMOTIVE 1 
. te q |. Fair and equitable contracts between manufacturers and dealers in 
€ A motor vehicles, parts and accessories; 

a { 2. Every dollar of gasoline and oil taxes, collected by state and federal 
: £ governments, applied to the building and maintenance of highways; 

a R ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world. 


Progress in Manufacturing, 
Horse-Trading in Sales 


A emagicoam has become a symbol of postwar progress 
in the manufacture of automobiles. And most of the 
progress of the industry in those nine years has been in 
manufacturing. 


Marvels in machinery have been developed which can 
perform intricate operations faster and better than can 
human hands. 


This is only natural. The great need in most of those nine 
years was for P saree were So it got the attention of the 
best brains in the industry. 

But the time has arrived now when the best brains have 
a new challenge—the challenge of selling. 


Will this challenge be accepted with an peg mind? With 
the idea that great progress can be made in this field through 
fresh concepts? 

An interesting point is that while manufacture of auto- 
mobiles has come a long way from the horse-and-buggy 
days, many in high places in the auto industry still think 
of auto selling as a horse-trading business. 

That goes for some dealers as well as factory executives. 
They take the attitude that customers are dog robbers out 
to cheat the dealer, and its up to the dealer to be more 
expert at deception than the customers. That attitude may 
account for the sad standing of dealers in public opinion 
polls. — 

Selling, when you come to the end of the line (the cus- 
tomer), is purely a problem in human relations. And in 
dealing with people, there is nothing so important as 
integrity, honesty, confidence. 

People can be fooled, but they don’t stay fooled—and the 

auto industry depends on repeat business. 

And just as the dealer-customer relationship is one of 
human relations, so is the factory-dealer relationship. 


coomene progress in selling could start with advances in 
factory r relations, and proceed to dealer-customer 
relations. 

A fresh and thorough examination of both appears to be 
in order. 





Coming 
Events 


Dealers Auto Shows 


Mer 22-31 — Indianapolis Custom Auto 
ow, Manufacturers Building, Indiana 
State Fairgrounds. 
May 24-29 — Boise Dealers Auto Show, 
city-wide, Boise, Id. 
a 


Dealers Conventions 


May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri, 

May 1!1-12—Massechusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 23-25—Michigan Automobile Dealers 
Association Convention, Pantund Hotel, 
Grand Rapids, 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
— Convention, Ocean City Mary- 
and, 

June 7-8—Automobile Dealer Associations 
ot Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls, 

Aug.—Automobile Dealers Association of 
West Virgina, Greenbriar Hotei, White 
Suiphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broaamoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hore, 
Kockiand, Maine, 

Sept. 12-13—South Dakota Automobile 
Vealers Association Convention, Kapid 
City, Soutn Vakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 
a Broadview Hotel, Wichita, 
an. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, 
Fargo, North Dakota. 

Sept. 1922—New York State Automobile 
Dealers Convention, Saranac inn, Sara- 
nac, New York, 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee, 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 


Sept. 28-2?—Automobile Dealers Assn. of 
Alabama, inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Sept. 28-29—New Hampshire Automobile 
Dealers Association vention, Went- 
worth-by-the-Sea Hotel, Newcastle, New 
Hampshire. 

Oct, 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 
sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct, 10-12—Mississippi Automobile Deal- 
ers Assn. Convention, Buena Vista Hotel, 
Biloxi, 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogie- 
thorpe Hotel, Savannah. 

Oct. 17-19—Arizona Automobile Dealers 
Assn. Convention, Westward Ho Hotel, 
Phoenix, 

Oct. 17-19—Tennessee Automotive Associa- 
Sen Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct. 24-26—Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-?—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 

Louisville. 

Nov. 18-19 — Idaho Automobile Dealers 

Association Convention, Boise Hotel, 


ise. 

Nov. 20 — Utah Automobile Dealers Asso- 
ciation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4—Montana Automobile Dealers 
Aan. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 


(Continued on Page 58, Col. 3) 


20 Years Ago... 
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Letterbox 


‘Market for All Makes . . .’ 


Boosts Independents 

With particular interest I note a 
letter from H. E. H., West Virginia. 
I do believe he is a little over- 
zealous in his plaudits toward Ford 
and GM. 

My personal experience dates 
from 1930 to 1936 as a salesman for 
Dodge. From 1936 through 1944 as 
a GM dealer in Billings, and I am 
now in charge of the Packard deal- 
ership in Billings. 

I am not going to underestimate 
H. E.H.’s opinion of Ford, nor am 
I going to sell, from a personal ex- 
perience, the thought that Packard 
is the only automobile. Packard, 
for the person who is not entirely 
dollar-conscious, does offer a field 
of complete pleasure and customer 
satisfaction in styling, comfort and 
performance and dealer and fac- 
tory cooperation and _ integrity, 
which I believe is unsurpassed in 
the entire industry. 

My observation, both from the 
factory and finance company view- 
point, is this: 

A dealer who is on the ball gets 
complete cooperation, if he knows 


The Big Story 


New-car retail sales in March, 1934, showed a rise of 112 percent 
over March, 1933, and an increase of 50 percent over February... 
The industrial employment index in Detroit on Apr. 30 reached 112.7, 
the highest for any month since September, 1929, when the index 
stood at 119, taking the 1923-25 period as 100... The new Buick 
Series 40, which is priced at $795, is invading a field in which it will 
be competing for approximately 27 percent of the auto market, as 
compared with 8 percent in the medium-priced field. The car is pow- 
ered by a 93-horsepower valve-in-head straight-eight engine and has 
a top speed of 85 miles . . . Dividend payments of nearly $15 million 
to exceed the $18,511,000 declared in February. 


—From the files of Automotive News. 
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This is an open forum for the discussion of any subject «f interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Americans live well, do not try to 
save too much money, for we are 
not afraid of the future. 

Watches his installment paper 
against over seiling. 

Minimizes his promises to cus- 
tomers and keeps them. 

Spends less time worrying about 
his competition and more time sell- 
ing his own product. 

Understands there is a tremen- 
dous market for all makes of auto- 
mobiles, if we just plain go to 
work. We have the time and our 
public likes to be sold.—Marvin J. 
Fraser, manager, Rimrock Motors 
(Packard), Billings, Mont. 

* f * 


Direct Dealer Voice 


Here are a couple of thoughts I 
had while mowing the lawn: 

If each of the dealers of Chrys- 
ler, General Motors, or any of the 
Independents bought a reasonable 
amount of stock in the company 
they represent, they could, by vot- 
ing the stock in a block, have a 
tremendous voice in the policies of 
their factories. 

In most instances, these stocks 
are excellent investments, and I 
venture to say there would be less 
pressure on the dealers as a result. 

If all automobile manufacturers 
insisted that the steel they buy 
from the steel companies is made 
from the highest percent of scrap 
metal feasible, would there not be 
a much greater demand for junk 
automobiles by the scrap dealers? 
Thereby more junkers would be 
taken from the roads, and more 
new cars would be sold.—J. Harri- 
son Livineston, S. G. Livingston & 
Son, Knoxville, Tenn. 

* * 7 


Wholesaler Proposal 


Herewith is my opinion of the 
General Motors resale program, 
which I believe should interest 

(Continued on Page 58, Col. 3) 
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~ GOOD MORNING, DUSTY. 

HERE'S A SHOT IN-THE ARM 
FOR YOUR PROSPECT FILE - 
COMPLIMENTS OF 
UNIVERSAL C.I.T. 












WHAT DO YOU HAVE 
THERE , BARRY, 
MORE PROSPECT 
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THANKS , BARRY, 
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ABOUT A DOZEN AND SEE AN SOUNDS TO ME 




























































A HALF, MOSTLY =e 7 | a oon LIKE YOU'RE (LL PUT ae OF 
24-MONTH ’ ARD 0 GETTING BACK THE BOYS TO 
CONTRACTS, / THAT MUST HAVE | | pusty?/ DOC. EVANS 1S SOME OF 

RUNNING = ("Eee oe SURE FIRE. | HAPPEN THE BREAD 

OUT IN A MY DEALS ON TO KNOW HES PUT YOU CAST 

LITTLE OVER 50,000 MILES ON THE 

A MONTH. ON THAT WATERS, 


COUPE 
















.+. MEANS A FUTURE PROSPECT 
GOES ON FILE AT UNIVERSAL C.I.T. 


GOT THE POINT, 
DuSTY! EVERY 
TIME DEAL 


| GUESS YOU ALL KNOW THAT WE 
WOULDN'T HAVE THESE LEADS ON 
PROSPECTS IF WE HADNT 
SOLD THESE 
UNIVERSAL C.LT. 
TIME DEALS IN 
THE FIRST PLACE. 
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Also Exhibits Plastic Body at Turin Show .. . 








Fiat Reveals Gas-Turbine Auto 


By Antonio Giordano 


TURIN, Italy.—(UTPS)—The first 
Italian gas-turbine car and a car 
with a plastic body were among the 
main attractions of the Turin Auto 
Show which opened last week. 


Both were creations of Fiat. 


The gas-turbine job represents 
a five-year development. It is an 
experimental car, and no stand- 
ard production is anticipated at 
this time, according to Fiat offi- 
cials, 


The chassis frame igs built of 


GM to Rehabilitate 
Livonia Site With 
Fisher Body Plant 


DETROIT.—General Motors will 
build a Fisher Body fabricating 
plant on the site of GM’s former 
Detroit transmission division plant 
in suburban Livonia, Harlow H. 
Curtice, president announced last 
week, 


Curtice said construction of the 
plant will be part of the GM 
billion-dollar expansion program 
announced last January. 

Under the plans, approximately 
628,000 square feet will be added to | 
the building structures left stand- 
ing after the plant fire of Aug. 12, 
1953. That will bring the total plant 
area to approximately 920,000 
square feet when construction is 
completed early in 1955. 


Structures still standing in 
Livonia contain some 292,000 square 
feet. Fisher Body will use 92,000 
square feet of this space for offices, 
cafeteria, locker rooms and hos- 
pital. 

The remaining 200,000 square 
feet will be used for production. 
Rehabilitation of standing struc- 
tures will begin shortly, James E. 
Goodman, general manager of 
Fisher Body, said. 

Employment at the Fisher Body 
facility is expected to total ap- 
proximately 3,000. 

Detroit Transmission is now pro- 
ducing Hydra-Matics at Willow 
Run, which GM purchased from 
Kaiser .last November. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


May 5 | 
(Dealers tried to steal rather than 
Pay. Good clean cars still brought 
& good price. 88 cars sold out of 141 


Offerings.) 

BUICK—’53 Special 2-dr., $1,380, $1,- 
375. °52 RM 4-dr., $1,230, $1,190. 
"51 RM 4-dr., $860. °50 Special 4-dr., 

. '49 Super 4-dr., $300. 
’53 (62) 4-dr., $3,250 

. "49 (61) 4-dr., $865. 
—'54 Bel Air 4-dr., . 
720. '52 SL conv., $835; 2-dr., $825; 
4-dr. $830. ‘51 SL 2-dr., $720. '50 
Bel Air, $680; 4-dr.; $520, $460; 2- 

dr., $500. °46 4-dr., $255. 

CHRYSLER—’52 Imperial 4-dr., $1,- 
220. °51 NY, $1,055. 

DeSOTO—'53 (8) 4-dr., $1,600 (ps). 
"52 4-dr., $335. 

DODGE—’53 club coupe, $1,180; Mead- 
owbrook, $1,135; %-ton pickup, $820. 
"52 Wayfarer 2-dr., $660, 595. °'51 
Meadowbrook 4-dr., $695. 

FORD—’53 (6) 4-dr., $1,245, $1,185, 
$1,100. °52 (6) conv., $1,105; 4-dr., 
$1,015, 3700, 2-dr., $1,000. 51 (6) 2- 
dr., $725, $€50, $580; %-ton pickup, 
$555; 4-dr., $5C0, $430. '50 (6) Spe- 
cial 2-dr., $505, $500, $410, $390, 
= "49 (6) 2-dr., $290, $260, $210; 
-dr., $275; station wagon, $225. 

HUDSON—’52 club coupe, $760. 

*51 Cosmopolitan 4-dr., 


"51 4-dr., $755; club 
. "50 4-dr., $410. °47 club 


$170. 
NASH—'52 ays $800. °51 2-dr., $405. 
"50 4-dr., 
oLDsMOBILE- 51 (95) 4-dr., $840; 
(88) $830. °49 (98) 4-dr., $400. 
"54 club coupe, $1,720. 


PLYMOUTH — 
91,125, $1,115. '52 subur- 


"53 4-dr., 
ban, £315; Belvedere $825; = 
coupe, $750, $575. °51 1t-dr., $590. 
club coupe, $725. ’49 club coupe, $395. 

PONTIACO—'52 Catalina 4-dr., $1,130, 
$885. '51 4-dr., $810, Se "50 4-dr., 
$400. 49 2-dr., $360, 

STUDEBAKER—'49 4- th, — 


Apr. 28 
(Prices firm and plenty of buyers. 
101 cars sold out of 140 entries.) 
BUICK—'53 Super 4-dr., $1,800* (ps). 
‘52 Super Riviera coupe, $1,390*, 
$1,225*. ‘51 RM 4-dr., $870*; Spe- 


*Indicates automatic transmission or 


Other Auction Reports Are on Pages 54, 55, 56 





tubular elements so arranged as to 
give a maximum of stiffness com- 
bined with the greatest possible 
lightness. 

Wheel suspension is of the usual 
Fiat quadrilateral type, with coil 
springs enclosed in oil-filled alumi- 
num casings. The brakes are of the 
Fiat FB ‘hydraulic type. 

There are two fuel tanks, of elon- 
gated shape, one on each side of | 
the frame, in the middle of the car, | 
and occupying all the space be- 
tween the front and the ome | 
wheels. 

The streamlined: body features 
two vertical fins on the sides at 
the rear, which act as stabilizers 
at high speeds. It seats two per- 
sons, 

The hood is sharply inclined for- 
ward. The absence of headlights is 
explained with the experimental 
purpose of the car. 

The back part of the body, which | 
houses the whole driving machin- | 
ery, is removable. Overall weight 


is approximately 2,200 pounds. 
Maximum speed has not yet been 
measured but is believed to reach 
155 miles an hour. 

The plastic body is designed for 
a V-8 engine. It also is an experi- 
mental model. Fiat officials don’t 
foresee any immediate application 
for plastic bodies in mass produc- 
tion but take it as a start for fur- 
ther studies in this field. 

The body consists of an inner 
steel skeleton which forms the 
stressed structure, and the out- 
side shell made of plastic. 

The plastic consists of woven 
glass fiber impregnated with poly- 
ester resins and has a uniform 
thickness of three millimeters. The 
body weighs approximately 106 
pounds. 

Engineers hope to use this model 
for observations on the characteris- 
tics of the material from the point 
of view of acoustic and heat in- 
sulation as well as its behavior in 
_Practical use. 





Plymouth’ s Spring Ad Drive 
Heaviest in Division History 


DETROIT.—Plymouth will con- 
duct during May the heaviest spring 
advertising in its history. National 
television, radio, newspapers and 
magazines will be used in a move 
to get saturation coverage from 
coast to coast. 


Biggest of the messages in all 
media is a six-page advertisement 
scheduled for the May 15 issue of 
the Saturday Evening Post. The ad 
compares the 1954 Plymouth part 
by part with two other cars in the 
low-price field. 


Headlined “Only Plymouth Dares 


Tourist Spending Up 

OTTAWA. — American motorists 
spent $159 million in Canada last 
year, compared with $143 million in 
1952, according to the Canadian 
Government. Canadian tourists 
spent $133 million in the United 
States in 1953, up from $118 million 
in 1952. 


cial 4-dr., 
$290*; 
$680". 

CADILLAC—’52 (62) coupe, $2,325*. 
'49 (62) 4-dr., $980*. "46 (60) 4- 
dr., $450; (62) 4-dr., $2CO0. 

CHEVROLET—'53 (210) sport coupe, 
$1,450, $1,280; 4-dr., $1,275* (ps), 
$1,120, $1,100. '52 SL Deluxe 2-dr., 
$935*, $860; %-ton pickup, $685. 
"51 SL Deluxe 4-dr., $705, $700. 
‘50 SL Deluxe station wagon, $725; 
2-dr., $550, $420. 

CHRYSLER—’52 NY 4-dr., 
’51 NY 4-dr., $820*. 

DeSOTO—’52 Fire Dome 4-dr., 
’51 Fire Dome 4-dr., $700*. 

DODGE—’52 Wayfarer 2-dr., 
‘50 Wayfarer 2-dr., $470; 
$540. 

FORD—'53 Country Squire, 
(8) 4-dr., $1,305*, $1,200. 
2-dr., $935*, $875; 4-dr., $1,020; 
Victoria, $1,210*; (6) 4-dr., $520; 
2-dr., $875. '51 (8) 2-dr., 2 at $700, 
$680; club coupe, $800; 4-dr., $700, 
$690*; (6) 2-dr., $585, $560, $555; 
4-dr., $600. '50 (8) 2-dr., $480; 4- 
dr., $400; (6) 2-dr., $390, $365; 
4-dr., $435, $320. °'49 (8) 2-dr., 
$310; 4-dr., $365. 

HUDSON—’53 Wasp 4-dr., 
club coupe, $725*. 

MERCURY *52 Monterey’ sport 
coupe, $1,290, $1,230. °'51 club 
coupe, 2 at $735; 4-dr., $750, $730*. 
"50 4-dr., $610. '49 station wagon, 
$275. 

NASH — '51 Statesman 4-dr., 
Rambler station wagon, 

OLDSMOBILE—’51 (88) 

010*; (98) 4-dr.,. $910*, 

Riviera coupe, $1,125*. °50 (98) i 
dr., $610*. °49 (76) 4-dr., $360*. 
PACKARD—’52 (200) 4-dr., $1,030* 
(ps). ‘51 4-dr., $700, $360. 
PLYMOUTH—’51 Belvedere, $705. 
4-dr., $365, $340. 


$205. 

PONTIAC—’53 (8) Catalina, $1,775*, 
$1,690*; 4-dr., $1,370*. ‘52 (8) 4- 
dr., $1,015, $1,050*. ‘50 (8) Cata- 
lina, $655°; 2-dr., $625°, $590°, 
$575*. °'48 (6) 4-dr., §275°. °47 
(6) 2-dr.. $155. 

STUDEBAKER 
coupe, $390. 


overdrive, and (ps), power steering. 


$805*. °50 Special 4-dr., 
Super Riviera coupe, $770, 


$1,320*. 
$875°. 


$580. 
4-dr., 


$1,650; 
"52 (8) 


$950. °51 


"49 
’48 club: coupe, 


‘51 Commander 


To Compare,” four pages of the ad 
picture chassis, engine, body and 
other parts of a Plymouth and the 
other two cars. 

Newspapers throughout the coun- 
try will carry ads based on the 
same comparison theme on six dif- 
ferent dates in May. The recently 
organized Plymouth dealers co-op- 
erative advertising program has 
prepared a heavy schedule of ad- 
vertising in local areas. 

Four-color pages are scheduled 
for Life, Time, Newsweek, Town 
and Country, Vogue, House & Gar- 
den and U. 8. News. A black-and- 
white page is scheduled for Country 
Gentleman. 

In addition to its regular Satur- 
day night CBS-TV show, “That’s 
My Boy,” Plymouth is participat- 
ing in several radio shows. The 
lineup includes sponsorship of 
Fibber McGee, three times a week 
for three weeks; John Cameron 
Swayze, twice a week for three 
weeks, plus Road Show and the 
week-end show twice. 

Plymouth also will sponsor 19 


newscasts by Robert Trout. 
| — ee 


Motorama Closes 
After Playing to 
Nearly 2 Million 


CHICAGO. — The biggest indus- 
trial show ever produced by a 
U. S. corporation, General Motors’ 
Motorama of 1954, ended a five-city 
cross-country tour here last week 
with an overall attendance total of 
1,926,864. 

The count for a nine-day free 
showing at Chicago was 405,971. 
This failed to top the 467,000 paid 
attendance mark set by the Chi- 
cago Auto Show this year. 

The Motorama began its tour 
last January at New York and 
was open a total of 42 days at 
New York, Los Angeles, San Fran- 
cisco- and Chicago. 

Highest attendance was 520,597 
recorded March 27-Apr. 4 at San 
Francisco. A single day’s attend- 
ance record of 89,770 was set Apr. 3 
at San Francisco. 


Buffalo Cargo 


" Swedish Line Delivering 


Metropolitans 

BUFFALO.—The freighter Mon- 
ica Smith, of the Swedish-Chicago 
Line, docked here, marking a re- 
sumption of the company’s service 
to Buffalo. 

The vessel discharged 16 Nash 
Metropolitans. The cars were load- 
ed in Liverpool and were made by 
Austin in England for Nash. 

Walter Trimlet, district manager 
of Overseas Shipping Inc., agents 
for the foreign line, said a second 
vessel with a similar cargo is due 
here this month. 

The Monica Smith carried 128 
autos for delivery to various lake 
ports. 
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Auto Advances of Italy 





First Italian Gas Turbine Car— 


Fiat revealed the first Italian gas turbine car at the Turin Auto Show. It weighs 
approximately 2,200 pounds and is an experimental model. No mass production of 


the car is intended. 





Plastic Body Unveiled by Fiat— 


An experimental plastic-body car designed for a V-8 engine was put on display by 
Fiat at the Turin Auto Show. The body weighs only 106 pounds. 


Oldsmobile Records Fall 


. 





April Sales Highest in Company’s History; 


Output Also Sets New Mark 


LANSING. — Oldsmobile dealers 
reported the sale of a record num- 
ber of cars during April, according 
to J. F. Wolfram, general manager. 
Retail deliveries in April were 5 
percent above March, the best pre- 


| vious month, he said. 


In addition, retail sales in April 


| were 25 percent greater than in 





April, 1953. Prior to this year, Olds- 
mobile’s all-time top sales month 
was March, 1950. 

Wolfram said new-car registra- 
tions for March in all states showed 
Oldsmobile in fourth place in the 
industry. 

April was also the best produc- 
tion month in Oldsmobile’s history, 


Sales Mark Set 
e * 
By Cadillac in 
os 
March, April 

DETROIT.—More 1954 Cadillac 
automobiles were delivered to cus- 
tomers during March and April 
than in any two- 
month period in 
the history of the 
organization, it 
was announced 
today by J. M. 
Roche, general 
sales manager of 
Cadillac. 

“Customer de- 
liveries of our 
new models dur- 

ing March and 
J. M. Roche April this year 
totaled 24,574 cars,” said Roche, 
“thus setting a new all-time two- 
month delivery record. The figure 
represents an increase of almost 12 
percent over the same period last 
year. 

Roche explained that the figure 
is especially significant since it re- 
flects the progress being made in 
the company’s efforts to meet the 
substantial backlog of new car 
orders now on the compaiiy’s books. 

Meantime, Don E. Ahrens, gen- 
eral manager, announced that pro- 
duction of more than 12,500 cars 
in April was exceeded only in 
August, 1950. 


with output hitting 45,840. This 
eclipsed by 16 percent the best pre- 
vious mark, 39,567 cars, made in 
March, 1950. Oldsmobile also set a 
daily production record on Apr. 30 
when 2,166 autos were manufac- 
tured. 


Chrysler to Train 
Field Men on 


Management 


DETROIT.—As part of a dealer 
development program all regional 
and district managers of the Chrys- 
| ler division will attend a series of 
| business management schools dur- 
| ing the next few months, according 
to E. M. Braden, general sales man- 
ager of the division. 

“In these courses we will equip 
our field men with business man- 
agement training so they can 
strengthen our dealer body and at 
the same time stimulate retail sales 
in an orderly manner,” Braden said. 

Under the plan, which will be 
administered by J. W. Gleeson, di- 
rector of business management, 36 
district managers are being called 
into meetings in Detroit, Chicago 
and Atlanta immediately. More 
than 100 more will be called in for 
training in the next few months. 

Gleeson will handle the Detroit 
meeting; Carl Roberts, supervisor 
of regional business managers, the 
Atlanta meeting, and William 
Teipel, Chicago regional business 
manager, the Chicago meeting. 


Correction on Data 
On Automatic Shift 


DETROIT.—Through a mixup in 
records, Automotive News last week 
erroneously reported that Ford in- 
troduced its automatic transmission 
in 1949. Actually, it was on Nov. 24, 
1950, that the Fordomatic was in- 
troduced. 

Chevrolet was the first low-priced 
car to have an automatic drive 
which it unveiled on Jan. 7, 1950. 
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marks where the 


INQUIRER TS FIRST 
in Philadelphia... 


DAILY SUNDAY TOTAL 


laa 












All doubt is out... when 
it comes to newspaper 
selling power in Philadelphia. 


This chart shows the 
overwhelming advertising 
leadership of THE INQUIRER, 
in the major classifications 





measured by Media Records. 


It’s clear enough as to which 
newspaper is FIRST in 
Delaware Valley, U.S.A.... 
America’s 3rd Market. 

It’s clear that THE INQUIRER 
should head your schedule 





Financial 








in Philadelphia, too! 





Classified 


"DELAWARE 
VALLEY, U.S.A. 


..covering 14 counties 
---home of 4% aillion: 


. Legal 
f 
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Source: Media Records first three months 1954 










The Philadelphia Inquirer 


The Voice of Delaware Valley, U.S.A. 
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Exclusive Advertising Representatives: West Coast Representatives: 

NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 

ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK & CHAMBERLIN FITZPATRICK & CHAMBERLIN 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 1127 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Michigan 0259 
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25 Special Cities Picked for May Drive... 


Safety Check Plan Stirs Rivalry 


WASHINGTON.—A spirit of ri- 
valry has been developing among 
the 25 cities especially selected to 
participate in the May Vehicle 
Safety-Check Program. Scores of 
other cities are participating at 
their own request. 

In the program, the safety fea- 
tures of thousands of cars are 
being checked free in Safety- 
Check Lanes manned by mechan- 
ics loaned by local dealers, 

Madison, Wis., has challenged 
Montgomery, Ala. to see which 
city will check the greatest percent- 
age of vehicles registered in their 
areas. 

Representatives of the two cities 
will hold daily telephane conversa- 


tions, to be tape recorded and 
broadcast, announcing the progress 
made daily in the safety campaign. 
Madison is also offering a new car 
in a slogan contest held in con- 
nection with the program. 

M. R. Darlington, director of 
the program, reports that Havre, 
Mont., has also been challenged 


Ford Safety Record 


NORFOLK, Va.—The Ford divi- 
sion assembly plant here has estab- 
lished a new companywide safety 
record of 7,500,000 consecutive man- 
hours worked without a serious ac- 
cident, according to G. L. Lemoine, 
plant manager. 


to an auto-checking contest by 
Miles, Mont. 

A Safety-Check pilot program in 
Dothan, Ala., proved highly suc- 
cessful, with 68 percent of the 
county’s vehicles being checked in 
one week. Of the vehicles checked, 
35.4 percent were found defective. 

Chief sponsors of the program 
are the Inter-Industry Highway 
Safety Committee, the National 
Safety Council and Look magazine, 
although the support of local deal- 
ership, business, civic and service 
groups and agencies also has been 
enlisted. 

Gov. George N. Craig of Indi- 
ana has adopted the May Safety- 
Check plan for use in 70 towns. 


Placed in charge is the State 
Safety Director who has been of- 
fered the assistance of the Indi- 
ana State Police. 

State police are also lending a 
hand in Connecticut, Florida, Ohio, 
Alabama, Montana, California and 
Kansas. 

Among the 25 special cities in 
the program are Hayward, Calif.; 
Gainesville, Fla.; Cartersville, Ga.; 
Joliet and Wilmette, Ind.; Sioux 
City, Ia.; Coffeyville and Garden 
City, Kans.; Monroe, La. 

Muskegon and St. Joseph, 
Mich.; Bemidji, Minn.; Greenville, 
Miss.; Hornell, N. Y.; Akron and 
Hamilton, O.; Oklahoma City; 
Greenwood, S8.C.; Kingsport, 
Tenn.; Wenatchee, Wash., and 
Casper, Wyo. 

Also participating are Beckley, 
W. Va.; Cocoa, Fla.; Columbus, O.; 
Daytona Beach, Fla.; Fairmont, 
Minn.; Fresno, Calif., and Youngs- 
town, O. 


WHICH DIAPHRAGM IS 


THE DHOony ? 


FA ere is an actual unretouched photograph of a gen- 





plications. The counterfeiter placed the Bendix-West- 


uine Bendix-Westinghouse brake chamber diaphragm 
alongside a phony. Their apparent similarity will fool 
many buyers—but from a performance standpoint 
they are easily distinguished. Here's why. 

The genuine Bendix-Westinghouse brake cham- 
ber diaphragm (on the left) is the result of thirty 
years’ experience in the design and development of 
this vital air brake system component part. It is made 
of the finest materials, to the most exacting standards 
—performance proven over the years for a million or 
more applications before replacement. 

The phony is an out-and-out counterfeit probably 
produced in a hidden back-alley shop. Made from 
questionable rubber and unsuitable fabric, it has a 
performance record of from only 5,000 to 28,000 ap- 


Beacdixlfeshiughonse 
AUTOMOTIVE AIR BRAKE COMPANY 
BRANCHES — BERKELEY, CALIFORNIA AND OKLAHOMA CITY, OKLAHOMA 


GENERAL OFFICES & FACTORY — ELYRIA, OHIO - 


inghouse name, address, trademark and piece number 
on untold thousands of these faulty units—and then 
the forgeries were jobbed across the country through 
parts dealers. 

Some of the country’s leading operators have 
been victimized by this counterfeiter. 

You can be sure it will not happen to you when you 
buy genuine Bendix-Westinghouse replacement parts 
from an authorized Bendix-Westinghouse distributor! 


HERE’S WHAT WE’RE DOING ABOUT IT 


Bendix-Westinghouse took legal steps to prohibit 
the sale of counterfeit diaphragms immediately upon 
their discovery. The industry is being advised of the 
existence of the counterfeits through Bendix-Westing- 
house advertising, bulletins and other publicity. 








Obituaries 
Royce Martin, 69, 
Auto-Lite Head, 
Dies at Ky. Derby 


LEXINGTON, Ky. — Royce G. 
Martin, 69, president and chairman 
of Electric Auto-Lite Corp., died 
here May 1 after 
a heart attack a 
few minutes after 
his horse, Goy- 
amo, had finished 
fourth in the Ken- 
tucky Derby. 

Mr. Martin be- 
came president of 
Auto-Lite in 1934 
when the firm 
merged with Mo- 
to-Meter Gauge 
& Equipment 
Corp. He was elected chairman of 
the board 10 years later upon the 
death of C. O. Miniger, founder of 
the company, 

Under Mr. Martin’s leadership, 
Auto-Lite has become the world’s 
largest independent manufacturer 
of automotive electrical parts. The 
firm’s main office and five plants 
are in Toledo. Thirty other plants 
are located in other cities. 

Mr. Martin, who was born in 
Clint, Tex., in 1884, was orphaned 
at an early age. In 1909 he went to 
work for the Mexican National 
Railroad at El Paso, Tex., and later 
served as Pancho Villa's fiscal 
agent, 

After World War I, and until 
1921, Mr. Martin was president and 
general manager of Automobile 
Mortgage Corp. of Texas. He next 
assumed control of Safe-T-Stat 
Corp., a Brooklyn firm manufactur- 
ing visual thermometers for auto 
radiator caps. 

Safe-T-Stat acquired the stock of 
Nagel Electric Co., Toledo, in 1928 
and a year later the company ab- 
sorbed Moto-Meter Co. Long 
Island City, N.Y. and National 
Gauge & Equipment Corp., La- 
Crosse, Wis. This consolidation was 
named Moto-Meter Gauge & Equip- 
ment Corp., of which Mr. Martin 
served as president. 

The industry has credited Mr. 
Martin with smoothing Auto-Lite’s 
early up-and-down production cycle 
by expanding its output to include 
spare parts sold at retail and ex- 
panding the list of automotive cus- 
tomers to include most manufac- 
turers. 





R. G. Martin 


+ * 2 


Alfred G. Gulliver 


DAYTONA BEACH, Fla.—Alfred G. 
Gulliver, 69, died May 3. He was former 
general superintendent of the Chevrolet 
manufacturing plants and retired in 1950 
after having been with the firm 35 years. 

+ * * 


L. Irving Hance sr. 


MERIDEN, Conn.—I. Irving Hance sr., 
67, manufacturer of auto accessories, died 
Apr. 29. A former sales and advertising 
manager of Cuno Engineering Co., he 


founded Champion Laboratory, Inc., in 
1936, with his son, Irving Hance jr., who 
died in 1951. 
+ * * 
M. W. Hodgdon 


CLEVELAND.—M. W. Hodgdon, man- 
ager of forging sales for Aluminum Co. of 
American, died recently at his home here. 
With offices at Alcoa’s Cleveland Works, 
Mr. Hodgdon was in charge of sales of 
aluminum and magnesium forgings pro- 
duced at the company’s two forging plants. 
He joined Alcoa in 1927. . 

* * * 


John B. Langley 


DES MOINES.—John B. Langley, 46. 
former member of the accessory sales di- 
vision of Ford Motor Co., died May 3 after 
an illness of several months. He also had 
been general manager of Motorola, Detroit, 
and a partner in Delman Co. here. 

= * 


Andrew Bell Phipps 


KANSAS CITY. — Andrew Bell Phipps, 
46, manager of DeSoto’s Minneapolis sales 
region, died here Apr. 29 following major 
surgery. Mr. Phipps had been active in 
the automobile field since 1933, joining 
DeSoto as district manager at Kansas City 


in 1947. 
s ¢ 


William S. Guy 


EVERETT, Wash.—William 8S. Guy, 71, 
pioneer auto dealer, died Apr. 29. He had 
been employed during the past 15 years by 


Allen Buick Co. 
+ o * 


James A. Nelson 


BISHOP, Tex. — James A. Nelson, 63, 
Bishop automobile dealer, died Apr. 25. 
* * * 


T. Latimer Ford 


BALTIMORE.—T. Latimer Ford, man- 
ager of the sales planning and contro) 
section, Metal Products division of Koppers 
Co., Inc., died here Apr. 28 at Union 
Memorial Hospital. Mr. Ford had been 
with Koppers and its predecessors, the 
Bartlett Hayward Co. and American Ham- 
mered Piston Ring Co., for 46 years. 
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“BEST SELLER’ 


Because tts Americas Best Buy 


Ford has pioneered in bringing the most 





worthwhile things to the most people... and more 


and more people are now buying Fords. 







FORD'S OUT FRONT 






National new car 





registration figures* for a 





seven-month period 







show Ford in the lead by 






thousands! 






*SOURCE: R. L. Polk & Company. Registrations for 
period September through March, the latest 
month for which figures are available. 
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For a long time, people have recognized that Ford is the “Worth — 
More” car. And they have been expressing their preference in a great 
and growing volume of purchases. 


The reason is simple. People have found that Ford offers exterior 
beauty that has set the trend for the industry. They have found that 
Ford's two engines . . . the brand new 130-h.p. Y-block V-8 and the 
new 115-h.p. I-block Six . . . are today’s most modern engines. And 
as for comfort, buyers have found that Ford, the only low-priced car 
with Ball-Joint Front Suspension, provides handling and riding ease 
that cannot be equalled in any car without this new suspension. 


Sales records have proved that people are finding more worth in Ford. 
Here is a selling advantage every automobile dealer wants . . . but 
only Ford Dealers have! 


_ the 54 FORD 


"hee 


* 


———————— ee EEE 
wy 


ye 


Ppa sw 






Its GREAT to be a FORD Dealer! 





FORD Division of 


FORD MOTOR COMPANY 
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More Cities to Benefit from Ch 
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crease the gasoline tax from seven | tax went into effect Apr. 1 in Cin- 





States Act on Local Taxes 


PVC MENTS affecting taxes | proposed State aid would be allo-|terrent to healthy growth and 
* 


and revenues of local govern- 
ments, as reported from state cap- 
itals and municipalities throughout 
the country, include the following: 
Ipano: Legislation to return $2,- 
250,000 of highway use-tax funds to 
cities and villages will be sought by 
the Idaho Municipal League. The 


Letter to Salesmen 


By Jobn O. Munn 


Dear Son: 


THE ENTHUSIASTIC 
response of salesmen to the 
letters I addressed to you 

NO. 27 last year has en- 

in A couraged me to 

SERIES continue the se- 

ries. I do so in 
the spirit of humility and 
because I know the impor- 
tance of salesmen in this 
industry and to our nation- 
al economy. 

Someone has said that 
with a national 10 percent 
increase in consumer: de- 
mand for goods and serv- 
ices, the employment prob- 
lem would be solved, living 
standards would be in- 
creased, income taxes 


would not be a worry and 
the national debt could be 
liquidated in a hurry. 


things, either more salesmen 
or better trained salesmen. 

Intensified selling, it is 
asserted, is the current 
need. The raw material 
with which you as a sales- 
man, work is the buying 
= the car you sell, the 
ealer for whom you work, 
your own personality and 
experience. It is vital, of 
course, that you constantly 
mold all these elements in- 
to a successful sales policy. 
Progress comes to sales- 
men only through experi- 
ence and knowledge. So, we 
must continually seek 
knowledge and experience 
or, what is more impor- 
tant, ability to t te 
these two assets into ac- 
tion. 

* * * 

THEREFORE, it has 
been and will be a at 
pleasure for me to bring 
to you the benefit of more 


fy this eld, 


transmitting to you 

larly the sales ideas t 
constantly pass over my 
desk as a member of the 
staff of AUTOMOTIVE NEws. 


Write me whenever you have 
a sales idea that may not have 
been covéred. Write me, too, 
whenever you believe I should 


Many of you have re- 
a oe ge of the 
es letters that appeared 
last year. These first 26 
letters have been repro- 
duced complete in booklet 
form and may be had at $1 
each by addressing me in 
care of AUTOMOTIVE NEws, 
Detroit 26, Mich. 
Meet me here every week, 
will you? 
Sincerely yours, 


Dad 








cated on a $10 per capita basis. 

d: Scheduled to go into 
effect July 1 in Maryland is a 
law increasing the liquor tax 
from $1.25 to $1.50 a gallon; pro- 
viding for sharing of one-third of 
the proceeds with the subdivi- 
sions in which they are collected, 
and abolishing local alcoholic 
beverage taxing privileges of Bal- 
timore City and County. 

The measure became law when 
the Legislature overrode its veto by 
Gov. McKeldin, who had rejected a 
similar bill last year. 

Massacuusetts: Mayor Hynes of 
Boston has expressed belief that 
the City needs new sources of tax- 
ation to relieve real estate of the 
“depressing weight of the present 
inequitable tax structure.” 

He said serious thought must be 
given “to the necessity for a broad- 
er income base for our city and for 
other cities in the Commonwealth 
which are fast coming to the stage 
where the real estate tax is a de- 


progress.” 
+ * 
ISSISSIPPI: State lawmakers 
approved a bill authorizing 
counties and municipalities to levy 
up to 25 mills in local taxes to 
match State aid for school equaliza- 
tion purposes. 

Pending in the Mississippi Legis- 
lature was a bill to increase the 
cigaret tax from four to five cents 
per pack, with the anticipated $1.7 
million in additional annual rev- 
enue earmarked for State aid to 
municipalities. 

Another 


to nine cents a gallon. 


Missouri: A special session of the 
Missouri Legislature enacted an 
enabling act to permit St. Louis to 
continue collecting a local income 
tax. 


Previously levied under an en- 
abling act which expired Apr. 1, the 
St. Louis tax has been yielding 
about $8 million a year. It is im- 
posed at the rate of % percent on 
the earnings of all persons and cor- 
porations within the municipal 
limits. 

= * + 

NEW MEXICO: Ordinances pro- 

viding for imposition of a new 
municipal cigaret tax of one cent 
per pack and an increase in the 
City gasoline tax rate from % to 
one cent per gallon were defeated 
in Albuquerque at a referendum 
election. 


cinnati and will continue until Oct. 
31, during which period it is ex- 
pected to yield $6 million. The levy 
applies to gross wages and salaries 
of individuals and net profits - of 
corporations and _ unincorporated 
businesses. 
* > * 


HODE ISLAND: Legislature 

provided for the creation of an 
interim commission to study fiscal 
relations of the State and munici- 
palities. Purpose of the study will 
be to determine how far the State 
should go in sharing tax revenues 
with localities. The State budget 
adopted for the next fiscal year 
calls for spending 34 cents of every 
State tax dollar for local commun- 
ity services. 


Tennessee: A resolution adopt- 
ed by Tennessee County highway 


pending Mississippi 
bill would empower all muni- 
cipalities in the State, after local 
referendums, to impose a % per- 
cent local sales tax in addition to 
the 2 percent State sales levy. 
Present Mississippi law permits 
only cities of 12,000 or more 
population or municipalities on 
the coast to assess local sales 
taxes at the half-cent rate, 

Turned down was a bill to in- 


New York: A proposed City 
payroll tax and a charge for over- 
night parking were among pos- 
sible revenue raising measures 
under consideration in New York 
City at this writing as alterna- 
tives to a proposal for extension 
of the city’s 3 percent local sales 
tax to cover commercial services. 


Onto: A 1 percent local income 


officials urges enactment next 
year of State legislation empower- 
ing county courts to charge tele- 
phone and other public utility 
companies for use of County road 
rights of way. 

Virainta: Legislature granted 
counties authority to levy motor 
vehicle license taxes but not on 
residents of towns where similar 
taxes already are in effect. 
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-91% Stronger 


SAFETY PROVED ON THE SPEEDWAY FOR 











experience unequalled 


SUPER-PROTECTION 
AGAINST BLOWOUTS 


Nylon cord body is 91% stronger 
than ordinary tire cord and runs 
much cooler. Unique butyl rubber 
Safti - Liner, inseparably bonded 
to the inside of the tire, adds 
extra strength. This combination 
of features provides unequalled 
resistance to blowouts. Modern 
tubeless construction and extreme- 
ly flexible sidewalls assure more 
comfortable riding because bumps 
and road shocks are absorbed 
by the sidewalls which are built 
to flex or “give” without crack- 
ing or breaking under impact. 


Enjoy the Voice of Firestone on radio or television every Monday evening over NBC 


ANOTHER PROOF THAT YOUR SAFETY IS OUR | E 





Developed for Your Car as a Result of 30 Consecutive 


ANOTHER FIRESTONE FIRST! Firestone makes automotive 
history by announcing the first and only tubeless tire built 
with Nylon to give you extra safety on the superhigh- 
ways for the higher powered cars of today and tomorrow. 


The new Firestone “500” was developed as a result of 


by any other tire manufacturer in 


building tires for the famous 500-mile Indianapolis Race, 
which has been won on Firestone tires 30 consecutive times. 


SUPER-PROTECTION 
AGAINST PUNCTURES 


Instead of an inner tube, the new 
Firestone “500” has a Safti-Liner, 
made of air-retaining buty! 
rubber, vulcanized to the inner 
surface of the tire. If nails or 
any other sharp objects penetrate 
the extra-tough tread and the 
extra-strong nylon cord body, the 
Safti-Liner grips the penetrating 
object so firmly that air will not 
leak out. Later, when the pene- 
trating object is removed, the 
hole can be quickly and easily re- 
paired without removing the tire 
from the wheel or using the spare. 
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Many Municipalities Push Garage Construction ... 


Cities Seek 


Solutions 


To Parking Dilemma 


A NUMBER of new developments 
in the financing and construc- 
tion of off-street parking facilities 
are reported from state capitals: 

Cotorapo—Denver called for bids 
for construction of the city’s third 
off-street parking structure. 

Estimated cost is $736,000, The 
eight-story garage will park 400 
cars, 

Connecticut — Construction of a 
1,050-space municipal off-street ga- 
rage in Hartford was started early 
in April and is expected to have at 
least 450 car spaces ready by 
Dec, 1. : 

The building is being constructed 
ed a bond issue totaling $2,940,- 


ILORIDA — Plans for a private- 
enterprise, multi-level parking 


garage in Jacksonville were an- 
nounced by C. W. Hawkins, exec- 
utive vice-president of Model Land 
Co., St. Augustine. 

Hawkins said the garage will 
be comparable to the Ingraham 
Parking Garage which Model 
Land Co. owns and operates in 
Miami. This structure, completed 
in 1948, has five parking levels 
with a total capacity of more 
than 630 cars. 

InpuNA—A unique parking plan 
in cooperation with the city to save 
what they termed the oldest neigh- 
borhood business section in In- 
dianapolis was proposed by Foun- 
tain Square businessmen. 

Seeking to protect their invest- 
ments, they petitioned the city to 
back their plan for establishing 200 
off-street parking spaces. Cost of 


AUTOMOTIVE NEWS, MAY 10, 1954 


eee" 


Peckat Opens Glamorized 


of 






In celebration of its 33rd year as a Buick dealership, Walter Peckat Co., Maywood, 
ill., has opened a used-car lot which features a canopy covering the front row of 


autos, plus an array of pastel colors. 
the project was estimated at $200,- 
000. 


The proposed plan called for ac- 
quisition of half a city block of 
property, removal of existing resi- 
dences and building of a community 
parking lot. 

Kansas—A test suit challenging 
the validity of Topeka’s $2 million 
program of providing off-street 
parking in the downtown section 





was taken under advisement by 
the State Supreme Court, 

The suit arose through a property 
owner’s challenge of the city’s right 
to condemn property for this pur- 
pose, then lease the parking areas 
to a private corporation. 

* * + 
ee JERSEY—Ramp Buildings 
Corp., New York, was awarded 
a $15,000 contract to make a survey 





Xx 


of three downtown Newark sites 
recommended by the mayor’s park- 
ing committee for construction of 
multi-deck parking garages. 

New Yorx—Support for adoption 
of the so-called Buffalo Plan for 
attacking New York City’s parking 
problems has been voted by the 
City Council. 


The city, under the plan, would 
issue bonds to provide funds to 
acquire off-street parking lots. 
Then businessmen in the affected 
districts would form corporations 
to lease and operate the parking 
facilities. 

The plan has the backing of 
Robert Moses, city construction co- 
ordinator, and Traffic Commissioner 
T. T. Wiley, but business groups 
have expressed opposition. 

NortH Carouina— State Attorney 
General Harry McMullan has ruled 
that municipalities have the power 
to establish and operate municipal 
parking lots for off-street parking 
and to levy a charge for use of the 
lots. 

On1o—Sale of $1,450,000 worth of 
mortgage revenue bonds for the 
city’s first municipally-owned park- 
ing garage was approved by the 
Columbus City Council, which at 
the same time voted down a motion 





that the city lease the facility to 


Firestone 500’ 


-+Modern Tubeless Construction 


repr 


YOUR PROTECTION ON THE HIGHWAY 





Copyright 1964 The Firestone Tire & Rubber Co, 


Victories at Indianapolis 


For utmost safety at peak car performance, go to your 
nearby Firestone Dealer or Store and equip your car with 
Firestone “500” tires. You get a liberal allowance on your 
present tires, and convenient budget terms if you desire. 


SUPER-PROTECTION 
AGAINST SKIDDING 


The scientifically - designed tread 
has thousands of sharp - edged 
angles, Skid-Resisters and Traction 
Boosters, which provide protec- 
tion against skidding and loss of 
traction that only special traction 
tires can equal. Compounding 
secrets learned in building tires 
for the Indianapolis Race, where 
500 miles is equal to 50,000 
miles of ordinary driving, provide 
greater resistance to wear, even 
at highest speeds. Ingenious Rib 
Stabilizers in the tread minimize 
squeals on turns and reduce noise. 


BUSINESS AT FIRESTONE 


Re iene 






private operators as soon as pos- 
sible. 

The $1,450,000 bond issue was the 
first part of $4 million in bonds 
which Columbus agreed to issue for 
parking facilities. 

* * * 
REGON—A group of private in- 
vestors has submitted plans to 
the Portland City Council for a 
four-block parking structure. 

The group proposed construction 
of a two-level garage with one level 
below ground and the top level ris- 
ing in four units. 

The private investors, under 
their plan, would be given use of 
the property under a nominal 
lease fee in return for provision 
that the structure go to city 
ownership after 50 years. 

In another Portland development, 
Mayor F. L. Peterson appointed a 
five-member committee to study off- 
street parking and make recom- 
mendations, 

PENNSYLVANIA — A $25,000 survey 
is being made in Philadelphia of 
possible parking facilities in the 
| Penn Center project. The survey is 
being sponsored by the Philadel- 
phia Parking Authority. 

In Harrisburg, five businessmen 
were named to study off-street 
| parking and report back in 60 days. 





Dana Corp. Names 
Robertson, Dybvig 
To Head Sales 


| TOLEDO.—J. E. Martin, presi- 
| dent of Dana Corp., last week an- 
| nounced the promotion of D. D. 





C. Dybvig 
Robertson to director of sales, and 
the appointment of Charles C. Dyb- 
vig as general sales manager. 

Robertson formerly was general 
sales manager. He joined what is 
now the Dana Corp. as a sales engi- 
neer in 1937. 

Dybvig joins the Dana organiza- 
tion after an adult lifetime of work 
for Firestone Tire & Rubber Co., 
where he served as a sales engi- 
neer, and for the past five years 
as Firestone resident engineer in 
Detroit. 

In announcing the new personnel 
designations, Martin said Dana 
Corp. broadens considerably the 
scope of its service to the auto; 
motive industry, among other 
things making it possible for us to 
give greater engineering coopera- 
tion to our customers than ever 
before. 


Rittersbacher Named 
Joe Browning, Alhambra (Cailif.) 
Buick dealer, has appointed Bun 
Rittersbacher as service manager. 


D. D. Cc. 
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“EORD bursts into LIFE”... 


CENTRAL 8200 GASMIDGTON OT TWEATY THIRD SAINT LOWIS 3. mIssouRt 


March 12, 195h 
Mr. John S. Wiseman 


St. Lovis 3, Missouri 
Dear Mr. Wiseman: 


As you know we have just completed our LIFE promotion which featured a tie-in with 
LIFE Magazine. We are pleased to report that it has been very successfulg not only 
from a sales standpoint but from public relations as well, 


We estimated our increase in floor play to be 300% greater during the promotion which 
was from the 18th of February through the 27th. This compares as against the first 
fifteen working days of the month. We also had an increase of 102% in New Car Sales 
and 125% in Veed Car Sales during this period, plus an increase of approximately 25¢ 
in Service and Parts Sales. Incidentally, the promotion period included only thirteen 
working days. 


Me also discovered that the type of custorer who came in during the promotion was 
more interested and easier to talk to than under ordinary circumstances. This, no 
doubt, was due to the LIFE promotion materials, especially the "break-through" dis- 
play on the turn table in our Show oom which had a very favorable reaction upon beth 


thm customers and our sales personnel at the time of the showing of the car. 


We here at. Mendenhell consider the promotion to be upon a very high plane of merchan- 
@ising, and I would like to say personally that the automobile business as it is today 
feeds, particularly from a dealer's standpoint, to be lifted out of the Medicine Show 
and Side Show class to a more dignified position in relation to other commodities which 
fre sold on the American market. 


T can assure you that we will look forward to another tie-in promotion when your offices 
consider it the time to do so, 


Thanks a lot for your cooperation and leg work. 


Very truly yours, 


MENDENHALL, MOTOR COMPANY * 


ZAL hu 


Vv e- Presiden! t 





Clifford L. McClure, vice-president of the Menden- 
hall Motor Company, and Fred H. Baier inspect the 
giant “burst” display, focal point of the Company’s 
“FORD BURSTS INTO LIFE” promotion. This display, 
coupled with other “Advertised-in-LIFE” promotion 
pieces, helped increase showroom traffic 300%. 


St. Louis promotion shows how 


St. Louis was in the midst of an automobile sales war. Com- 
petition was getting tougher and tougher. Here’s what hap- 


pened to one dealer who decided an “Advertised-in-LIFE 
promotion could give him that extra needed punch. In his 


own words, at left... 
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and a dealer’s sales jump 102% 


powerfully 24 works at the local level 





During the promotion, here is the sight that greeted night auto traffic LIFE went to work in all phases of the Mendenhall operation. In addi- 
passing the Mendenhall showroom. Despite the fact that the showroom tion to the 102% increase in new-car sales, the Company reported that 
is located in an area of almost no sidewalk traffic, this exciting display sales on used cars increased 125%. The Parts and Service Department 
attracted real attention and helped sell eight new cars in the first 24 hours. | was busy, too, showing a 25% increase in sales during the promotion. 


Here’s how LIFE can help you 
sell more new Cars! 


A SINGLE ISSUE of LIFE reaches 26,450,000 people. Yet It’s not hard to interpret such figures in terms of your 


more important to people in the automotive industry own town, your own neighborhood. LIFE reaches more of 
is the fact that each issue of LIFE actually reaches into your customers and potential customers—with greater 
8,720,000 households owning one or more cars. And in the sales impact—than any other magazine in history. 
course of 13 issues, this audience grows until-it includes No wonder automobile manufacturers place more new- 
18,410,000 car-owning households.* car advertising in LIFE than in any other magazine. 


3 Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred Politz Research, Inc. 


> industry as big as yours 
First in circulation 


needs a magazine as big as... 
First in audience 


First with new-car advertisers 





9 Rockefeller Plaza, New York 20, N. Y. 














the measure. He said that “power- 
SUR! ©6Administration Rejects _ |{retsuscrtinnt ty ‘tcton 3 
100%, to 200% Absorption °° Reed said that 29 State legisla- 
tt—Ze —| Proposed Tax Ceiling grea hawe pettioned Congres 
By William Ullman amendment were put: into effect 
billion of individual taxes and $1 

emergency. Treasury Secretary George Humphrey told the| Bureau Abolished 
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Democrat, expressed opposition to 
at ee ee ee | AUTOMOTIVE WASHINGTON Se pth Set Oe, ee 
plan have shifted their campaign to 
offers you state legislatures has “bogged 
down.” 
for such an amendment. 
Humphrey estimated that if the 
ashington Correspondent now, the Treasury would lose $8.8 
IHE Eisenhower Administration has turned thumbs down | Dillion of corporation taxes, $3.5 
on the proposed constitutional amendment to put a 25) pinion of estate and cif 
percent ceiling on income taxes, except in a time of national elite OE ; ee 
Senate Judiciary Committee that approval of a scheme like| yyreRior secretary Do Me- 
that at this time would call I Kay has abolished the Poneaaem 





a ar can! Administration for Defense and 

Frank E. Pack- | tT@"sferred the remaining functions 
ard, president of to the oil and gas division of his 
th o Western Tax | 28ency. PAD was established under 


Council, said a 25 the Defense Production Act of 1950. 
recent limit on ‘ 
f come  levies| 2 0p Unionists Meet 
would cost the TT men of three powerful labor 
Government $6 unions conferred here the other 
billion the first} day reportedly to discuss possible 
year, but that/| formation of a third labor federa- 
William Uliman thereafter reve-| tion, though they did not admit as 
nues should be larger. much. 
Rep. Wright Patman, Texas The trio comprised Dave Beck, 


for such an upheaval in the 


Nation’s tax structure as to 
create virtual chaos. 
“A financial breakdown could 
easily result,’ Humphrey warned. 
The plan in question is in the 
form < - proposed constitutional 
= oe amendment sponsored in the Sen- 
ha dt tela eh Tal ate by Senator Everett Dirksen, 
bi 4S Ald de), bs fo) 9 69098) Tilinois Republican, and in the 
1112 South Wabash Avenue House by Rep. Chauncey Reed, Illi- 
Dept. AN-90, Chicago 5, Illinois nois Republican. 
Dirksen said the limitation would 
end “the fear and anxiety that the 
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This is interest This is ENTHUSIASM! 


The American Weekly creates ENTHUSIASM” 


Mother swings into action when she reads The AMERICAN WEEKLY. . . 
so do father and the youngsters. In the truest sense, The AMERICAN WEEKLY 
is a family magazine—inspiring the enthusiasms of people of all ages— 
reaching over 9 million 600 thousand homes each Sunday. 


ee 
‘AMERICANWEEKLY 
* ENTHUSIASM is interest raised to the buying pitch! 


THE AMERICAN WEEKLY, 63 VESEY STREET, NEW YORK 7, Nz. ¥ou 





president of the AFL Teamsters, 
now making a drive in the auto- 


presi- 
dent of the independent United 
Mine Workers, and David J. Mc- 
Donald, president of the CIO 
Steelworkers. 


Lewis said they discussed: 


1. Rising unemployment in the 
coal, steel and transportation in- 
dustries. 

2. The starting of a new drive 
for outright repeal of the Taft- 
Hartley Law instead of bothering 
with “picayunish” amendments to 
what Lewis called “that slave stat- 
ute.” 

3. Full cooperation by the three 
unions representing three million 
workers in the legislative field, 
both state and national. 


Lewis referred to the conference 
as a “permanent affair’ and said 
the three would have future meet- 
ings together. 


Farewell to Kyes 


MANY expressions of regret 
marked the retirement of 
Roger Kyes from his Pentagon 
post last week. 

His two top bosses during his 
tenure of office—President LHisen- 
hower and Defense Secretary 
Charles Wilson—headed a farewell 
ceremony attended by civilian and 
military chiefs of Army, Navy, Air 
Force and Marine Corps, and by 
principals of the National Security 
Council and the Central Intelli- 
gence Agency. He was warmly 
praised by all. 

Kyes application to work has 
been a tradition in the Pentagon. 
There was a medal award and a 
citation which said, in part: 

“By virtue of his indomitable 
spirit, devotion to duty, and 
breadth of vision and understand- 
ing, Roger Kyes has made an 
outstanding contribution.” 

He had been on the job for 15 
months, overstaying by three 
months the year which he agreed 
to serve. a Ya 
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Aid on Lubricants 


ONTINUING its technical aids 

for business men, the Small 
Business Administration last week 
published a leaflet on the handling, 
storing and dispensing of lubri- 
cants. 


Copies may be obtained free from 
field offices of either the SBA or the 
Department of Commerce. 


Parking Plan Given 


OHN F. HENDON, president of 
the National Parking Assn., a 
group of commercial parking lot 
operators, told a House Public 
Works subcommittee last week that 
fringe parking areas are needed 
in large cities to solve the parking 
problem. 

He added that private enterprise 
can build and operate these lots as 
needed and the Federal Govern- 
ment should quit encouraging cities 
and states to take over the job. 

* = = 


Taxes a Red Plot? 


OBERT DRESSER, member of 

a special American Bar Assn. 
committee, told a subgroup of the 
Senate Judiciary Committee that 
Congress should abandon the pres- 
ent “Marxian method of taxation” 
which threatens to push the Nation 
into Socialism. 

He said the Marx program for 
supplanting capitalism with Com- 
munism involved heavy income 
taxes and abolition of all right of 
inheritance, and contended the Fed- 
eral Government has been follow- 


ing that course. 
= = 


* 
T-H Revision Juggled 
HAIRMAN Sam McConnell of 
of the House Labor Committee 
feels that his group should wait for 
the Senate to act on Taft-Hartley 
revision before taking final action 
on its own bill. 

Political observers say that be- 
hind such a maneuver there is a 
well-calculated strategy designed 
to insure that if Congress sends 
any T-H amendments to the 
White House this year, chances 
are they will be more to the 
liking of management than labor. 

The House committee has given 
tentative approval to a sweeping 
revision program in a series of pre- 
liminary item-by-item votes, and its 
action has drawn more ire from 

(Continued on Page 57, Col. 3) 


F TODAY’S CARS were built with the tools and methods 

that produced this 1909 masterpiece, a medium-priced 
model would cost more than $60,000! 

It takes nothing less than genius for the automotive 
industry to keep turning out better and better cars every 
year—and to match the designers’ inventiveness with 
production and distribution methods that keep our won- 
derful cars low in price so that millions of Americans can 
afford them. 


Here at Goodyear, we’re proud of the industry we serve, 
and of our record in keeping pace with its progress. For 
today’s new cars, Goodyear De Luxe Super-Cushion tires 
are the best we have'ever offered the motorist. Yet, the cost 
of driving a thousand miles on Goodyear tires today is less 
than half what it was in 1926! 


A specific example of Goodyear’s progressive engineer- 
ing is the new and exclusive 3-T Cord process. The most 
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effective method yet discovered to take the natural stretch 
out of “raw” rayon and nylon, it chemically treats tire 
cord and then puts it through a triple-action tempering 
process involving Tension, Temperature and Time. 


To do this on the production line required building a 
battery of gigantic 3-T machines, each six stories high 
and several hundred feet long, representing a multimil- 
lion-dollar investment. 

Is it any wonder, then, that since 1916 more new cars 
have been equipped with Goodyear tires than any other 


kind? Car owners, too, buy more Super-Cushions than any * 


other low-pressure tire! Yes, again this year, as for the 
last 39 years—more people ride on Goodyear tires than on 
any other kind! 


Such preference assures customer confidence when new 
cars are delivered on De Luxe Super-Cushions by Good- 
year! Goodyear, Akron 16, Ohio. 


DeLuxe Stgsee fcushion by 
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Super-Cushion, T. M.—-The Goodyear Tire & Rubber Company, Akron, Ohio 
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Delivery Starts— 

Richard B. Riss (right), chairman of Riss 
& Co., Inc., Kansas City, accepts delivery 
of the first of 500 GMC diesel tractors 
from Philip J. Monaghan, general man- 
ager of GMC Truck & Coach, in Pontiac. 
The Riss order is one of the biggest pur- 
chases of such equipment on record. The 
cabs develop 200 horsepower and are 
capable of hauling: 70,000 pounds, gross 
combination weight. 
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Sales Conditions in Various Areas... 








Auto Market Reports 


|the previous week. It was 189.2 in|of 3 percent over the preceding 


Buffalo 
New-car sales in Erie County 
(Buffalo) in the first three months 
of 1954 totaled 7,596, down 1,705 
from a year ago but 400 better than 
the same period of 1952. 


{ 


the comparable week of 1953. — 
(Leon M. Leffingwell.) 
* * ~ 


Peoria, Ill. 
Peoria dealers sold 668 new cars 


Ford was in the lead, accounting | and 84 new trucks during March. 


for 1,911 of the new-car registra- 
tions. Chevrolet was second with 
1,449, and Buick moved into the 
No. 3 position with 815. Only Ford, 
Pontiac and Lincoln sales were 
ahead of a year agd.—(George E. 
Toles.) 


* * * 


Pittsburgh 

After decreasing in the two pre- 
vious weeks, new-car registrations 
in the Pittsburgh area increased 
appreciably in the week ended Apr. 
23, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The index of general business ac- 
tivity rose to 151.2 percent of the 
1935-39 average from 147.9 percent 


th you. 


BETTER BUYS 


THRIFTY TERMS! 


@ Help your prospect find a real used car 
buy! Then he’ll want to do business 
wi 
Show him how shorter, thrifty terms pro- 
tect his low purchase price. The faster he 
pays, the less he pays! 


And show him how shorter terms help 
him to reach full ownership while his 
car’s trade-in value is high. 


You can “sell him short” with so-called 
ec ”° ° 
easy terms”’ that drain away real values. 


But you can sell him again, when you 
arrange the greatest financing value at 


low cost on the GMAC Thrift-Guard Plan. 
He'll buy that! And you gain too: 1. Con- 


trol of the whole transaction. 2. Gross 
from time contracts. 3. Extra business 
from satisfied customers. 4, Repeat busi- 
ness from GMAC service. 





A breakdown shows the follow- 
ing car sales: Ford, 199; Chevro- 
let, 146; Buick, 76; Oldsmobile, 
45; Plymouth, 40; Pontiac, 35; 
Dodge, 26; Nash, 20; Mercury, 
18; Cadillac, 16; Chrysler, 11; 
Studebaker, 9; DeSoto, 7; Hud- 
son, 7; Packard, 6; Kaiser, 3; 
Lincoln, 3, and Henry J, 1. 
Truck sales were: Chevrolet, 25; 
Ford, 19; International, 18; GMC, 
12; Studebaker, 3; Divco, 2; Dodge, 
2; Willys, 2, and Mack, 1. 

oa + * 


Providence 
New-car sales in Providence in 
March totaled 894, a 10 percent in- 
crease over February. 
New-truck sales were 76, a gain 


a 

















CHEVROLET « 
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TIME PAYMENT 


PLAN 





The GMAC Thrift-Guard Pian 
available to General Motors Dealers: 


| month. 


Car sales by make were: Chev- 
rolet, 242; Ford, 156; Buick, 101; 
Plymouth, 73; Pontiac, 63; Olds- 
| mobile, 54; Mercury, 44; Dodge, 
| 34; Chrysler, 32; Nash, 24; Cadil- 
lac, 23; Hudson, 10; Studebaker, 
10; DeSoto, 9; Lincoln, 7; Pack- 
ard, 4; Henry J, 1; Kaiser, 1; 
Willys, 1, and miscellaneous, 5. 
Truck sales broke down as fol- 
lows: Ford, 23; Chevrolet, 21; In- 
ternational, 15; Dodge, 8; White, 3; 
Diamond T, 2; Mack, 2; GMC. 1, 


and miscellaneous, 1. 
* + & 


Memphis 
Business is picking up in Mem- 
phis, with prices strengthened and 
| used-car inventories down. 
| It is still difficult to get cars 
| financed and that keeps business 
| from really booming. The finance 
| companies have reduced the num- 
ber of months in which to pay for 
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PONTIAC * OLDSMOBILE 


BUICK ¢ CADILLAC 


GENERAL MOTORS 
ACCEPTANCE 
CORPORATION 


used cars. New-car prospects are 
reported good and business was 
definitely better in March and early 
| April than in previous months this 
| year. 


N | ‘There is one significant change 


in the industry here. Suburban 
dealers for the most part seem to 
be trying to get back on automo- 
bile row and many of the highway 
businesses have closed or moved.— 


(Emmett Maum.) 
* * cs 


Salt Lake City 


New-car sales in Salt Lake Coun- 
ty (Salt Lake City) for the week 
ended Apr. 21 totaled 151, compared 
with 184 for the previous seven-day 
period. 

New-truck sales for the period 
were 34, compared with 12 for the 
previous week. 

Car sales by make were: Ford, 
$3; Chevrolet, 25; Oldsmobile, 21; 
Buick, 18; Pontiac, 14; Mercury, 
9; Plymouth, 8; DeSoto, 5; Cadil- 
lac, 3; Dodge, 3; Nash, 3; Hud- 
son, 2; Lincoln, 2; Studebaker, 2; 
Chrysler, 1; Kaiser, 1; Willys, 1, 
and miscellaneous, 1. 

Truck sales were: Chevrolet, 10; 
Ford, 10; Dodge, 5; International, 
5; GMC, 3, and Studebaker, 1. 

7. = - 


Chicago 

March new-ear sales in Cook 
County (Chicago) totaled 20,861. 

Sales by make were: Chevrolet, 
4.655; Ford, 4,365: Buick, 2,254; 
Oldsmobile, 1,713; Plymouth, 1,603; 
Pontiac, 1,260; Mereury, 1,227; 
| Dodge. 624; Chrysler, 548; Cadillac, 
| 547; Nash, 501; DeSoto, 371; Stude- 
| baker, 276; Packard, 264; Hudson, 
| 250; Lincoln, 179; Willys, 29: Kaiser. 
17; Henry J, 2, and miscellaneous, 
116. 2 


Quebec City 


Car dealers in Quebec City re- 
nort generally increased sales in 
the spring season, with the turn- 
over higher than last year despite 
| bad weather. 
| New cars have been selling ex- 
cevtionally well for some dealers. 
although most report that used 
cars are even more popular. Cus- 
tomers are reported wary, how- 
ever.—(Jules Larochelle.) 

* ¢ @ 
Alabama 

According to figures compiled by 
State Revenue Commissioner Jo- 
seph M. Edwards, there are more 
ears in Alabama and fewer trucks 
than last year. 

Edwards reported 616,907 cars 
registered during the period Oct. 1. 
1953. to March 30, 1954, compared 
with 555,591 for the same period a 
vear ago. This is an increase of 
§1,316. 

Trucks dropped 2,113, from 154,- 
718 to 152.605 for the same period. 
he said.—(L. D. Bray.) 

* s a 


Sioux Citv. Ia. 
| New-car sales in the Sioux City 
| area in April totaled 329, an 11 per- 
| cent increase over March. New- 
|truck sales were up 88 percent, 
| totaling 86. 

Car sales by make were: Chev- 
rolet. 95: Ford, 88; Plymouth, 84; 
Buick. 29: Oldsmobile, 22; Pon- 
tiac. 17; Mercurv, 14; Dodge, 10; 
Cadillac, 5; DeSoto, 4; Nash, 4; 
Chrysler, 3: Studebaker, 3; Linc- 
oln. 2; Packard, 2; Kaiser, 1, and 
Willys, L 

Trucks sales were: Chevrolet, 39: 
Ford. 19; International, 16; GMC, 

9, and Dodge, 3. 
* 


Ottawa 

New-car sales in Ottawa for 
April were off slightly from last 
vear, but an upturn is expected bv 
dealers who say there is no real 
| ground for complaints. 
| Sales were picking up at the 
beginning of May, one dealer 
said. He blamed poor weather and 
“the impact of the budget” for 
the April letdown. 

Some dealers say that improving 
|}employment will bring more sales 
later on.—(M. L. Schwartz.) 


Clark Rep Named 

BUCHANAN, Mich. — Erie In- 
dustrial Trucks, Inc., 1012 Liberty 
St., Erie, Pa. has been granted a 
franchise for the sale and service 
of Clark industrial fork-lift. trucks, 
aceording to W. E. Schirmer, vice- 
president of Clark Equipment Co. 

Russell MclIlwain, and John J. 
Ucker, secretary-treasurer and gen- 
eral manager, will head the organi- 
zation. 
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OPEN FOR BUSINESS... 


The Oil that in Effect 


ADDS ¥ 
GASOLINE. ee 


Boosts Gas Mileage Up to 237° 


Good news for car owners—and car dealers, too! New 
Mobiloil Special in effect adds octanes to gasoline, boosts 
gas mileage up to 23%. It’s the oil that will actually 
improve the performance of the cars you sell. 

Your customers are reading about amazing New Mobil- 
oil Special in national magazines—Life and Saturday 
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Evening Post—coast-to-coast. For more motor oil sales 
»».more service gross—sell New Mobiloil Special! 


*In identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption — increased miles per gallon up to 23% — over 
results obtained with conventional high quality SAE 20 motor oil. 








Mobiloil Special — Under API Classification, recommended “For Services ML, MM, MS, DG.” 


NOW—MORE THAN EVER — 


EAM Y CT MT URS LORY [TAS coco actin 


SOCONY-VACUUM Oil COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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Louis Rose Moves Into New Quarters— 

Following the suburban trend in Detroit, Lovis Rose Co. (DeSoto-Plymouth) has moved 
to new quarters at 13800 W. Seven Mile Rd. At the same time, Jack Rose, president, 
said he had purchased a large frontage on Seven Mile Rd. for further expansion. Late 
last year, the firm's Highland Park operations were moved to 16430 Woodward. 


Eaton Purchases Spring Perch Co. 


CLEVELAND. — Eaton Mfg. Co.| Eaton subsidiary. F. I. Goodrich, 
has acquired the common stock of | general manager of Eaton’s spring 
Spring Perch. Co., Lackawanna, | division, will be president of the 
N. Y. 5 

C. I. Ochs, Baton chairman, said 


Spring Perch would operate as an! Fawcett, resident manager. 
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Makers Study Changes 
In Bumper Production 


bagel ec have been the subject of serious discussion 


by many car producers during the 


r period. Recent 


changes in design and the development of new methods for 
metal finishing prior to plating have resulted in important 
changes in processing. Even more important changes appear 

o——— 


to be in prospect. 

To understand what is tak- 
ing place it is necessary to go 
back to the prewar era when 
bumpers were made of spring steel. 
At that time, bumpers were heat 
treated. Designs were simple, and 
metal finishing costs were relatively 
high. 

During the postwar period, 
stylists made radical changes in 
bumper design. It was no longer 
possible to form a bumper out of 


newly acquired company, E. H./ high carbon spring steel. Most 
Lindeman, vice-president, and J. E.| producers sj 


pecified low alloy 
steels which, at that time, were 


more readily obtainable than car- 
bon steels, Heat treatment was 
eliminated but a_ troublesome 
metal finishing problem remained. 

A basic problem faced by the 
metallurgist was how to keep fin- 


ishing costs low. Also, polishing and 


Trico Finishing Lab 


BUFFALO. — Trico Products 
Corp. officials said a $250,000 build- 
ing it is constructing at 654-666 
Ellicott St. to house its engineering 
and research staff will be ready 
for use about May 1. 





ae 


There’s more 
to these millions 
than meets the eye! 


4-million families, 
screened for the BUY on their minds 


“~ of America’s largest man-woman maga- 
zines, Better Homes and Gardens preconditions its 


readers for the automotive products you have to sell. 


It starts with editorial planning that screens them for 
high income, home ownership, and 
the active desire to lead richer, 
fuller lives. 


It continues by helping them toward 
their goals—telling them what to 
do, how to do it, and what to buy 
to do it with. 


It completes the job by establish- 
ing and maintaining a buying 


@ BH&G families own a total of 1,124 cars per 1,000 families. 


e Regular BH&G editorials stimulate family vacations. 
Over 2,600,000 BH&G families take vacation trips in a 
single year. Over 2,300,000 of them travel in their cars 
an average distance of over 1,700 miles. 


@ 4 out of every 10 BH&G families buy tires in a year. 
8 out of 10 buying tires buy 2 or more — while 


BH&G BUYological Briefs 


urge in every issue, from cover to cover. 


That’s why your advertising is a continuation of 
editorial—not an interruption. So there’s more to 
these 4-million families than meets the eye! 

























3 out of 10 buy a complete set of tires. 


@ BH&G families own more automobiles per 100 families 
than any other major circulation magazine—more auto- 


mobiles than reader-families. 


e Car purchases are family decisions. That’s why BH&G’s 
husband-and-wife team readership is so much more pro- 


ductive in car sales. 


Whatever consumer product you 
make for the automobile, BH&G 
is your primary medium. Tell your 
automotive story to these car- 
conscious, car-owning families— 
financially able to buy what yousell. 


In BH&G your automotive adver- 
tising works harder—dollar for 
dollar—line for line— page for page! 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
4 -million families, 
screened for the 
BUY on their minds! 











buffing, even if they were carried 
out prior to forming, often brought 
out so-called “orange peel” and 
stretcher strains. Another problem 
was the susceptibility of plain car- 
bon steels to strain aging. 

* * 


Carbon Steel for Bumpers 


a recent events may change 
this picture considerably. With 
steel in better availability, at least 
one major car producer plans to 
use plain carbon steel for bumpers 
during 1955. Others may follow this 
example. 

The second important change 
is the development of new, flat 
polishing techniques. At a recent 
meeting of SAE, Adam Zimmer- 
man, of Acme Mfg. Co., described 
some recent developments in this 
field. 

Prior to World War II, it was 
pointed out, flat polishing was done 
on reciprocating bed machines. At 
the time, flat polishing was largely 
confined to stainless steel sheets. 

* * * 


Trend to Rolled Hot Steel 


EN the automobile stylists 

changed bumper designs so 
radically that spring steel could no 
longer be used, car producers were 
forced to use hot rolled steel. Un- 
fortunately, the surface condition 
of these steels presented a serious 
metal finishing problem to the plat- 
ing department. 

This led to the practice of pre- 
polishing the steel before it was 
formed. Feeding the steel into a 
polishing machine from the coil, 
metal finishing costs were re- 
duced substantially. 

Modern polishing machines polish 
steel at rates ranging from 20 to 60 
feet per minute. As a matter of 
fact, many of the car producers 
have found it actually costs less to 
buy hot rolled steel and pre-polish 
it than it costs to buy cold rolled 
steel. 

The use of metal polishing ma- 
chines for flat polishing prior to 
forming is only beginning. Many 
new developments are anticipated 
in the new plating plants now be- 
ing built, for example, by Oldsmo- 


| bile, Chevrolet and Cadillac. 
* * . 


Mathewson Adds Valves 


INGLEWOOD, Calif. — Mathew- 
son Corp., 324 Hindry Ave., Ingle- 
wood 1, metal fabricator and man- 
ufacturer of special sealing parts, 
has added the manufacture of spe- 
cial valves to its activities. For the 
time being the company will con- 


.|centrate on swing and disc-type 


check valves for high temperatures, 


| synthetic oils, fuels and chemicals. 
~ * 


* 
Conveyor Lubricator 

MILWAUKEE. — An automatic 
trolley-conveyor lubricator is being 
marketed by Moore Lubricator Co., 
355 Lynwood Lane, Milwaukee 14, 
Wis. It lubricates wheels on both 
sides of the conveyor, with a meas- 
ured amount of oil or grease under 
pressure, and is adjustable for 
quantity from 0 to 0.05 cubic inches 
per wheel, 


Tool Engineers 


Elect Officers 


PHILADELPHIA. — Joseph P. 
Crosby, vice-president of LaPointe 
Machine Tool Co., Hudson, Mass., 
has been elected 
president of the 
American Society 
of Tool Engi- 
neers. He _ suc- 
ceeds Roger F. 
Waindle, Muske- 
gon, Mich. 

Other officers 
elected were Dr. 
H. B. Osborn jr., 
Cleveland, first 
vice-president; H. 
C. McMillen, Bed- d. F. Urusvy 
ford, Ind., second vice-president; H. 
E. Collins, Houston, third vice- 
president; Wayne Ewing, Los An- 
geles, secretary; R. C. W. Peterson, 
Toledo, treasurer, and Harold D. 
Long, Chicago, assistant secretary- 
treasurer. 

New directors include A. B. Clark, 
Cleveland; C. M. Smillie, Detroit; 
J. O. Horne, Rochester, N. Y.; Long 
and Ewing. Reelected directors 
were Willis Ehrhardt, St. Louis; J. 
A. Goodwin, Dayton, O.; B. J. Haze- 
winkel, Los Angeles; G. A. Rogers, 
Montreal; R. A. Smith, Hartford, 
Conn. Crosby, Collins, McMillen and 
Osborn also were reelected to the 














AUTOMOTIVE NEWS, MAY 10, 1954 


19 








“In the spring—a young 
man’s fancy lightly 
turns to thoughts” 
- . »- Of what? 
cE THE poetical guy who wrote 
that line had been around a bit 
more, he might not have ended 
that sentence with the magic word 
. . . love. He might have told us 
that the boy was perhaps thinking 
of finding a second-hand Lizzie, 
which he could hop up with a lot 
of. “jazz” and go hellity larrup, 
amazing the natives in the “wide- 
open spaces of the west.” 


If he wanted to be truly realis- 
tic, he might tell you that the 
same urge is sending about 600,- 
000 Americans on boats and 
planes to Europe ... the Orient 
-.- Pango Pango... and other 
out-of-the-way places this sum- 
mer. They all know where they 
are going and how ... but how 
many know why? 

“One of the pleasantest things in 
the world is going on a journey,” 
said Hazlitt. 

“I travel not to go anywhere,” 
said Robert Louis Stevenson, “but 
to go. I travel for travel’s sake.” 


“It is good to be out on the open 
road, and going one knows not 
where,” said John Masefield. “It’s 
the wanderlust that will not let me 
be,” said Gerald Gould. “For lust 
of knowing what should not be 
known,” J. E. Filecker takes the 
“Golden Road to Samarcand.” 

Dr. Alan Gregg calls travel “the 
apotheosis of motion,” which of 
course is the source and perpet- 
uator of life. 

7 * + 


Why People Travel 


ined you bring back depends 
largely upon what you take 
with you,” is the way Lowell 
Thomas puts it. In that he agrees 
with Seneca, who said, “He who 
would make his travels delightful 
must first make himself delight- 
ful.” Sir Thomas Browne agrees 
that “we carry within us the won- 
ders we seek without us.” 


Horace said of ocean travelers, 
“They change their sky but not 
their soul, who run across the 
sea,” adding that “travel makes a 
wise man better, but a fool 
worse.” The farther I travel, the 
less I wonder about anything,” 
said Hugh Walpole, while Henry 
James called it “The Great Amer- 
ican disease.” 

“It’s the appetite, morbid and 
monstrous, for color and form, for 
the picturesque and romantic at 


NASCAR Doubles 
Its *53 Activity; 
Sets 2,600 Races 


DAYTONA BEACH, Fla. — More 
than 2,600 stock-car races are 
scheduled to be sanctioned this 
year by the National Assn. for 
Stock Car Auto Racing. 

This is almost double the NASCAR 
activity of 1953, when the associa- 
tion sanctioned 1,315 meets for a 
record purse of almost $1,500,000. 

The expanded schedule includes 
the Grand National Circuit races 
for late-model production cars on 
speedways of a half-mile and 
longer; short-track division for 
late-model stock cars on quarter 
and fifth-mile ovals; modified divi- 
sion for older model, souped-up 
cars; sportsman and amateur divi- 
sions for cars with varying specifi- 
cations, and midget race-car divi- 
sion. 

Many of the dates on the sched- 
ule are for tracks running on a 
weekly basis. NASCAR-sanctioned 
races are held in more than half 
of the 48 states, and in Canada and 
Hawaii, with indications that the 
association soon will .be sanction- 
ing races in Alaska. 

NASCAR was organized in 1947. 
Bill France, former race driver, is 
president. 


any price. What experience does is 
merely to confirm and consecrate 
our confident dream.” 

What is it then that draws the 
traveler away from home?, queries 
the man who writes that fascinat- 
ing column, “Topics of the Times,” 
in the New York Times. 


* * * 


Magic of the Unknown 
Bye nn ge in a need for change, 

thirst for adventure, a quest 
for knowledge, culture and exotic 
pleasure, imitation a la mode, and 
what else? 

“Though he may be only faintly 
aware of it the wayfarer responds 
to a natural urge to go back to 
beginnings, to trace the river of 
time to its source. He searches for 
a fragment of a dream... some- 
thing he has known... or thinks 
he has known before. 

“On the shores from which his 
progenitors embarked, at the 
shrines of humanism which is his 
racial heritage ... at the seed- 
beds of civilization, he senses an 
emotional glow of impalpable re- 
membrance, a thrill of dimly 
comprehended rediscovery ... a 
familiar bond. 


“For every departing tourist at 
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Couri Motors Celebrates 


25th Year— 


the truth of the matter is... 
“there’s no place like home.” 

This writer has driven automo- 
: biles back and forth through every 
state in the Union .. . visited every 
city of size on the North and South 
American continents ... hung his 
hat in every respectable hotel in 
every exotic spot in Europe (passed 
up the Orient because he didn’t 
| have time to dawdle on a steamer 


» | before the days of the airliner). 


This 1929 Pontiac roadster symbolizes the quarter-century span just completed by 
Couri Motor Co., Portland, Me. The firm was established by Arthur N. and Dewey W. 
Couri and has held the Pontiac franchise ever since. Seated in the car is Ethel N. 
Masters, office manager, who has been with the company since its inception. 


least one of must sit at home and 
travel only vicariously.. This med- 
itative abstainer can imagine the 
peaks of rapture, but he knows 
they will find valleys of disillusion 
and discomfort, too. He is aware 
that few voyages yield awards 
equal to the final pleasure of com- 
ing home. 

“There is a point in every jour- 
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NO OTHER MOTOR OIL SUPPLEMENT HAS 
BEEN GRANTED THE CERTIFIED TEST AWARD 
BY MOTOR VEHICLE RESEARCH, INC. 
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THESE ARE CERTIFIED FACTS 
FROM MOTOR VEHICLE RESEARCH, INC. 


(Complete technical report available on request) 


PROTECT YOUR CUSTOMERS’ ENGINES 
WITH COMPLETE LUBRICATION... 


LIQUI-MOLY 


LIQUI-MOLY 


reduced oil con- 
sumption 56%. 


LIQUI-MOLY 


reduced gas con- 
sumption 17%. 


LIQUI-MOLY 


actually plates in- 
ternal engine parts 
with a tenacious 
protective coating. 


LIQUI-MOLY 


drastically reduces 
engine friction... 
cuts engine weer 
and overheating. 


LIQUI-MOLY 


assures pro- 
longed protection 
against engine 
seizures even if 
oil is lost. 








Full treatment 
lubricates before 
oil starts flowing 


++. prevents dry 
starts. 








(S) automotive 


LIQUI-MOLY 


ANTI-FRICTION ENGINE PLATING 


Money back guarantee covers every LIQUI-MOLY treatment. Over 
2,500,000 cans sold to date for cars, trucks, buses and tractors. 
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Ask your 


ney when the wanderer, matching 
fable with reality, must quote from 
Shakespeare, ‘Ay, now I am in 
Arden ... the more foolI... 
When I was at home I was in a 
better place ... but travelers must 
be content.’” 

. . 


No Place Like Home 


P- S. “THROUGH pleasures and 
palaces, though we may roam,” 
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oil filter. 


PROVE 
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The greatest thrill he ever 
knew. was when he saw the Pre- 
sidio looming over the Golden 
Gate (coming back from Hono- 
lulu) or that lady on the pedestal 
peaking over the fog which en- 
veloped Bedloe’s fair island. 

What did I learn in my travels? 
That I'd rather be (as Jimmie 
Britt, the old prizefighter once 
said) “a busted lamp post on Mar- 
ket St. in San Francisco ...a 
birthmark on the neck of the Stat- 
ue of Liberty in New York harbor 
. . . than own all of Europe, from 
the Taj Mahal to the picture of 
the Mona Lisa in the Louvre.” 

You may call me an “isolation- 
ist.” Then make the most of it. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
















@ LIQUI-MOLY contains no 
kerosene, graphite, or harmful 
ingredients that break down 

under engine heat into acid form- 
ing or corrosive residues. 
@ LIQUI-MOLY is not affected by 
engine heat, pressures or acids. 
@ LIQUI-MOLY is the only product 
made by the original, exclusive 


Lockrey process by which 


Molybdenum Disulfide particles are 
submicronized to less than one mi- 
cron and held in continuous suspen- 
sion. There is no need to ever remove 


Consistent Advertising — builds 


consumer demand—steady 


7 
es leap, repeat profits for you ! 
ang STaats 
Oey Seep atten gach & For quick turnover... 
Vie Reserdtay f mey 
VBRATIog POST to help your customers 
and yourself 
Every month in SIMPLY ADD ONE CAN to 
POPULAR crankcase oil. LIQUT MOLY then 
MECHANICS coats all engine friction surfaces 
— © ties of on ne 
oO} 
Every menth in aeons Disulphide. Engines gain 
new smooth gliding power— not 


possible with oil alone. 
For extra profits from every grease job... 
LIQUI-MOLY GEARLUBE BOOSTER 


for quieter gear-driven transmissions 
and differentials. 2 oz. tube, $1.25 


LIQUI-MOLY FOR YOUR- 


SELF ... AT OUR EXPENSE! 


Just fill in the coupon and attach 
with $1.00 to your letterhead. We 
send you TWO $1.50 cans of LIQUI- 
LY. 
LIQUI-MOLY is not everything we 

, send back the unused can and 
we'll return your dollar. 
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Try one in your car. If 


MOLY MOTOR PRODUCTS CORP. 
1155 Broadway, New York 1, N. Y. 


Name. 
Company 


Let me have the facts on how } can increase m 
serve my customers by selling Automotive 


(0 Here’s my dollar for the special offer. ($3.00 value) 
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GET ACQUAINTED with 


your best Southern salesman 


To business men who are interested in Southern 
sales, we shall gladly send a complimentary copy 
of The Progressive Farmer. We believe you will 
immediately recognize the qualities which have 
endeared this magazine to its 1,240,000 subscriber 
families and made it the advertising leader in its 
field. 


Simply request your copy on your business let- 
terhead from any office listed below. Please do not 
order subscriptions because The Progressive 
Farmer is edited strictly for Southern rural 
families. 


You add the rural South to your market when 
you add The Progressive Farmer to your adver- 
tising list. 





SUBSCRIBES TO 


| 





THE SOUTH 


PAUL HUEY, Vice-Presig, 
Birmingham 2, Ai 


ent and Advertisi 
ng M 
a. * Telephone: 84.2571 
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$41,700,961,000 ... Lhat’s the South’s huge annual volume 
of retail trade— 25% of the nation’s total.* During the 1939-52 
period, the 16 Southern states gained 348% in retail trade while 
the rest of the country gained 272%. 

The South is a big market... big in geography... big in popu- 
lation...big in buying power...big in retail trade...a market 
big and important enough to demand special consideration in 
your advertising plans. 

Remember the South is RURAL, 51.4% rural in population; 
the rest of the U.S. is only 29% rural. The South has more 
than half the nation’s farm people. 


Does Your Advertising Sell the RURAL South? 


Do you use national magazines preferred by urban readers? 
The rural South is the weak area in their coverage. 


Do you depend on national farm magazines? 
Edited mainly for Northern agriculture, these maga- 
zines have low circulation and low readership on 
Southern farms. 


Do you advertise in city newspapers? 
Their circulation is concentrated in the South's few 
urban counties. 

Do you have a TV program? 
Only a small percentage of the South’s rural famiiies 
own television sets. 


Where, then, can you place your advertising to sell this big 
market? Your answer is The Progressive Farmer, the maga- 
zine that dominates the rural South as no other magazine 
dominates a market of similar size. 


Progressive Farmer 


H. EARL BUTCHER, V. P. and Eastern Advertising Manager OSCAR M. DUGGER, V. P. and Western Advertising Manager 
Daily News Bidg., Chicago 6 + Central 6-3400 


250 Park Ave., New York 17 + Plaza 1-0160 


market? 


Ask your Southern dealers! They know and will tell you 
that The Progressive Farmer is the place for your advertising 
to sell their prosperous rural customers. In 47 recent surveys 
made by leading wholesalers and trade associations, 7,809 
Southern dealers designated “the one farm magazine with 
greatest sales power” in their trading areas. The Progressive 
Farmer was first by more than 4 to 1 over any other farm 
magazine and led all others combined by 2 to 1. 


Leading advertisers also recognize the sales power and mer- 
chandising value of The Progressive Farmer. That’s why The 
Progressive Farmer is the nation’s No. 1 farm magazine in 
lines and pages of advertising. And The Progressive Farmer is 
second in advertising linage among all U.S. monthly magazines 
of more than a million circulation, January-April, 1954. - 


The South is a big market...more than $41 BILLION big 
in retail trade. The South is a rural market...predomi- 
nantly rural in population and trade. More Southern rural 
families read more advertising in 
The Progressive Farmer than in 
any other publication. To sell 
the big, prosperous, rural South, 
place your advertising in The 
Progressive Farmer! 


CIRCULATION: 
1,240,000 ©) 








#Sales Management estimate for 1952. 


Other Advertising Offices: Pacific Coast: Edw. S. Townsend Co. — 
RALEIGH * MEMPHIS +» DALLAS San Francisco * Los Angeles 
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Speerstra Motor Builds New Home— 

Extended sales and service facilities are featured in the new building of Speerstra 
Motor Sales (Dodge-Plymouth), Lowell, Mich. Peter Speerstra, owner, has been a 
Dodge-Plymouvth dealer for 27 years. 


Standard’s Prices Start at $1,387 


NEW YORK. — Port -of-entry| They start at $1,387 for the Van- 


guard et. 
prices have been announced for Other models are: Vanguard, $2,- 
four British cars being imported by | 99g; Triumph T.R.2, $2,448, and 


Standard-Triumph Motor Co., Inc.| Doretti, $3,295. 





$15,000 in Derby Prizes 





Scholarships, Merchandise, Trophies Offered 
For Annual Chevrolet Event 


DETROIT.—For the second year 
in a row, $15,000 in college scholar- 
ships and merchandise prizes and 
trophies will be the targets of the 
151 city champions competing in 
the All-American Soap Box Derby 
at Akron, Aug. 15. 

Scholarship prizes, which were 
tripled last year, are offered again 
this year, according to W. G. 
Power, Derby executive director 
and advertising manager of Chev- 
rolet. 

Including awards to be made 
this year in the 17th All-American, 
Chevrolet will have presented 
nearly $70,000 in scholarships 
since the series began in 1934, 
Power said. 

In addition to the $5,000 first place 
scholarship, the national champion 

will receive the Chevrolet trophy 
and a gold ring, similar to the one 
awarded each year to the winner 
of the Indianapolis Speedway race. 

Chevrolet trophies and scholar- 


ships for $4,000, $3,000, $2,000 and 
$1,000 will be awarded drivers fin- 
ishing second, third, fourth and 
fifth, respectively. 

Prizes for those next in line are: 


Sixth, 16-millimeter Bell & Howell 
motion picture camera and projec- 
tor; seventh, 21-inch Admiral tele- 
vision-radio combination set; 
eighth, complete five-in-one Shop- 
smith power tool unit; ninth, Web- 
ster portable tape recorder; and 
tenth, power tool trunk containing 
spray gun, bench grinder, sander 
and polisher, electric drill, electric 
soldering iron and a power tool kit. 

These special prizes also will be 
presented: 

Chevrolet special trophies for 
the drivers whose cars have the 
best brakes and the best design 
and for the one driving the fast- 
est heat of the day. 

Shell Oil Co. plaque and tool 
bench with 29 Stanley tools, mitre 
box and metal vise to the driver 
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NO FADE-OUT 


under bridges, viaducts, 
underpasses! 





The Greatest Car Radio Improvement 
in 25 years! 


Now Motorola brings you the greatest ad- 
vance in auto radio circuit design in 25 years 
—the new, exclusive Volumatic Control! 
Locks volume level electronically. Radio 
won’t fade out or vary even while going 
under bridges, viaducts, or other overhead 
encumbrances. So powerful and sensitive, it 
even picks up faraway stations! The exclu- 
sive Volumatic Control will be featured in the 
entire Motorola car radio line—at no in- 
crease in price! Take advantage of this great 
opportunity for bigger sales and profits. 
Stock up now to meet your customers’ new 


Cash in on National Car Radio Month! Ask your 
Motorola Distributor for a Complete Sales Pro- 


Setter See 
Motorola 


CAR RADIO 











with the best constructed car. 


A boy’s dream kit containing 
varied sports equipment from the 
Collins & Aikman Corp., automobile 
upholstery manufacturer, for the 
boy with the best upholstered car. 

Trophies will be awarded also to 
newspapers or sponsors of the first 
five place winners. The Soap Box 
Derby is cosponsored by Chevrolet 
and America’s leading newspapers 
and civic service organizations in 
the United States, Canada, Alaska 
and Western Germany. 


Each of the 151 champions 
coming to Akron will receive a 
17-jewel Bulova watch with Soap 
Box Derby inscription on front 
and back and an All-American 
Soap Box Derby racing diploma. 
Each champion keeps his racing 
helmet, shirt and city flag as me- 
mentoes of the occasion. 

In each of the 151 local races the 
champion will be presented with 
the T. H. Keating plaque, named 
for the general manager of Chev- 
rolet. For the best upholstered car 
in each local race, the Collins & 
Aikman Corp. will award a Burgess 
electric power kit. For the best con- 
structed car, Shell Oil Co. will give 
a Stanley tool board. Each local 
racing contestant may keep his 
racing helmet as a souvenir. 

The big thrill for each city cham- 
pion is the trip to Akron for the 
racing week-end which will include 
special recreational and entertain- 
ment programs at Derbytown, the 
official home for Soap Box Derby 
champions on the shores of Lake 
Y-Noah. 


GM ‘Dream Cars’ 
Get Detroit Debut 


DETROIT. — General Motors 
“dream cars,” which have been 
touring the country with the Moto- 
rama of 1954 since January, had 
their premiere showing.in Detroit 
last Wednesday (May 5). 

Eleven of GM’s experimental cars 
—including the XP-21 Firebird, the 
first gas turbine car developed and 
built in America — will be on pub- 
lic display in Exhibit Hall and the 
GM Building through Saturday 
(May 15). 

Nearly two million persons have 
viewed the “dream cars” at Moto- 
rama showings in New York, Mi- 
ami, Los Angeles, San Francisco 
and Chicago this year. 


Ex-Cell-O in England 


DETROIT.—Ex-Cell-O Corp. has 
formed a wholly owned subsidiary 
in England, Ex-Cell-O Corp. (Ma- 
chine Tools), Ltd. The new firm 
acquired all the assets of Alfred 
Bray & Sons, Ltd., Leicester. 


In the Hopper 


Two New York bills, which 
would have required motorists to 
see that their brakes measured up 
to specified standards and also 
would have made defrosters obliga- 
tory on all cars built after Jan. 1, 
1957, have been vetoed by Gov. 
Thomas E. Dewey. 

The governor said the defroster 
issue should be solved on a national 
basis, As to the brake bill, he said 
the State motor vehicle commis- 
sioner already had been authorized 
to establish standards for braking 
efficiency. 


Buffalo Mayor Proposes 
City Tax on Vehicles 


A motor-vehicle tax has been 
proposed by Buffalo Mayor Steven 
Pankow in his new City budget. 
The mayor estimates the City could 
obtain $1,400,000 in revenue from 
the tax. 

The proposed levy would apply to 
cars, buses, taxis and trucks. 

* * * 


Arizona Bill Would Brand 


Dangerous Drivers 


“D” stands for drunk and “R’” 
stands for reckless in the new al- 
phabet soup of the Arizona Legisla- 
ture, which is considering a bill to 
brand cars of convicted drivers with 
these scarlet letters. 

Offending drivers would wear the 
“badges of shame” on their rear 
windows if the bill passes. 
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NEW QUAKER STATE MOTOR OIL CLASSIFICATION 


NOW—you need only 3 grades of Quaker State 
Stabilized Motor Oil—for service ML and MM. 


1. LIGHT—SAE 10W, 20W and 20. A light grade 
made especially for cold weather service. 


2. MEDIUM—SAE 20W-30. A medium grade 
made especially for warm weather service. 


3. HEAVY—For use where SAE 40 or 50 grades 


NOW—you need only 3 grades of Quaker State 
HD Oil for service MM, MS and DG. 


1. LIGHT—SAE 10W, 20W and 20. A light grade 
made especially for cold weather service. 


2. MEDIUM—SAE 20W-30. A medium grade 
made especially for warm weather service. 


3. HEAVY—For use where SAE 40 or 50 grades 








are recommended. 


are recommended. 


MULTIPLE viscosity HD Oil SAE 5W-20—Made especially for 
more sensitive types of modern, high compression engines . . . and 
for use in extreme winter climates . . . For service MM, MS and DG. 





Quaker State streamlines 
Motor Oil grading and selling! 


JUST 3 GRADES NOW OFFER EVERY MOTORIST COMPLETE 
PROTECTION AND LONG-LASTING LUBRICATION 


ONEY tied up in slow-moving motor oil inven- 

tory? Shelves lined with type after type, grade 
after grade? Are you confused with claims and 
counterclaims about motor oil? 

Your answer to simplicity in motor oil marketing 
is Quaker State’s new oil grading system. 

Just three basic grades are all you need to provide 
the correct oil for every make and model of car and 
every type of service—Light, for cold weather 
driving, Medium, for warm weather driving, and 
Heavy, for use where SAE 40 and 50 grades are 
recommended. 

Each of these three grades is offered in the time- 
tested Quaker State Stabilized Motor Oil, the finest 
quality premium oil, and the famous Quaker State 
HD Oil, the quality high detergent oil. In addition, 


Quaker State Multiple Viscosity HD Oil SAE 5W-20 
is made for the more sensitive types of high com- 
pression engines and especially for use under cold 
weather driving conditions. 

It’s a bold and practical step, another milestone 
in Quaker State’s 50 year record of progress and 
achievement through specialization in automotive 
lubrication. Quaker State continues to produce only 
the finest quality motor oils, every drop carefully 
refined with skill and precision from 100% Pure 
Pennsylvania Grade Crude Oil, nature’s best. 

This new grading system means faster moving 
inventory, easier ordering, and simplified servicing. 
The right oil for every customer, with highest lubri- 
cation and protection qualities—and lowest oil con- 
sumption. Good business for you in every way. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Pennsylvania Grade Crude Oil Association 


= 


Tt 
STATE 


MOTOR OIL 





the high quality, long-lasting, 
free-flowing 100% pure 
Pennsylvania Motor Oil 












By Marty Whitmyer 
Staff Writer 

If advertising men are to con- 
tinue to create, develop and expand 
markets, they will have to take a 
new and closer 
look at the con- 
sumer and learn 
a lot more about 
him, according to 
B. R. Donaldson, 
director of adver- 
tising and sales 
promotion at Ford 

Motor Co. 
Speaking before 
; the Holhywood 
(Calif.) Advertis- 
§. HK. Donaldson =— ing Club, Donald- 
son said “we can’t effectively edu- 
cate the consumer to change, 
whether to a new product, a better 
product or*a higher standard of 
living, until we understand the 
changes that have already been 





Affecting Factories and Dealers... 


Auto Advertising 
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| brought about within the consumer 
himself. 

“The better we know and under- 
stand the people who make up our 
market,” Donaldson said, “the more 
likely we are to be effective in our 
advertising and sales approach.” 

Declaring that “we can’t af- 
ford to ‘fly blind’ where human 
attitudes and desires are con- 
cerned,” Donaldson said the 
cliche about the public having a 
12-year-old mentality has always 
been a foolish and dangerous 
theory. “Today’s consumer is just 
not the same breed of cat as yes- 
terday’s,” he said. 

Donaldson listed three recom- 
mendations for anyone setting out 
to sell “this changing market:” 

1. Make more intensive use of re- 
search techniques and materials. 
He said at the present time 95 per- 
cent of the money spent each year 
on research is going toward product 
research and the other 5 percent 











for consumer research. He said he 
considered this ratio “way out of 
line.” 

2. Beware of all those tried and 
true formulas. “What was sure- 
fire yesterday,” Donaldson said, 
“may be only a boomerang to- 
day, and hand in hand with re- 
search goes experimentation.” 

3. Keep your copy positive—keep 
it positive and believable and hon- 
est. “Today’s consumer,” Donaldson 
said, “is keenly alert to and wary 
of advertising which, for example, 


unfairly knocks competition or| 7 


makes excessive, foolish or exag- 
gerated claims. 

“Advertising must take stock of 
itself—ask itself if it is measuring 
up to its full possibilities in this 
new consumer’s market,” Donald- 
son said. “Thus we have an over- 
riding responsibility to see that the 
reputation, efficiency and effective- 
ness of this instrumentality we call 
advertising is not impaired by 
either abuse or misuse,” he said. 

“The new American consumer is 
optimistic about the future, and 
we, who are a part of this broad 
distribution system, must, through 


our intelligence and resourceful- | 


ness, sustain that confidence,” Don- 
aldson said. “If our system of free 
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enterprise, including advertising, is 
to survive,” Donaldson said, 
must key itself to this general mood 
of optimism.” 


+ * * 


Mullen Joins Ross Roy 


Donald M. Mullen has joined 
| the Detroit staff of Ross Roy, Inc. 
as an account ex- 
ecutive and has 
been assigned to 
the Dodge Truck 
account under 
John L. Thorn- 
hill, vice - presi- 
dent and group 
supervisor, T. G. 
McCormick, exec- 
utive vice - presi- 
dent announced. 
Mullen, who has 
had broad experi- 
ence in advertising, is a graduate 
of Oberlin College. He served two 
enlistments in the United States 
Marines until his discharge early 
in 1952. 


* * 
| Tribune Study Published 

The seventh New York Herald 
Tribune Home Study of readers’ 
living and buying habits has been 
completed and is ready for dis- 
tribution. 

A pamphlet report of the 
Herald Home Study is available 
to readers of the publication 
without charge. Address request 
to: Information Service, New 
York Herald Tribune, 230 W. 
Forty-first St., New York 36, 
eB 





D. M. Mullen 





* 


* a * 


Ford on Closed-Circuit TV 


The most comprehensive closed- 
| circuit theater television program 
ever attempted was presented May 
|3 on behalf of the Ford Motor Co. 
| by Box Office Television, Inc. 

In 39 cities throughout the 
country, 35,000 Ford dealers and 
salesmen assembled in theaters 
to witness on large screens the 
special program, which originated 
in Dearborn, 

| The program included appear- 
|}ances by members of Ford, tele- 
vision actors Sid Caesar and Imo- 
gene Coca, visual displays and films 
showing the performance of the 
Ford. 

This was the second use of closed- 
circuit theater television this year 
by Ford. The first show was pro- 
duced by Box Office Television in 
January and was seen in 32 cities. 

* + * 
| 
|AC Spark Plug Campaign 

The second phase of the largest 
advertising and sales promotional 
campaign in the 46-year history of 
the AC spark plug division of Gen- 
eral Motors is scheduled to begin 
June 15, Edgar H. Francois, AC 
sales manager of replacement prod- 
ucts, announced. Theme of the 
campaign is “New Life for Car 
Engines.” 

According to Francois, “National 
| magazine ads and more than 5,000 
billboards will promote the ‘New 
Life- for Your Engine’ theme with 


|}a cradled AC filter element. Win- 

|dow displays bearing the slogan, 

| stork and an actual AC filter ele- 

| ment—along with direct mail pieces 

--will tie dealers into the campaign. 
- « * 


Van Alstyne Dead at 62 


| G. T. Van Alstyne, 62, director of 
padertaing and publicity for Air 





a picture of a flying stork carrying | 


Apr. 21, at his home in Plainfield, 


“it| N.J 


Joining Airco’s advertising de- 
partment in 1919, he was appointed 
advertising manager for Air Re- 
duction Sales Co. in 1931. He held 
that post until Aug. 1, 1952, when 
he “became director of advertising 
and publicity for the parent com- 
pany. 


* * . 


Delco Ad Cited 


A United Motors Service Delco 
battery outdoor poster has been 
awarded third place in the auto 
accessories classification of the 1954 
contest sponsored by the Art Direc- 
tors Club of Chicago. 

Art work for the board was done 
by Howard Scott, of New York, 
poster artist. Campbell-Ewald Co., 
Detroit, is the advertising agency 
for United Motors. 


* * * 


Ad Curb Eyed in N.Y.C. 


Observers are watching results of 
the New York Journal-American’s 
directive barring classified ads 
from nonfranchised dealers who 
offer new cars at discount prices. 

The ad policy was put into effect 
last fall when bootlegging of new 
cars was springing up in many 


areas. 
+ * . 


Gabriel Appoints Compo 


Gloria Compo has been named 
advertising and sales promotion 
‘ manager of Ga- 
briel Co., manu- 
facturers of shock 
absorbers. Her 
appointment was 
announced by L. 
W. Klein, exec- 
utive vice-pres- 
ident. Miss Com- 
po is a graduate 
of Kent State 
University, and 
has been associ- 
ated with Gabriel 
| for the past eight years. 


x * 








Gloria Compo 


N. Y. Times Sets Record 


| All advertising records for a 
single issue of the New York Times 
were broken Sunday, Apr. 25, when 
the paper carried 625,347 lines of 
advertising. The previous record of 
614,301 was set Dec. 13, 1953, officials 
said. 

* ” * 
| 


AP Parts Names Zimmerman 


AP Parts Corp., Toledo, has an- 

nounced the appointment of Rich- 
jard J. Zimmerman as _ publicity 
director and assistant to the adver- 
tising manager. 

Zimmerman will handle press re- 
lations for all AP products, and ad- 
vertising for the AP Muffler line, 
according to Albert Joseph, AP ad 
manager. 

| Before joining AP, Zimmerman 
served as advertising manager of 
the Plaskon division of Libbey- 
| Owens-Ford Glass Co. 
* * 
|Packard Sponsors Relays 
Packard sponsored the telecast 
of the Penn Relays Apr. 24 in the 
| New York area over WABD. The 
relays were held at Franklin Field, 
Philadelphia. 


* » + 


| Advertisers Meet in Nov. 

The annual meeting of the Assn 
of National Advertisers will be held 
| Nov. 8-10 at the Hotel Plaza, New 
York. 





Reduction Co., Inc., New York, died 


| 
| 
| 
} 





Los Angeles Dealers Study PowerFlite— 


Plymouth's PowerFlite transmission is discussed in its technical details by Los Angele 
dealers. From left are Bill Neale, of Greene-Haldeman (Chrysler-Plymouth); Stanle 
Walker, of North Star Motors (DeSdto - Plymouth); Bill Bryant, of Glenn E. Thomo 
(Dodge-Plymouth), and Jack Qu..ian, of Pelton Motors (Dodge-Plymouth). 
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Spicer developed and perfected the first practical, mass-produced universal joint 


for automotive use. 


DANA, 


Y The Dana Corporation had its founding in the Spicer Corporation in 1904, and now is recognized 


as one of the world’s leading suppliers of automotive components. 


Spicer power transmission equipment in a wide variety of types is used as standard equipment on a majority of 


the world’s automotive vehicles. 


The Dana Corporation produces in its 10 modern domestic plants, 
and associated plants in Canada, Great Britain and France, the — 
following products: transmissions, universal joints, propeller shafts, 
Brown-Lipe and Auburn clutches, forgings, axles, stampings, Spicer 
Brown-Lipe gear boxes, Parish frames, torque converters, power - 
take-offs, power take-off joints, rail car drives, railway generator 
drives, aircraft gears, and welded tubing. 








THIS 1S THE AIRCRAFT GEAR DIVISION 
IN FORT WAYNE, INDIANA 


yy 


The new Aircraft Gear Division 
plant is one of industry's outstand- 
ing examples of high efficiency 
in industrial engineering. 


- (PRECISION GEAR PRODUCTION 


: complying with the most rigid 
military and aircraft engine producers 


The Aircraft Gear Division plent was built by the Dana 
Corporation for the specific purpose of manufacturing 
gears and similar parts, and complete gearing assemblies, 
to the finest precision standards. 


This ultra-modern plant carries into the aircraft field the 
Dano-Spicer tradition of ingenuity, quality and service, 
which has become so firmly established in the automotive 
industry during the past 50 years. 


Look to Dana and Spicer for excellence in engineering . . . 
careful manufacturing .. . and everyday well-managed 
administration of service. 


SPICER MANUFACTURING DIVISION 
of Dana Corporation « Toledo 1, Ohio 


50 YEARS OF 


ae eee ENGINEERING ; - 
@ BROWN-LIPE ond AUBURN CLUTCHES » FORGINGS « AXLES « 


MANUFACTURING 











From Across Nation... 





Eprror’s Norse: On-the-spot boot- 
leg reports from cities across the 
U. 8. have been compiled by Auto- 
motive News. Here is the picture 
in various market areas: 

* * + 


Miami 
Bootlegging is showing no in- 
crease in the Miami area, although 


used-car lots are showing 1954 
“low-mileage” cars of almost any 
» make. 


Fords and Chevrolets predomi- 
nate. Most of them, according to 
dealers, are driven in from the 
north at considerable saving in 
freight. 

Opinions differed as to any 
price edge in favor of the non- 
franchised dealer. One used-car 
dealer declared that several new- 
car dealers are making a smaller 
margin of profit than he is be- 
cause of high tradein allowances. 

John Grentner, veteran used-car 
dealer and new president of the 
Miami Used Automobile Assn., ex- 
pressed the belief that by next 
_ year the bootleg question will have 

+ answered itself. 

“I believe that by next year,” 
Grentner said, “the used-car deal- 
ers will be leaving the new-car 
business in the hands of the new- 
car dealers. The cut-throat com- 
petition between Ford and Chev- 
rolet created a situation that led 
many used-car men to get into the 
game. But most of them are find- 
ing out that they would be better 
off handling used cars exclusively.— 
‘George S. Connell.) 


* s 
Birmingham, Ala. 
According to dealers in the Bir- 


mingham district, bootlegging of 
new cars is not decreasing. 


Used-car dealers say they are 
not having any trouble getting all 
the cars they want. It is reliably 
reported that many of these new 
automobiles are being secured 
from dealers in small towns close 
to Birmingham, and there is no 
indication that their source of 
supply is drying up. 

New-car dealers state that the 
used-car dealer has a small price 
edge in securing new cars, perhaps 
$25 to $50, and that the nonfran- 
chised dealer can sell $200 to $400 
less than the franchised dealer due 
to lower overhead, small invest- 
ment and no service. 


Chevrolet seems to be appearing 
on used-car lots to a greater ex- 
tent than other makes. Ford seems 
to be getting less play and dealers 
believe that Ford is trying to rem- 
edy the bootlegging situation. 
Plymouth runs third with a scat- 
tering of Buick and Pontiacs. 


The Birmingham Motor Trades 
Assn. has appointed a committee 
to study the bootlegging situation 
but members have been able to 
accomplish little in this direction. 


For some time this committee 
was able to persuade local daily 
papers to refuse to take new-car 
copy from an unfranchised dealer, 
but recently such new-car copy 
was accepted on the advice of the 





* 


peer 
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Studebaker Fetes Dealership Salesmen— 


Two salesmen of Charlie Stuart, Inc., Indianapolis dealership, were guests of C. K. 
Whittaker (third from right), Studebaker executive vice-president, at a luncheon in | 
recognition of their outstanding sales record. From left are A. F. Eissler, South Bend | 
regional manager; D. A. Metcalf, assistant regional manager; Charles Kersey, sales | 
manager for Stuart; Paul Mangin, salesman; H. R. Morrissey (partly hidden), district 
manager; Lowel Spencer, salesman; T. F. Laughlin. assistant sales manager; Whittaker; | 
Payl R. Davis, general sales manager, and Charlie Stuart. 
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paper’s attorney after one used-car 
dealer had threatened suit. 

No franchised dealers interviewed 
had known or heard of any warn- 
ing given to a dealer by his factory. 
—(Stuart Riddle). 


* * * 


Atlanta 


Bootlegging in the Atlanta area 
has decreased somewhat in the 
last 30 to 60 days because used-car 
dealers are no longer finding it 
profitable to handle new cars. 

As one used-car operator put it: 

“When you can’t make but $25 
profit on a new car, it isn’t worth 
fooling with. Even at bootleg 
prices, new cars are too high.” 

Atlanta used-car dealers say they 
still can get any new make they 
want in any quantity except Cadil- 
lac. Auction houses are said to be 
selling almost 50 percent new cars 
of all makes, with Ford and Chev- 
rolet predominating. 

New-car dealers holding a Gen- 
eral Motors franchise are trying to 
combat bootlegging by reporting 
to the factory the serial number 
of any new car showing up in their 
garages for service.—(E. C. Bash.) 


* * * 


Hartford 


Bootlegging, which two months 
ago was hardly noticeable here, has 
increased since then, but dealers 
say that it appears to have “levelled 
off.” 

Ferds and Chevrolets are most 
noticeable in the bootleg market, 
with Buicks also being offered. 
There are, however, scattered of- 
ferings of most makes. 

Hartford dealers have taken a 
strong stand against bootlegging, 
seeking the aid of the Better Busi- 
ness Bureau, the news media and 
the State Motor Vehicles Depart- 
ment. The latter has issued warn- 
ings to a number of dealers in 
Connecticut, but not in the Hart- 
ford area. 

The dealers themselves are act- 
ing to “police” the market on the 
makes they handle. 

A number of dealers have ap- 
proached radio stations and news- 
papers as individuals, and attempt- 
ed to explain to them that carry- 
ing ads for bootleg cars is not 
“good business.” 

They pointed out that in some 
areas bootleg advertisements 
have have driven factory ads out 
of the paper, which means not 
only a loss to franchised dealers 
in the area, but also to news- 
papers. 

So far as is known, factories 
have not issued specific warnings 
to dealers here. Most dealers be- 
lieve that the situation is under 
control.—(R. Roland Eckman.) 


Boston 


Bootlegging is reported increas- 
ing in this territory, despite con- 
stant warnings by factories, new- 
car dealers. Local associations are | 
hamstrung in their efforts to com- | 
bat the activity. 

Edge on price for the non- 
franchised sellers runs from $200 
to $300, it was reported. Buicks, 


a 


2 ite 





| sales rise have cut down the volume 
| of cars going into bootleg channels. 







City-by-City Bootlegging Report 


Chevrolets, Chryslers and Stude- 

bakers are appearing. 

The cars are reportedly coming 
into the area from New York and 
areas farther west. 

The situation has been reported 
going on at an “active” and “con- 
sistent” rate with no signs of 
sources drying up.—(Guy Living- 
ston.) 

* + * 


Dallas 


Bootlegging, which appeared to 
be drying up about March 1, is now 
increasing at Dallas. The traffic is 
relatively small in comparison with 
the heavy volume in the last quar- 
ter of 1953. 

Used-car dealers report that 
their dependable sources are 
making sufficient supply available 
and those sources that supply the 
market as “economic conditions 
dictate” continue to do so peri- 
odically. 

Chevrolets, Oldsmobiles, Buicks, 
and Fords were mentioned among 
the popular makes that are show- 
ing up mostly in the unauthorized 
channels. 

The nonfranchised dealers claim 
only slight price edge—and that is 
governed only by the difference in 
overhead and the distances of the 
sources. Volume operators in the 
open market in Dallas usually have 
rather an elaborate setup and seem 
to be content with a thin net profit 
of $12 to $15. 

The new-car dealers’ association, 
is combating the movement of cars 
into the area from out-of-state, as 
well as locally, by making a con- 
stant check on all cars showing on 


nonfranchised channels. — (C. K. 
Cates.) 

* * * 

Chicago 


While a majority of new-car and 
used-car dealers agrees that new- 
car bootiegging is definitely on the 
decline in the Chicago area, some 
dealers in both categories declare 
the problem is far from licked. 

The consensus of most new- 
car dealers and a number of 
used-car dealers is that legiti- 
mate dealers are selling cars so 
cheap that bootleggers can no 
longer successfully compete. 

Both new and used-car dealers 
credit the militant stand of the 
Chicago Automobile Trade Assn. 
against bootlegging for greatly 
helping to clean up the situation. 

Factory warnings to dealers 
against bootlegging are also re- 
ported to have been an important 
factor. 

Most dealers expressed the view 
that bootleg sources are drying up. 
Increased buying interest by the 
public and the traditional spring 


Dealers say the nonfranchised 
seller of new cars has very little 
price edge. 

Among makes reported show- 
ing up mostly in bootleg channels 
are Chevrolet, other GM cars, 
Ford and Plymouth. 

One used-car operator said: 
“We can get all the cars we 
want. The only thing that’s drying 
up is money so far as many new- 





car dealers are concerned. In to- 


¥ Fi day’s competitive market the men 





|the same in Houston as they are| 


‘| are being separated from the boys. 


A good many present new-car deal- 
ers have never had any real selling 
experience. They were jewelers, 
grocers or factory men before they 
got dealerships. 

“We know the business of selling 
cars better than they do, hence 
they come to us when the going 
gets too tough and they can’t move 
the cars they get from the factory.” 
—(George Barclay.) 


* * * 


Houston 


Mostly Fords and Chevrolets are 
being bootlegged in Houston, al- 
though used-car lots report they 
have all makes available. One or 
two reported having Cadillacs. 

There is no indication that 
bootlegging sources are drying 
up, although Houston new-car 
dealers have been making a con- 
certed drive toward that end. 

Bootlegged Fords and Chevrolets 
are selling from $1,695 to $1,795 on 
the used-car lots. A Ford dealer 
said that until new-car prices are 











Car Radio Month— 


Ingeborg King, who was chosen queen 
of National Car Radio Month by the Mo- 
torola Sportsmen Club, receives a Volu- 
matic radio from the club's representative, 
Robert Darnay. The Volumatic has just 
been added by Motorola, Inc., to its line 
of radios. It features a tube which main- 
tains a constant volume output and pre- 
vents the volume from fading when the 
car passes under bridges or travels be- 
tween tall buildings. 


in Detroit, not 
stop. 

As far as can be determined, fac- 
tories have not issued any warnings 
of a specific nature to individual 
dealers in the Houston area.— 
(Ruby Fenoglio.) 


* * * 


Milwaukee 


There is little if any new-car 
bootlegging in the Milwaukee area 
and little chance of it starting, ac- 
cording to the Milwaukee County 
Auto Trades Assn. 


Nothing is known of any price 
edge that any nonfranchised 
dealer might have and no Mil- 
waukee dealer or association has 
had to do anything to combat 
any possible bootlegging. 

No car manufacturers have sent 
any warnings on bootlegging to any 


bootlegging will 


dealers in this area. — (John E. 
Hubel.) 

+ + * 

St. Louis 


With bootlegging sources grad- 
ually drying up, bootlegging activity 
in the St. Louis area has slowed 
down. 

Ford, Chevrolet and Mercury 
are being handled most in such 
transactions. 


The Greater St. Louis Automo- 
tive Assn., Inc., is furnishing its 
members with the full data on new 
cars delivered to and by. used-car 
dealers each week in its efforts to 
combat bootleggers. 

Factories have issued only gen- 
eral warnings to dealers.—(Sam X. 
Hurst.) 


* * * 


Louisville 


New-car bootlegging is decreas- 
ing in Louisville due to several 
reasons. 

There are fewer used-car lots in 
business, few of the remaining ones 
are interested in handling new cars 
and much of the price advantage 
has evaporated. 

New cars offered on used-car lots 
include Chevrolet, Ford, Pontiac, 
Oldsmobile, Buick and Plymouth. 


It is reported that there have 
been no warnings of a specific 
nature to individual dealers from 
the factories, although dealers 
reading the trade press and 
NADA bulletins know what the 
score is. 

Dealer associations have gener- 
ally tried to steer clear of getting 
into any arguments on the subject. 
They feel it is a question for the 
dealers and factories to settle.—(A. 
W. Williams.) 


* * 


Mies York 


| As a result of factory coopera-| 
tion, bootlegging in New York has| 


decreased to a degree. 


However, '54 Chevrolets are still 
the big drawing item on most non- 
franchised lots. Because the Ford 
factory reportedly began working 
on this problem several years ago, 
Fords have not been as big a factor 
in the bootleg market as some of 
the other makes. 

An indication that some of the 
bootleg sources are being dried 
up came in the form of a bulletin 
issued here by one of the major 

(Continued on Page 51, Col. 1) 
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lets — Hang keys 
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SUPERFECTO 
RAINBOW’S NEW SAFETY ASHTRAY 
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in fine clear crystal glass. New smart 
model, with separate rests for cigars and 


cigarettes. 
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long lasting Good-Will Builder! 
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Dept. AN-5, Huntington, W. Va. 
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Hudson Motor Car Company, which has built many of the truly great 
cars in the history of the Industry, today is a division of American 
Motors Corporation. 


Tremendous things are taking place at Hudson. You can feel it in the 
air... excitement... expectancy . . . enthusiasm. It’s extending out from 
Detroit to automobile rows all over the nation. 


For today, back of the famous Hudson know-how and strength, are new 

and vast resources of styling, design and materials; of new engineering 

gand fabricating facilities; and the finance and management of the strong, 
new American Motors Corporation. 


Men are beginning to write Hudson about dealer franchises. These are 
men who have found that the only difference between foresight and hind- 
sight is how soon you recognize a big idea. If it’s in time, it’s foresight. 
If it’s too late, it’s hindsight. 


These are men who see ahead a new future, another bright and shining 
opportunity to get in on the ground floor—and grow and prosper. Such 
an opportunity comes to a man, if it comes at all—once in a lifetime. 


Here is a franchise with tremendous opportunities for today and to- 
morrow. For full information about a Hudson franchise, and how you 
can get in on the ground floor, write today to: C. A. J. Hadley, sales 
manager, Hudson Division, American Motors, Detroit 15, Michigan. 


CLC UL 
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Ford Inaugurates Southwest Region— 


R. R. Anfin (right), has been installed as sales manager of the newly established 
southwest region office of the Ford division. With him are L. W. Smead (left), general 
sales manager of the division, and L. D. Crusoe, general manager. They hold in their 
hands models of the Ford Thunderbird, a sports car to be introduced this fall. Anfin 
formerly was sales manager of the Detroit district. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Dealer 


Sparks Motor Car Co. (Dodge-| 


Plymouth), Vancouver, Wash., has 
been sold to T. E. Pederson, for- 
mer Dodge-Plymouth dealer at 
Raymond, Wash., and his brother, 
Adolph Pederson, McMinnville, 


Ore. The Sparks firm, which had | 
handled Dodge since 1914, will re-| 


tain its Dodge-Plymouth dealership 
at Longview, Wash, Pederson sold 


the Raymond dealership to James | 


Ruff and William Schadle jr., who 
had been employed there several 
years, 

* 


Chevrolet, Buick Deals Split 
In Clackamas County, Ore. 


The Chevrolet and Buick 
franchises for Clackamas 
County, Ore., previously held by 
Jarman’s in Oregon City, have 
been divided, Jarman’s is retain- 
ing Chevrolet, and a new firm, 
Calder Buick, Inc., has been 


? * 


| opened at nearby Gladstone. 


The new Buick dealership is 


| located in the former McDaniels 


Motors spot. It is headed by Jim 
Calder, who was with Jarman’s 
Buick division for 18 years, 
Roy Jarman, head of Jarman’s 
Chevrolet, has appointed Albert 
Eddy, former sales manager, as 
general manager and Robert 
Wheeler as assistant general 
manager in charge of parts and 
service, 
| * 


* * 


| McCallum in New Venture 


J. G. McCallum, former Walla 
| Walla (Wash.) Pontiac dealer, has 
bought the Chevrolet and Buick 
| dealership of Price Chevrolet Co., 
Milton-Freewater, Ore. Leigh Price, 
who operated the dealership for 25 
| years, has entered the automobile 
| finance business. 

+ ° * 


Sowell Buys Out Jarrad 


Ernie Jarrad Motors, Pasco, Ore., 
has been purchased by Linn Sowell, 
Richland, Wash., owner of Linn 
Motors. Sage Motors is the new 
name of the former Jarrad Dodge- 





Right at your elbow... 


An automotive executive is 
always pressed for time. United 
States Rubber Company helps 
lighten the pressure. Just a fast 
phone call (Trinity 4-3500) 
will put at his service “U.S.” 
sales engineers, located in the 
New Center Bldg., Detroit. 
These men are the liaison be- 
tween the automotive man and 
the ‘“‘U.S.”’ plant at Fort 
Wayne. They can instantly put 
in motion the brains and equip- 
ment for solving any problem 
involving engineered rubber 
and plastic parts, rubber- 


UNITED STATE 


bonde 
make 
trucks 


motive 
person 


Sav 


d-to-metal parts—to 
America’s cars and 
run better. 


At Fort Wayne is one of the 
most advanced and extensive 
laboratories serving the auto- 


industry. Its scientific 
nel, aided by experience, 


research data and ultra-mod- 
ern equipment, have one goal 
—to make your product last 
longer, function better and 
more economically. 


e your time.. Call 


Trinity 4-3500, ask for Me- 
chanical Goods Division, or 


write to address below. 


“U.S.” R 
“TU. s.” 


S RUBBER 


esearch perfects it 
Production builds it 


COMPANY 


Automotive Sales, Mechanical Goods Division, New Center Bldg., Detroit 2, Michigan 


Plymouth dealership, Sowell ha: 

named H. B. Rawson, formerly o 

Eugene, Ore., as sales manager 

Paul Sipple will be service manager 
* * ~ 


Fleigh Appoints Sentz 


As General Manager 

Irvin H. Sentz, engaged in th« 
auto business in the Baltimore 
area for 30 years, has been ap 
pointed general manager of Bot 
Fleigh, Inc. (Studebaker), Balti. 
more, 

The firm has remodeled its of 
fices, waiting room and parts de- 


partment, 
+ + + 


Gerelick Takes Over 


Phil Gerelick has become sole 
owner and president of the Ford 
dealership at 4719 N. 30th St., 
Omaha, having purchased the in- 
terest of Vincent J. Burkhard, 
former president. The firm name 
has been changed to Gerelick 
Motors, Inc., and Floyd Perlmeter 
has been appointed sales manager. 

* + + 


Thornton Joins Dunn 


R. L. Thornton, who has had 16 
years’ experience in the auto busi- 
ness, has been appointed general 
manager of Dunn Motor Co, (Lin- 
coln-Mercury), Marshall, Tex, Since 
1945 he had been sales manager of 
— Motor Co. (Ford), Carthage, 

ex. 





Crivelli Expands 


Crivelli Bros. Sales & Service, 
| Inc., McKee’s Rocks, Pa., has en- 
|larged its service department by 
| adding 2,500 square feet of storage 
| space, according to J. B. Crivelli, 


| president. 


* * * 


Burke Names Berry 


| Richard R. Berry has been named 

general sales manager for Jim 
Burke Buick, Birmingham, Ala. 

| * 


* * 


Rose Joins Rudolph’s 
Gordon Rose, former sales man- 
ager for O’Reilly Chevrolet Co., 
Tucson, Ariz., has been named sales 
manager of Rudolph’s Chevrolet 
Co., Phoenix. Rose succeeds Rex 
Hudgens, who retired due to illness. 
* * * 


Spencer Deal Sold 


Jess J. Gard and Byrle H. 
Hunter, former officers of Inter- 
state Tractor & Equipment Co., 
Portland, Ore., are the new own- 
ers of the Chrysler - Plymouth 
dealership in Hillsboro, Ore. It 
was formerly owned by Tom M. 
Spencer, and his son, G. H. 
Spencer, under the name Spencer 
Motor Co. New name of the firm 
is Hunter-Gard Motors. 

” * * 


McIntosh Joins Suburban 


E. L. McIntosh, who formerly had 
his own dealership, has been named 
general manager of Suburban Nash, 

Inc., Richmond, Va. Kathleen Keck 


is president. 


* * * 


Bates Selects Woodruff 


E. W. Bates, president of the new 
Bates Chevrolet dealership in Ar- 
cadia, Calif., has announced the ap- 
pointment of Harold L. Woodruff 
as general sales manager. 

* x *~ 


Sales Up to Schreiber 


Alvin E. Schreiber has been ap- 
pointed general sales manager of 
Dave Waite Pontiac, Inc., 1275 Main 


St., Buffalo. 


* * * 


Parker Buys Building 
A. A. Parker, owner of Parker 
Chevrolet Co., Salem, O., has pur- 
chased the building of Gray Motor 
Sales. Gray will retain its Packard 
|dealership, moving it to another 


| location. 


* * * 


Fremont (O.) Merger 
Fairall Motor Sales (Kaiser), 
Fremont, O., has taken over Find- 
| ley & Bennett Auto Sales (Willys). 
| * *~ * 


30th for Bobb 


Bobb Chevrolet Co., Columbus, O., 
| has observed its 30th anniversary. 
| George C. Bobb, president, and all 


| other officers have been reelected. 
* * *” 





Berg Sells to Howell 
Berg Motor Co. (Dodge - Plym- 
outh), Larned, Kans., has been sold 
by Orrin Berg to Dale Howell, of 
Larned. The new business, located 
at 823 Broadway, will be conducted 

(Continued on Page 31, Col. 1) 
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Doings 





(Continued from Page 30) 


as Dale Howell Motor Co, There 
will be no changes in personnel, 
Howell said. Keith Fell will remain 
as head of the service department, 
and Fred Mosser will head the 
parts department. 

a + * 


Cargill Buys In 
Robert F. Cargill has purchased 
a half-interest in Stewart Motor 
Sales, Sidney, O., and the name will 
be changed to Stewart-Cargill Mo- 
tor Sales. 


* * * 





Dodge Deal for Morrill 
J. Nathan Morrill, a Studebaker 
dealer in Santa Paula, Calif., for 
seven years, has switched to 
Dodge-Plymouth. 
= * + 


O’Neill Plans Building 
O’Neill Motors, 1774 Main St. 
Buffalo, has received a permit to 
erect an office building on its prem- 


ises. 
* * * 


McKee Heads Dealer Group 


In Washington County, Ore. 

Myrl L. McKee, of Hillsboro, has 
been elected president of the Wash- 
ington (Ore.) County Automobile 
Dealers Assn. He succeeds Hans 
Streitwieser. 

Herb Damerow, of Beaverton, is 
vice-president; Don Cady, of Hills- 
boro, secretary, and Don Mac- 
Kenzie, of Hillsboro, treasurer. 

* * * 


K-W, Packard Deal. 


General Automotive (Willys- 
Packard), Nampa, Id., has added 
Kaiser to its lines. Milt Minor man- 
ages the dealership. 

* a * 


GMC for Ross Motors 
Ross Murry, of Ross Motors 
(Chrysler - Plymouth), Newport, 
Ore., has bought the GMC truck 
business of Mitchell Pontiac. 
* * x 


Charter for John’s 
John’s Chevrolet, Inc., 310 Penn 
St., Hollidaysburg, Pa. has been 
incorporated by the State. 
Ba * * 


Idaho Dealers Association 


Names Highway Group 
Appointment of a highway 
committee has been announced 


by Lawrence Heagle, president 
of the Idaho Automobile Dealers 


Assn. 

Fisher Ellsworth, of Idaho 
Falls, will serve as chairman, as- | 
sisted by James McMonigle, of 
Lewiston, and Frank Bevington, 
of Nampa. 


* * 
Youree Names Krueger 
Ernie Krueger has been named 
service manager of Youree Motor 
Co, (Oldsmobile-GMC), Twin Falls, | 
Id. 
s * * 
Altoona Firm Organized 
Good Chevrolet, Inc., 3200 Beale | 
Ave., Altoona, Pa., has been incor- 
porated by the State. 
* * * 


Gore Appoints Benham 
J. H. Benham has been named 
service manager of Gore Motor Co. 
(DeSoto - Plymouth), Twin Falls, 
Id. 
7 a 


a 
Buick Deal Chartered 

DeMay Buick, Inc., Tyrone, Pa., 
has been incorporated by Robert 
P. DeMay, Paul A. and 
Allen Donald DeMay, all of Holli- 
daysburg, Pa. 
* 


+ * 


Brost Appoints Walker 


Richard W. Walker has been ap- 
pointed new-car sales manager of 
Brost Motors Inc. (Dodge - Plym- 
outh), 1291 Main St., Buffalo. 

oa * * 


City Cab Picks Pontiac 


City Cab Co. has purchased four 
Pontiacs from Shaver-Cross (Pon- 
tiac), LaPorte, Ind. 

+ ” 


* 


Pioneer Opens Branch 


Pioneer Equipment Co., 317 W. 
Walnut St., Herington, Kans., In- 
ternational Harvester truck and 
implement dealership, held its 
grand opening Feb. 27. Norman 





Albrecht is manager. The new firm 
is a branch of the home office at 
Abilene, Kans. 


* * * 


Stanley Sells Deal 


Fred Stanley, dealer in Monte- 
zuma, Kans., for 32 years, has sold 
his Ford dealership to John and 
Vernon Unruh, farm implement 
dealers in Montezuma. The new 
owners now operate the business 
under the name of Unruh Brothers. 

+ * ao 


Warsaw Police Buy Buick 

The new city police car, recently 
purchased by the police department 
of Warsaw, Ind., is a Buick bought 
from Bledsoe Buick. 


* * x 


Mass. Dealer’s Bookkeeper 


Accused of $17,500 Theft 


Robert H. Mason, bookkeeper for 
Old Colony Motors, Inc., Mansfield, 
Mass., has been charged with lar- 


New FRAM 
“Beet Seller 


ceny in the alleged embezzlement of 
$17,500. 

Assistant District Attorney John 
W. MclIntyre said Mason obtained 
the money by altering the bank de- 
posit slips of the firm. McIntyre 
said that Alfred Sarro and Anthony 
Porfido, owners of the firm, were 
unaware of the thefts until in- 
formed by detectives. 

McIntyre quoted Mason, 27, as 
saying he began taking the money 
to finance the building of a house 
after his marriage, then started 
losing heavy bets on horse races. 

* = * 


Kaye-Packard Builds 


Construction has begun on a new 
showroom and service department 
building for Kaye-Packard, 957 
Central Ave., Albany. The structure 
will cost $100,000. 

* 


+ * 


Gateway Purchases Lot 
Gateway Auto Sales, Inc. has 
purchased a large plot of land at 
890 Central Ave. Albany, for a 
used-car lot. 
* +. oa 


Schroeder Turzs to Cars 


Martin A. Schroeder, a former St. 
Louis businessman, has been ap- 
pointed Studebaker dealer in Sara- 
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sota, Fla. The business will operate 


as Sarasota Motors, Inc. 
* * * 


Boyd-Straus Moves 


Boyd & Straus (Ford), Glen 
Burnie, Md., has moved into its 
quarters at Governor Ritchie High- 
way and Marie Avenue, pending 
completion of the firm’s new build- 
ing. The dealership is owned by 
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Leonard A. Boyd and Louis G. 
Straus, formerly with Behrend 
Bros., Inc. 

LJ cm * 

Terry’s Buys Building 
Bill Terry’s, Inc. (Buick), Jack- 

sonville, Fla., has purchased the 
building of Joseph H. Walsh Co. for 
$200,000. Remodeling is expected to 
be completed by Nov. 1. 

» * * 


B & F Dissolved 
B & F Oldsmobile Co., Lisbon, O., 
has been dissolved. Thirl Flugan 
has retired and the business will 
now be operated by Leland Biggins. 
* 


+ + 
Incorporated in Kansas 
H & M Buick-Pontiac Co., Inc., 
Atchison, Kans., has been incorpo- 
rated. 
a * ” 
Bell Wins Award 
Thomas C. Bell has been awarded 
a suitcase as Cleveland’s best Chev- 
rolet salesman, He’s with Kinsman 
Chevrolet. 
* ‘ 


Stoffer Elected 


The Cuyahoga County (O.) Willys 
Dealers Assn. has elected Wade 
Stoffer as president. Other officers 

(Continued on Page 46, Col. 3) 








Popular VACATION BOOK—FREE 






This beautiful, 68 page FRAM “Vacationland 
America” Book, describing vacation trips all over the United States 
& Canada, builds filter profits. Fram offers it to your customers 
Free—for a Fram boxtop! It’s a terrific sales booster pro- 
moted in national magazines, newspapers and in Fram Vaca- 
tionland America, starring John Cameron Swayze on “Today’ 
(NBC-TV) with Dave Garroway. (In California on “Panorama 
Pacific.”) Cash in—stock and sell the complete Fram line! 


e] Se ae 1d 


with FRAM boxtop ! 


Ewa 


FRAM CORPORATION, Providence 16, 8.1. 
Fram Canede Lid., Stretford, Ont, 
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NEW PRODUCTS 


been announced by St. Paul Hy- 
draulic Hoist, Wayne, Mich. 

One model is operated only in 
the forward 1-2 low-range speed 
of the transmission. The other 
model can be operated in both the 
forward low range and reverse 
speed. Either model can be used 
for hoisting operations. 

* 


CAN CRUSHER—Pres-A-Kan is an auto- 
matic oil can crushing machine operated 
by compressed air. Crushed cans fall into 
a storage bin inside the machine, with 
room for 800 to 1,000 crushed cans. It is 
available in two models, a _ barrel-top 
machine which fits on top of any standard 
55-gallon oil drum, and a cabinet model 
which accommodates 100-pound grease 
drums. National Metal Products Co., Inc., 
2720 Cherry St., Kansas City, Mo. 


HEADLIGHT DIMMER—This 
unit which is mounted behind the rear- 


ly that the driver hardly notices beam 
changes. Designed to dim lights when 
1,000 to 1,500 feet from an approaching 
cor, the unit also permits the driver to 
hold the high beam by normal pressure on 
the regular dimmer control. McCulloch Mo- 
tors Co., 6101 W. Century St., Los Angeles, 
Calif. 


* 





INNER FRONT WHEEL BEARINGS 


* 


RINGS 


OUTER FRONT WHEEL BEA 
REFLECTIVE TAPE—A retail package of | a 

Scotchlite contains a two-foot strip of red 

or silver Lite-c-Bumper tape which glows 

in the dark. Minnesota Mining & Mfg. Co., 


900 Fauquier St., St. Paul 6, Minn. 


WHEEL BEARING — Two new tapered | 
roller bearings are designed to handle | 
| the loads of the front wheels of 80 per- | 
cent of new cars equipped with roller 
bearings. They are smaller and more com- 
pact, featuring less unsprung weight and 
thus a smoother ride. It is also claimed 
| that less lubricant is required. Timken | 
| Roller Bearing Co., Canton 6, O. 
| ” * * 


BRAKE SHOE DE-BONDER—This combi- | 
nation of brake shoe de-bonder and fume | 
disposal unit is said to remove 500 shoes | 
per hour with one operator, without smoke 
or odor. Annealing and warping of shoes | 
are eliminated while linings are burned | 
off, extending working life of the shoes, | 
says R. G. White Engineering Co., 1338 | 
Atlantic Ave., Brooklyn 16, N.Y. 


* 





* * 


POWER BRAKE DRIVE—A _ promotional 
kit for its “feather touch” power brakes 
has been compiled by Marvel-Schebler 
Products Division, Decatur, Ill., in coopera- 
tion with Borg-Warner Service Parts Co. 
The kit includes wall posters, pennants, 
window streamers, a series of jumbo post- 
cards, advertising mats and radio spot 
scripts. 


BATTERY FLUID—Deeminac is a re- 
placeable deionizing filter which is said 
to dispense mineral-free water into the 
battery. Crystal Research Laboratories, 
Inc., 29 Allyn St., Hartford 3, Conn: 

S84 


2 Power Takeoffs Offered 
For Hydra-Matic Trucks 


CARRYING UNIT—The Brownie Carry- 
All is mounted on removable semi-pnev- 
| matic rubber-tired wheels and designed 
| for easy handling of towing equipment. It 


Two new-model power takeoffs 
for GMC heavy-duty trucks with 
Hydra- Matic transmissions have 


| holds a tow bar, including cables, safety 
chains, license plates, covers, lights and 
flares. Tow Bar Sales Co., 40 S. Clinton 
| St., Chicago 6, Ill. 





TAPERED MUFFLER—The Taper-Tone Red 
Top muffler features a thick layer of 
fiber glass and tone control, both of 


| which, it is claimed, combine to reduce 


noise and produce a pleasing tone. The 
core of the muffler has louvered openings 
which pass the exhaust gases into the 
chamber. Automotive Engineering, Inc., 
1112 S$. Wabash Ave., Chicago 5, Ill. 


automatic | 


view mirror, is claimed to work so smooth- | 


BATTERY CARRIER—This unit has a tele- | 


| scopic handle and a positive clamping 
action. The pull on the terminals is 
straight up, eliminating any tendency to 
bend the posts. It fits all standard bat- 
teries and makes lifting easier. Western 
Mercantile Co., 7402 Santa Monica Bivd., 
Los Angeles 46, Calif. 


* * 


the needs of high-powered vehicles 
under all weather conditions. They 
will not form a dangerous vapor 
lock or boil off when subjected to 
the tremendous heat generated by 
present-day braking systems, the 
firm said. 


SPRAY GUN NOZZLE — Model 66SF is 
designed for a siphon setup. The nozzle 
is specifically designed for use on the 
Binks Model 18 spray gun. It provides 
double atomization, and gives 15 percent 
faster flow of fluid and smoother finishes, 
according to Binks Mfg. Co., 3122 W. 
Carroll Ave., Chicago 12, Ill. 


BRAKE FLUID METER—The Brak-Meter 
| shows at a glance the amount of hydraulic 
| brake fluid left in the car. It is installed 
on the top of the master cylinder of Ford, 
Mercury and Lincoln cars (1952-54). Helms 
Industrial Development Co., 2730 Scotten 
Ave., Detroit 10, Mich. 


WINDSHIELD WASHER—The Big Shot, 
which draws no power from the car's 
battery, if said to provide protection 
against jet-choking and supply a large 
surge of water. It operates by toe pres- 
sure upon the Surge-Meter which sends 
two metered shots against the windshield. 
Anderson Co., Gary 40, Ind. 


ae. 


BATTERY—This 120-ampere-hour, six-volt 
battery features 51 plates and Deepwell 
construction which is said to allow 60 per- 
| cent more water above the plates. The 
battery needs servicing only three times a 
| year under normal driving conditions, ac- 
| cording to Gould-National Batteries, Inc., 
St. Paul 1, Minn. 





CARBURETOR CLEANER — Carb-Aid, its | 


maker says, is a gum-dispersing solvent 
which cleans the carburetor without need | 
for dismantling it or taking it off the en- | 
gine. The solvent comes in a kit which | 
includes a fitting to plug off the gas line, | 
an adapter which attaches to the carbv- | 
retor in place of the gas line, a plastic | 
tube for connecting the adapter to the 
can, special clips and a brush. Lubaid | 
Co., 3270 S. Third St., Milwaukee, Wis. 


= * * 


CHROME PROTECTOR—The Chrome! 


Beauty Kit contains one eight-ounce bottle 
each of chrome protector and chrome rust 
remover. Choldun Mfg. Corp., 331 East 
St., New Haven, Conn. 
~ * 


‘DuPont Adds 2 Grades 


To Brake Fluid Line 


Heavy-duty and moderate grades | 
of brake fluid have been added to 
the DuPont No. 7 line, produced by 
E. I. duPont de Nemours & Co., 
Wilmington, Del. 

The brake fluids are said to meet 





WHEEL LIFTER — The Easy-On weighs 
only one pound. It is put through the 
two bottom holes in the rim and aids in 
centering the rim on the hub. Wheel 
Lifters, Inc., 1900 Main St., Boise, Id. 

* * * 

BELL WARNING—The Ding-Dong is car 
warning with a resonant tone. It is made 
of rustproof, polished steel. Sutone Corp., 
1008 S. Towne, Los Angeles 21, Calif. 

* * * 


PUMPS 
er 
218 


SPARK PLUG CLEANER—Model 400 is 
a combination cleaner and tester in a 
cabinet with visual indicators and a tool 
drawer. It incorporates a new design) 
which is said to separate dust and carbon | 
from usable cleaning compound. The | 





FUEL PUMP CATALOG—Gives informa 


cleaner is available as a single unit with- 


tion on cars and trucks and specification 


out the tester. Edmund J. Wudel Mfg.| of fuel pumps, repair kits, fuel filters, dic 
Co., 6082 Ferguson Drive, Los Angeles | phragms, glass bowls and gaskets. Ker 
22, Calif. | Mfg. Co., Fair Lawn, N. J. 











High ways & Safety ‘ere 


Psychologists View | 
Dangers in Driving 


By Gerhardt Neuman 
Staff Writer 

= psychological side of traffic 

safety. is still territory unex- 
plored it wide stretches, but it 
appears that sci- 
entists are begin- 
ning to develop 
some interest in 
this subject. 

Reports about 
an unusually high 
accident rate on 
a lightly traveled 
160-mile section 
of US-66 between the Arizona-New 
Mexico border and Albuquerque 
aroused the curiosity of the Insti- 
tute of Transportation and Traffic 
of the University of California, and 
led to a study. 

According to a summary in the 
April issue of Public Safety, sta- 
tistics showed that about 10 per- 
cent of all drivers killed on this 
road were California drivers. 

The probers studied hypoxia, or 
altitude sickness; hypnosis, or 
sleep-inducing factors in driving, 
and trip geography, or the miscal- 
culation of trips and time to make 
them. 





LTITUDE sickness was found 
to impair night vision and in- 
crease the pulse rate. In some 
cases it brought about sleepiness, 
headaches and weakness. 
Hypnosis led to the driver’s in- 
ability to appreciate his actual| 
speed on terms of stopping dis- 
tance, or it manifested itself as a 
state of trance after traversing 
miles of monotonous highway. 
geography revealed that 
many drivers miscalculate travel 
time and effort and display a 
performance letdown on the last 
stretch of a trip. 
Other factors brought out by the 
study included a tendency to at- 
tempt to cover too great a distance 


Turnpike Bills 
Enacted in Va. 


A bill creating a Virginia Turn- 
pike Authority to build a toll road 
from Richmond to Petersburg has 
been enacted. 

Also enacted was a bill setting 
an authority to construct a toll road 
from the end of the Virginia Turn- 
pike, near Bluefield, to a point in 
North Carolina near Mount Airy. 
This project would provide another 
link in what may become a toll 
highway from the Great Lakes area 
to Florida. 

Opposition to the Richmond- 
Petersburg project has been voiced 
by a group of Petersburg business- 
men who contend that $2 million of | 
planned expansion in business along 
the pike south of Richmond already 
has been canceled for fear that the | 
toll road would be built and trade 
opportunities thereby diminished. 

= 


Good Sense 


Grocer Starts Safety Drive 
‘To Stay in Business’ | 

Eli Borwick, Portsmouth (N.H.) | 
grocer, has designed his own safety | 
plates and presented the insignias | 
to two Portsmouth officials, Mayor | 
Theodore R. Butler and City Man- | 
ager Robert C. Violette, as well as | 
Mayor Thomas Keenan of Dover. 

The markers read: “It’s Better to | 
Be Late, Mr. Motorist, Than to Be | 
the Late Mr. Motorist.” 

The grocer, a driver himself for 
more than 25 years, explains: “I 
don’t do business with cemeteries, 
so I figure it’s only good sense to 
do what I can to keep people from 
killing each other in highway acci- 
dents.” 





Cargo Securing 

PLYMOUTH, Mich.—The West- 
ern Pacific Railroad has had 10 
of its box cars equip with Evans 
DF Loaders, according to Evans 
Products Co., Plymouth. The DF 
uses wood and steel cross members, 
locking into car wall belt rails, to 
prevent lading from shifting in 
transit. 





‘counted for many accidents for 





the first day of a long trip, and, 
a tendency to change plans at the} 
end of the trip and attempting to 
travel too far in the time allotted. 

Survey results indicated that the 
psychology of trip geography ac- 





which no other explanation has 


Cast of Plymouth TV Show— 
been offered. | 


oe | Plymouth's show, “That's My Boy,” is televised every Saturday night over the CBS 
| network. Here, at a preview of the show, are (from left), Dan A. Ringis, Los Angeles 
Breage problems are discussed | plant manager; Lucille Pieti, Chrysler Corp. factory representative and authority on the 

in an article in the last issue show's commercials; J. van Hull, assistant plant manager; Gil Stratton jr., “Junior” of 
of Tax Economics Bulletin. It iS) the cast; Eddie Mayehoff who plays Jarrin’ Jack Jackson; Rochelle Hudson, who plays 
pointed out that modern express- ' rs, Jackson; Robert C. Burlan, west zone manager of Plymouth; Glen M. Bell, Los 


arin. Sandie ics ee eae | Angeles manager for Plymouth, and Ralph F. Anderson, general auditor. 


trol. 
“The question is being asked,” , traffic lights lulls many drivers into, curves to counteract highway hyp- 


the article says, “if perhaps our | false sense of security. nosis. For instance, the Ohio Turn- 
superhighways are being built to Authorities in many states are | pike will have constant curvatures 
such perfect standards that they| therefore considering steps to |so that the driver will be forced 
are encouraging the greatest ac-| control speeds and enforce traffic | to pay attention to the road. 
cident hazard of all—that of speed.” | rules. “The growing recognition,” con- 
It is pointed out that elimina-| There is also a growing tendency | cludes the article, “that the human 
tion of curves, grade crossings and to build expressways with sufficient | factor is the primary cause of most 





— 


an 


accidents is one of the most en- 
couraging trends in the field of 
highway safety. In the final anal- 
ysis, the safe operation of a vehicle 
depends on the driver. Safe drivers 
make safe highways.” 

aa * * 





HE mechanical factor of vehicles 

in need of repair, however, is 
not overlooked. Otto F. Messner, 
Pennsylvania State Revenue secre- 
tary, writes in a recent article in 
State Government that the Penn- 
sylvania program of periodic car 
inspection “is the most practical 
way to keep unsafe cars and trucks 
out of circulation.” 

Messner says that more than 
10,000 stations conduct nearly 
seven million inspections annually 
and that, as a result, fewer than 
three percent of all accidents in 
Pennsylvania can be blamed on 
faulty mechanism. The national 
percentage is more than eight 
percent. ; 

“The Pennsylvania auto owner 
recognizes still another advantage,” 
he says. “Because his car or truck 
has had to be kept in good work- 
ing order throughout its lifetime, 
it has higher resale price and com- 
mands a better trade-in allowance 
than a motor vehicle from a state 
without a system of periodic in- 
spection.” 





In Chicago, it takes 2- 
to- get your sfory across 


No single daily newspaper reaches 
even half your Chicago-area pros- 
pects. It takes Two. For greatest 
unduplicated coverage, one must 
be the... 





CHICAGO 


= 
SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


REPRESENTED BY: SAWYER-FERGUSON-WAL «Li CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 
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Scribner was in the central indus- 
trial relations office of that cor- 
poration since 1949. He entered the 
industrial relations field in 1945 
with Pontiac. 

” 


Auto Personnel 






Delco Promotes Lakin, 
Rasper and Richter 


Three promotions in the sales 
section of the Delco products divi- 
sion of General Motors have been 
announced by J. 
N. Tilbrook, Delco 
sales manager. 

Robert Lakin, 
manager of the 
Detroit branch 
office of Delco, 
has been promo- 
ted to the position 
of assistant sales 

manager with 
: @ headquarters in 

Se Ns Dayton, oO. 

— Mark Rasper, 
who was supervisor of shock ab- 
sorber and actuator sales, has been 
promoted to manager of the De- 
troit office. 

Charles Richter, formerly sales 
engineer in the Detroit office, will 
now serve as supervisor of shock 
absorber and actuator sales at 
Dayton, 

All three have been with Delco 
many years. 

* 


General Motors Acceptance Corp. | committee chairman who is retiring 
has announced the opening of three | from operations, will continue as 
hew purchase branches and a field directors. 
branch. : 5: 

Ralph A. Dickey jr. is manager Duval Appointed President 
of a purchase branch in Greenville, 

Miss. E. D. Davis has taken over Of Michiana Products Corp % 
the purchase branch in LaGrange, | Nathaniel E. Duval, former 


ice-preside md director of 
Ga., and E. L. Stratton has been| VCe-P" nt @ 
put in charge of the purchase Massachusetts Mohair Plush Co., 


, inted president 
branch at Lorain, O. The new field| /"¢., has been appo 
branch in South Gate, Calif. is| of Michiana Products Corp., 


Michigan City, Indiana. 
es - - _— Duval succeeds Otto M. Carry, 


Chicago, who is retiring after 
Caterpillar Traétor Elevates | ao as ee procitent 
| for 25 years. wal firs ame 
Neumiller to Chairman | connected with Michiana when he 
Louis B. Neumiller, of Peoria,| was elected to the board of di- 
Ill, has been lected chairman of} rectors three years ago. 
the board of Caterpillar Tractor | 6) 26 
Co. He succeeds Harry H. Fair, who ‘ 
has resigned. -Neumiller joined Packard Appoints Scribner 
Caterpillar in 1915 and rose to Industrial Relations Chief 
president in 1941. 4 Charles D. Scribner, 44, has been 
Hermon 8. Eberhard, executive| named industrial relations vice- 
vice-president since 1950, was | president at Packard, James J. 
named president. | Nance, president, announced. 
Fair and B. C. Heacock, executive’ Formerly with General Motors, 


. * « 









College Given Dodge Engine— . 

The engineering department of Clemson College was given a Red Ram 140-horse- 
power V-8 engine by Dodge and the central service division of Chrysler Corp. in a 
ceremony at Welborn Motor Co. (Dodge-Plymouth), Anderson, S.C. Shown (from left) 
are W. Keys Welborn; Jack Talley, Chrysler central service representative; W. A. 
Grace, Dodge district manager; Prof. B. E. Fernow, head of the Clemson mechanical 
engineering department, and Prof. Alexander D. Lewis, head of the Clemson internal 


combustion laboratory. 








C.LT. Selects Shelton 
Jesse Lee Shelton has been ap-|in Greenwood, Miss., and Grenada, 

pointed district manager of the | Miss., according to G. L. Schaffer, 

Universal C.1.T. Credit Corp. offices | vice-president. 





= o 
Harrison Takes Post as Aide 


On Bendix Aviation Staff 


Crockett A. Harrison has joined 
the administrative staff of Ray- 
|mond P. Lansing, vice-president 
and group executive of Bendix 
Aviation Corp., Teterboro, N. J. 

Harrison formerly was sales vice- 
president of Fairchild Camera & In- 
strument Corp. He will assist Lan- 
sing in connection with the activ- 
ities of divisions manufacturing 
precision components and acces- 
sories for the aviation and indus- 
trial fields. 





* * * 
Hooley to Head Detroit Oj*ce 
Of United States Lines 
United States Lines will open its 
own district freight office in De- 
troit May 1, according to V. J. 
| Freeze, freight-traffic vice - pres- 
ident 
James H. Hooley, who has been 
in charge of the shipping firm’s 
r district office in Cleveland, will be 
manager of the new office. 
+ + * 
Chrysler Corp. Appoints 
Plant Protection Chief 


Appointment of Dan H. Keller as 
commissioner of plant protection 
for Chrysler Corp. has been an- 
nounced by C. J. Snyder, operating 
manager. 

Keller succeeds Ben Gunner who 
has retired. Keller joined Chrysler 
as a patrolman in 1939. In Novem- 
ber, 1950, he was appointed exec- 
utive assistant to the commissioner, 
and in 1953 he became superintend- 


ent of plant protection. 
* . * 


Barrett Moves Henderson 


To National Sales Post 


A. M. Henderson has been ap- 
pointed assistant sales manager 
of Barrett Equipment Co., St. 
Louis. 

Henderson had been regional 
sales manager in New England. 
In his new position, he will assist 

| in the development of planned 
sales programs. 
cs 





x * 


Goodrich Division Names 
| Duffy, Hartquist in Sales 


“All | know is, it helps me sell” 


America’s car dealers and independ- Most and dealers like 





“’'m no judge of advertising, but 
when it comes to things like cars and 
parts and accessories, the only kind 
that does me any good is local sup- 
port—and that’s what I get in Farm 
Journal and Town Journal.” 

Mister, you’re a pretty good judge 
of advertising. So are a lot of other 
people» in the automotive business. 
That’s why more and more of. them 
are advertising their products in the 
Country-Side Unit—the combination 
of Town Journal and Farm Journal. 
Why? Because the Country-Side Unit 
sells the Country-Side Market—Amer- 
ica’s biggest Automotive market, by far. 


ent repair shops. 

Farm Journal, of course, is Amer- 
ica’s largest, most successful farm 
magazine. Town Journal is the only 
dual appeal magazine devoted exclu- 
sively tu Country-Side family interests. 
Together, they reach and influence 
more of the best customers in 
America’s biggest automotive market 
than any other publication — over 
4,380,000 families. 


Farm Journal evens lett wie) 


jobbers 
another thing about advertising sup- 
port in the Country-Side Unit: local 
coverage. Most say that advertising 
in the Country-Side Unit gives them 
support among their own best custom- 
ers and prospects like a local news- 
paper. You can see why this is so if 
you send for the Country-Side Analy- 
sis Folder for your territory. It’s free. 
Just write Dealer Service Department, 
Farm Journal, Inc., Philadelphia 5, Pa. 


THE COUNTRY-SIDE UNIT... 





M. F. Duffy has assumed the 
duties of eastern zone manager for 
the associated tires and accessories 
division of B. F. Goodrich Co., Ak- 


|.ron. He formerly was northeastern 
| zone manager. 


W. A. Hartquist has joined the 
division as field merchandiser in 
the north central zone. He formerly 
was budget and general store super- 
visor for Brown Auto stores. 

. * * 


| Tide Water to Send Chapmun 


To Japan, Return McCall 
Irving E. Chapman will replace 

Edward P. McCall as vice-president 

and director of Mitsubishi Oil Co., 


More than half the people in 4,380,000 of the best families Ltd. with headquarters in Tokyo 
America live here—in towns under = concentrated in America's biggest it has been announced in San Fran- 
10,000 in crossroads villages, and on automotive market cisco by Lloyd F. Bayer, vice-pres- 


::farms. These peopie buy more than 
half of the cars in America. They 
account for well over half the service 
business. They support the majority of 





SELLS THE WHOLE 
COUNTRY-SIDE MARKET 


ident of Tide Water Associated Oil 
Co. Tide Water Associated has a 
50 percent interest in Mitsubishi. 
McCall is returning to Tide Wa- 
(Continued on Page 37, Col. 1) 
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(Continued from Page 36) 


ter service in the United States 

after having completed assignments 

in the Philippines and Japan since 

1948. Chapman has been with Tide 

Water since 1928. ; 
* 


* * 


Johnston Gets Sales Post 


Gordon Johnston has been ap- 
pointed trade sales manager of 
Rinshed-Mason Co. of Canada, Ltd., 
Windsor, Ont., according to Fred- 
erick G. Weed, R-M president. 

+ * * 


Ewers to Manage Sales 


Of Ford Detroit District 


C. B. Ewers has been named De- 
troit district sales manager of the 
Ford division, according to Paul | 
Larson, Great Lakes regional sales | 
manager. 

Ewers had been assistant re- 
gional sales manager since early 
this year. He succeeds Rolland R. 
Anfin, who was appointed south- 
western regional sales manager. 


* x * 
Jackman Elected 
Leon E,. Jackman, controller, 


Holley Carburetor Co., has been 

elected to membership in the Con-| 

trollers Institute of America. 
* * * 


Hudson’s Vidal Promoted 


To Brigadier-General 


Felix L. Vidal, director of labor 
relations of Hudson, has been ap- 
pointed a brigadier-general in the 
Air Force Reserve. 

Vidal, who commands the 439th 
Fighter-Bomber Wing based in 
Selfridge Field, Mich., has been 
active with the Air Force and in 
the reserves for 20 years. 

* = * 


Secor’s LOF Sales Territory 


Now Includes Philadelphia 


Sales of Libbey-Owens-Ford fiber 
glass insulation and yarns in the} 
Philadelphia area are now being 
handled through LOF’s New York 
office by Field Representative 
James J. Secor jr., according to C. 
F. Hegg, general sales manager for 
LOF’s fiber glass division. 

Secor’s territory was extended to | 
include Philadelphia following the | 


resignation of C. F. Moore. 
* x * 





Maker of Superchargers 


Opens Detroit Office 

McCulloch Motors Corp., Los 
Angeles manufacturer of - auto- 
motive superchargers, has opened 
a Detroit office in the General 
Motors Bldg. 

Allan Harris, manager of Mc- 
Culloch industrial supercharger 
sales, heads the Detroit office. 
Edward Nimitz, formerly on the 
engineering staff of Kaiser-Willys, 
has joined the office as technical | 
representative. 

The new office will provide en- | 
gineering and sales data on Mc- | 
Culloch products to vehicle manu- | 
facturers and suppliers. 

* * * 


Dodge Names Wilson | 


Appointment of Alfred Wilson as | 
comptroller for Dodge Truck has| 
been announced by L, J. Purdy, 
general manager for trucks. Wil- 
son, who has been with Chrysler 
Corp. since 1925, had been manager | 
of the price study department since | 
1947. 


* x * 


Hackman Promoted 


H. J. Hackman has been promot- 
ed to assistant treasurer of Dayton | 
Rubber Co., according to A. L.| 
Freedlander, president. Hackman | 
replaces H. T. Burchard, who re- | 
tired March 1. 

* * * 


Ford Lists 5 Appointments 


In Tractor Manufacturing 


Appointment of an assistant gen- 
eral manufacturing manager and 
four manufaccuring department 
managers has been announced by | 
Ralph E. Hunt, general manufac- | 
turing manager of Ford Motor Co.’s 
tractor and implement division. 

A. E. Carter, formerly manager 
of the manufacturing engineering 
department, has been named assist- 
ant general manufacturing man- 
ager. Lyle W. Blanchard succeeds 
Carter. Blanchard formerly was 





manager of the production engi- 
neering department at the Mound 
road plant near Detroit. 

W. R. Phillips, formerly manager 
of the quality control department 
at the Highland Park (Mich.) trac- 
tor plant, has been named manager 
of the quality control department 
of the tractor and implement divi- 
sion. 

T. R. Kermou succeeds Phillips. 
He formerly was a quality control 
superintendent. F. W. Scooneas, 
formerly assistant manager of the 
engineering and planning depart- 
ment, has been named manager of 
the plant engineering department. 


Ford Makes 2 Appointments 


On Sales-Advertising Staff 
Two appointments within Ford 
Motor Co.’s sales and advertising 
staff have been announced by 
Walker A. Williams, sales and ad- 
vertising vice-president. 
James J. Heatherson was named 


manager of the product sales de- 
partment, and Douglas Brown was 
appointed manager of the adminis- 
trative department. 


Heatherson joined Ford in 1950 
and has been on the sales and ad- 
vertising staff since 1952. Brown 
joined the company in 1950 in the 
office of public relations. He was 
transferred to the sales and adver- 
tising staff in 1952. 


* * * 


Auto-Lite Elects Kelly 


As Vice-President 

Richard D. Kelly has been elect- 
ed a vice-president of Electric 
Auto-Lite Co., according to Royce 
G. Martin, president and chairman 
of the board. 

Kelly has been associated with 
Auto-Lite since 1942, and for eight 
years has been assistant to the 
vice-president handling the original 
equipment customers. 

* +. + 





| International Announces 


6 Sales Staff Changes 


T. E. Aughinbaugh has been pro- 
moted to assistant sales manager 
of the southern region for the truck 
division of International Harvester 


Co. Aughinbaugh formerly was as- 





| 





This strange contraption was | 
built in 1922. 


| 





sistant district sales manager at 
Indianapolis. 


Other changes in International 
| truck district management include: 


J. E. Davis, formerly assistant 
district manager at Detroit, has 


a similar capacity. 





been transferred to Indianapolis in | 


comptroller. 





J. W. Briggs, formerly branch 
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manager at Salt Lake City. has 
been promoted to assistant man- 


| ager of the Salt Lake City district. 


D. M. Leonard, formerly assistant 
district manager at Springfield, IIL, 
has been transferred to Detroit in 
a similar capacity. 

W. L. Topf, formerly assistant 
district manager at Davenport, Ia., 
has been transferred to Spokane 
in a similar capacity. 

M. 8S. Whittington, formerly as- 
sistant district manager at Spo- 
kane, has been transferred to 


Davenport in fhe same capacity. 
| * * 


International Ups Carter 
John J. Carter has been named 


|comptroller of International Har- 


vester Co.'s truck division, succeed- 
ing G. D. Wade, who died Apr. 3. 
Carter previously was assistant 


* * * 


| Chrysler Personnel Director 


Retires After 38 Years 

Retirement of V. E. Blue, Chrys- 
ler Corp. director of personnel 
since 1945, has been announced by 
R. W. Conder, director of industrial 
relations. 

At the same time, Conder an- 
nounced appointment of C. G. 

(Continued on Page 38, Col. 3) 





Whats Best for Equipment 
Is Best for Replacement 


of Car Makers 
and Motorists 


Since 1927 


Original Equipment on 


4 Melt) ae) a 


10 Cars 


and Trucks on the Road! 


FLINT, 


AC SPARK PLUG DIVISION bem 


GENERAL MOTORS CORPORATION 
MICHIGAN 














Studebaker Plugs Economy Victory— 


A fleet of Studebaker Land Cruiser and Champion sedans—duplicates of the cars 
which won highest honors in the recent Mobilgas Economy Run from Los Angeles to 
Sun Valley, id.—has been assigned to field representatives of the South Bend regional 
branch to publicize the victories. From left are D. A. Metcalf, assistant regional man- 
ager; Paul R. Davis, general sales manager; Charlie Stuart, Indianapolis Studebaker 
dealer; C. K. Whittaker, Studebaker executive vice-president; A. F. Eissler, South Bend 
regional manager; Harold Morrissey, district manager, and T. F. Laughlin, assistant 
general sales manager. 





Fisher Body Fills Post 

Robert T. Daniels, industrial re-| safety, according to Ralph R. Nor- 

lations director of Fisher Body’s| dyke, general director of industrial 

tank plant at Grand Blanc, Mich.,| relations for the General Motors 
has been appointed director of | division. 
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Eschenbach as director of employ- 
ment and employe services to suc- 
ceed Blue. 

Blue had been associated with 
Dodge Brothers and Chrysler Corp. 
since 1916 when he joined Dodge | 
as safety engineer. Eschenbach, 
with more than 25 years experience 
in the personnel and labor rela- 
tions field, has been assistant di- 
rector of personnel for Chrysler 
Corp. since December, 1950. 


* * * 


Ford Division Names Chief 


Of Market Area Analysis 


Appointment of Philip N. Buck- 
minster as manager of the Ford 
division’s market area analysis 
department has been announced 
by L. W. Smead, general sales 
manager. 

Buckminster joined Ford Motor 
Co. in 1947 as a financial analyst. 





Later, he became assistant to the 
sales and advertising vice-presi- 
dent, and in 1952 was named ad- 


ministrative department manager 
on the sales and advertising staff. 


* * * 


Todd Named Assistant 


To Lamborn at Dodge 


David F. Todd has been appoint- 
ed staff assistant to Fred J. Lam- 
born, general manager of Dodge. 

Associated with Chrysler Corp. 
since 1951, Todd had been assistant 
to the general manager of the 
Chrysler jet engine plant near 
Utica, Mich., for the past 2% years. 


* * * 


'Chrysler Corp. Appoints 


Jocz Medical Director 


Dr. M. W. Jocz has been appointed 
director of Chrysler Corp.’s medical 
department, succeeding Dr. John 
J. Prendergast, who is retiring. 

Jocz joined Chrysler in 1941 and 
organized the diagnostic division of 
the company’s medical department. 
He was physician in charge until 
1945 when he became assistant 








iDitpet a, die, 243 8 





L-O-F Super-Fine Fiber-Glass insulates 
a car throughout against heat, cold and 
sound. Installed under the hood, it 
reduces high-frequency engine sounds, 
transmitted tire whine, and air stream 
whistle. 


Fiber-Glass i 


610 Fisher Building, 
Libbey-Owens:Ford Glass Com 





in cars of every price 


When Libbey-Owens:Ford introduced safety glass, 
it was at first specified for windshields only. Before 
long, its use was common in all windows of all makes 
of cars, including the lowest priced . . . Today, with 
tion used to some extent by cars 
in every price class, further and fuller applications 
are being studied by all automobile manufacturers. 


When the adoption of Fiber-Glass insulation for 


automobiles becomes universal, all cars will bring to 
their owners the best of all-around insulation 
against heat, cold and airborne sound. 


Our Detroit office will be glad to give you more 


Division, 554 Wayne Building, 


FIBER-GLASS 


information on quality automotive insulation— 
inity 5-0080. Or write: 


ny, Fiber’Glass 
oledo 3, Ohio. 





LIBBEY-OWENS-FORD GLASS COMPANY «+ 


FIBER-GLASS DIVISION + TOLEDO 3, OHIO 


medical director, a position he held 
until his present appointment. 
* * * 


Benson Ford a Co-Chairman 
Of Detroit Chest Drive 


Benson Ford, general manager 
of Lincoln-Mercury, has been 
named co-chairman in charge of 





Benson Ford Don E. Ahrens 


organization for Detroit’s Torch 
Drive this year, according to Don 
E. Ahrens, general chairman and 
general manager of Cadillac. 

Ford, who has been a director 
of the United Foundation since its 
inception in 1949, will be in charge 
of campaign organization. Henry 
Ford II, president of Ford Motor 
Co., was one of the founders of the 
United Foundation and has been a 
director ever since. His younger 
brother, William, last year served 
as major-industry chairman. 

Norman H. Strouse, vice-presi- 
dent of J. Walter Thompson Co., 
is promotion co-chairman. 

a *- * 


| Automotive Bin Service 


|Names Engineering Chief 
Promotion of Norman Hooper to 
manager of its engineering depart- 
ment has been announced by Auto- 
motive Bin Service Co., Detroit. 
Hooper will direct activities rela- 
tive to planographs, layouts and 
| special storage designs. 
+ * + 


Bassick Selects Foerth 


| As Vice-President 


Joseph T. Foerth, controller of 
Bassick Co., has been elected a 
vice-president. Bassick is a wholly 
owned subsidiary of Stewart- 
Warner Corp., Chicago. 

Foerth has been with the firm 
since 1912. 





” 


—, 


Brown Appointed Aide 


In Ford Service Department 


George E. Brown has been 
| named assistant manager of the 
| service department of the Ford 
division’s general sales office, ac- 
cording to Carl T. Doman, na- 
tional service manager. 

Brown succeeds J. F. McLean 
| jr.,who was promoted to manager 
of the truck sales department. He 
has been dealer services manager 
in charge of training and publica- 
| tions since 1952. He joined Ford 
| im 1950. 


* * * 


Commercial Solvents Aide 


| W. Ward Jackson has been named 
|}a@ vice - president of Commercial 
|Solvents Corp. Jackson, who will 
direct the company’s Petrochemi- 
cals division, formerly was general 
| manager of CSC’s industrial chemi- 
| cals sales department. He succeeds 
| Abbott K. Hamilton, who resigned. 
* 


x ~ 


Feedall Names Pecek 


| Coincident with the expansion 
| program of the Feedall Machine & 
Engineering Co., 38399 Pelton Rd., 
Willoughby, O., John Pecek has 
been appointed sales manager, it is 
announced by Lewis R. Winslow, 
|president. The firm makes auto- 
| matic hopper-feeding equipment. 
aa x 7 


Strauss Opens Office 


Perry Strauss, who has been ac- 
tive in the automotive accessories 
field for more than 27 years, has 
opened his own office as manu- 
facturers’ sales representative at 
5410 Wilshire Blvd., Los Angeles, 
and will cover California, Oregon 


and Nevada. 
x = * 


|AC Spark Plug Establishes 


2 Military Sales Offices 

The AC Spark Plug division of 
General Motors has opened mili- 
tary sales offices in Washington 
and Los Angeles, according to 
Joseph A. Anderson, general man- 
ager. 

The Washington office is at 1625 
I St. N. W., and the Los Angeles 
office is at 1709 W. Eighth St. 

Alexander C. Chisholm, formerly 

(Continued on Page 40, Col. 1) 














eels in the farmyard make 


utomotive advertising 3 times more 
effective in Cou 


HE CARS, trucks and farm machines of this Country Gentle- 
_4 man family roll on 117 rubber-tired wheels. 
















3-Unit Automotive Ownership 





One or more cars in 9 out of 10 
Country Gentleman families 









Two or more cars in 1 out of 5 
Country Gentleman families 









One or more tractors on 7 out of 10 
Country Gentleman farms 









One or more trucks on nearly 1 out of 2 
Country Gentleman farms 









And to keep the wheels turning, farmers all across America 
need more fuel, lubricants, parts and accessories than any 
other automotive customer. 


Their triple use of automotive power makes automotive 
advertising three times more effective in Country Gentleman— 
the most effective selling force in the great car-truck-tractor 
farm market. 
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A Curtis publication + Circulation now more than 2,600,000 
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with AC’s Milwaukee plant, is the 
Washington representative, Morton 
B. Price, who was an electronics 
engineer with the Milwaukee plant, 
is the Los Angeles representative. 
Both are under the supervision of 
John A. Goetz, AC sales manager 
of military products. 


Destiny Products Names 


Doggett District Head 


Destiny Products Co., Detroit and 
Miami, has appointed Allen B. Dog- 
gett as district manager for north- 
ern New York, with headquarters 
in Pittsford, N. Y. 

Destiny produces industrial lubri- 
cants and compounds. 

* * * 


Circo Appoints Schultz 


Appointment of Donald H. 
as sales representative in 

the Wisconsin area for Circo vapor 
degreasers and other Circo metal- 
cleaning products has been an- 
notinced by Melville Morris, presi- 


dent of Circo Equipment Co., Clark 
(Rahway), N. J. Schultz has been 
active for eight years in the dis- 
tribution of metal-finishing equip- 
ment and supplies in the area. 

+ a * 


Rubarite Names Sterling 


Joseph Sterling has been ap- 
pointed sales manager of industrial 


| 


accounts for Rubarite, Inc., Akron, | 


a recently formed company which 
produces rubberized asphalt prod- 
ucts. He formerly was manager of 
special products for U. S. Rubber 
Reclaiming Co. 

* 


* * 


LOF Vice-President Retires; 
44 Years in Glass Business 


former Libbey Glass Co. in 1910 
in its cost department. 
* 


* * 


Steg and Gehlbach Receive 


Borg-Warner Promotions 

Election of Albert Steg as 
treasurer and controller and H. 
Hunter Gehlbach as secretary of 
Borg-Warner Corp. has been an- 
nounced. 

Steg joined Borg-Warner as 
controller in 1953, Gehlbach suc- 
ceeds Ray W. Dose, who has re- 
tired after 24 years of service. 
Gehlbach joined the firm in 1943. 

* + 


* 


Ford Appoints Conn 

CO. William Conn has been named 
production manager of the steel 
division of Ford Motor Co., William 
J. Reilly, general manufacturing 
manager of the division has an- 
nounced. Conn previously was 
manager of the steel division’s open 
hearth and electrical furnaces. 

* * * 


Herbert H. Baker, active in the| Borg-Warner Names Sayre 


glass industry of Toledo since 1910, 


has retired as vice-president and | Norge Division President 


secretary of Libbey-Owens-Ford 
Glass Co. 


of LOF, a post to which he was 
first elected in 1937. He joined the 


Judson 8S. Sayre has been named 


| president and general manager of 
Baker will continue as a director pad Ses division of Borg-Warner 


“aon for many years was presi- 
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Sports Car Triumph— 


Frank Oxley (left) and Trevor Sutton, 
British drivers, have completed a tour of 
all 48 states in a British Triumph T.R.2 
sports car. They covered 14,181 miles in 
20 days 22 hours. 


dent of Bendix Home Appliances, 
Inc. He also has been national 
sales manager of Kelvinator Corp., 
head of Montgomery Ward’s appli- 


TL 


silat aie oh 


‘'We Sell More Service Jobs 


thanks to 
LUBRICATING EQUIPMENT” 


3 


wl 


Sold on Linco/n .. 


ance division, assistant to the presi- 
dent of RCA and vice-president of 
Avco Mfg. — 


Ford Puts Lidgard at Head 
Of St. Louis District Sales 


Appointment of Harry M. Lidgard 
as St. Louis district sales manager 
for the Ford division has been an- 
nounced by L. W. Smead, general 
sales manager. 

Lidgard, a 30-year Ford veteran, 
last served as district manager at 
Cleveland. He succeeds G. C. Ellick, 
who resigned to enter private busi- 
ness. 

. ” 


. 
IH Names Roice Chief 
Of Foreign Operations 

Charles D. Roice, former presi- 
dent of International Harvester 
Co. of Canada, Ltd., hag been ap- 
pointed director of foreign opera- 
tions of International Harvester Co. 
in Chicago. 

Roice had been president of the 
Canadian subsidiary since 1950. He 
is succeeded by Robert B. Bradley, 
former assistant director of foreign 


operations. 
* 


Reliance Names Moore 


Appointment of H. Bigelow 
Moore as a sales application en- 
| gineer in the Philadelphia district 
| sales office of Reliance Electric & 
| Engineering Co. has-been an- 
| nounced by C. V. Gregory, district 
| sales manager. Moore joined Reli- 
ance last —— 


Clevite Shifts Page 

Harry C. Page has been named 

$e. Clevite Corp.’s central staff to 

be in charge of patents. He for- 

| merly had been administration vice- 

president for a subsidiary, Clevite- 
| Brush Development Co. 


* * + 


| Oppenheim Joins Pantasote 

| Howard E. Oppenheim, New York 
City, has been appointed to the 
sales staff of Pantasote Co., Pas- 
| Saic, N. J., manufacturer of vinyl 
| upholstery ‘materials. 


Byrider Appatond 

John E. Byrider, formerly with 
| General Tire & Rubber Co., has 
| become a manufacturer’s repre- 
| sentative for the sale of General’s 
extruded vinyl film. Byrider has 
formed Bylon Products Co., Greens- 
burg, Pa. 


x * 


Starkey Retires 
| Retirement of E. C. Starkey, a 
Ford Motor Co. attorney for 31 
| years, has been announced by Wil- 
jliam T. Gossett, general counsel. 
Starkey had been supervisory at- 
torney of the workmen’s compen- 


~| sation section. 


aT af 73 
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* * * 


Goodrich Picks Jenior 

Willard G. Jenior has been named 

| district field manager of the Akron- 

Cleveland-Pittsburgh area for the 

B. F. Goodrich associated tires and 

accessories division. Jenior was for- 

| merly a sales correspondent for the 
| associated lines division. 

o ” © 


Peterson Joins Warner 


M. C. Peterson has been named 
automotive sales manager of 
| Warner Brake & Clutch Co., Beloit, 
| Wis., according to Norman K. 
| Anderson, general sales manager. 
Peterson formerly was regional 
sales manager for Willys and vice- 
| president of Filex-O-Tube Co, 


* * . 


Buffalo Rep Named 


Western New York Material Han- 
dling Corp. has been named Buffalo 
| representative for Automatic Trans- 

portation Co., according to John 
A. Baldinger, general manager. 
Principals of the new firm are D. E. 
Cardis and N. L. Gorman. The ter- 
| ritory includes western New York 
| and northwestern Pennsylvania. 
7 o a 


Chrysler Ups Dr. Staudt 


Dr. Louis W. Staudt has been ap- 
| pointed assistant medical director 
of Chrysler Corp., Dr. M. W. Jocz, 
medical director announced. Dr. 
Staudt joined Chrysler in July, 1950, 
as staff specialist in the Medical 
Administrative Department. Since 
that time he has served in a num- 
ber of medical assignments, in- 
cluding both diagnostic and ad- 
ministrative activities. 
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MR. S. H. ROSE 


Grand River Chevrolet Co. 
Detroit, Michigan 


Brand-Name Retailer Rose 


says: “We have always been 
especially conscious of the 
great part that The Saturday 
Evening Post plays in the 
merchandising of our prod- | 
~ - 3 ff — p : ucts. We have, over the 
years, posted reproductions 
of Chevrolet advertisements 
and other ads of the products 
that we merchandise in 

our showrooms and our 


service departments.” 
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Cleveland Dealers Take Role in Derby— 


Participation by 17 Cleveland Chevrolet dealers in the Cleveland News-Chevrolet 
Soap Box Derby is announced. Seated (from left) are Walter Jackshaw, Sam Klein, 
Paul Clark, Jack Hackleman, Fred Grieve, Anthony La Riche, and Arnold Schweinful. 
Second row: Herbert Hewitt, William Hodgson, Dan Carpenter, Floyd Mosher, Milton 
Anderson, Paul Acker, Ivan Brownlee, Wilbur Radd, John Rodenfelz, Dick Engle, Ber- 
nard Guthery, and James J. Smith, city sales manager. Back row: Richard Schaeffer, M. 
B. Bittenger, Jack Duncan, and William Pitcher. 





Undercoating Guarantee 

DETROIT.—A guarantee to re- 
new car undercoating even if hood 
and fenders are damaged, bumped 
out or replaced entirely is offered 


Detroit 7, Mich. Mark Saka, serv- 
ice manager, stated that the guar- 
antee covering undercoating for 
the life of the car is given to both 
dealers and owners. 
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‘asked legal questions, the answers | 
; | 


|on court decisions concerning the 
| sale of an auto by means of check 





By Leo T. Parker 
Attorney-at-Law 
URING recent weeks, auto deal- 
ers in various localities have 


to which will assist readers in 
avoiding legal controversies. 


E.G.R., dealer in new and used 
cars, wrote as follows: 


“Can you furnish any information 


with title attached? What is the 
status of a car so sold to a resident 
of a non-title state whose check 
was worthless, and who did not 
thus obtain the title but who, in 
turn, sold it to a third party in that 
non-title state?” ; 

Higher courts hold that if the 
original seller of an auto gives a 
valid and fully executed certifi- 
cate of title to the purchaser of 
the chattel, who pays with a 
worthless check, such seller has 
no recourse against one who in 


Lawsuits Affecting Dealers ... 
Court Decisions 
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good faith later buys the car 
from the purchaser. 

On the other hand, if the seller 
gives to the original purchaser a 
certificate of title having a notation 
written or attached thereto that 
title will not pass until the check 
is paid, then the original seller may 
recover possession of the auto from 
the person who now has possession, 
whether or not he is an innocent 
purchaser. 

* * * 


Check Not Honored 


OR instance, in Island Auto Sales 
Co. vs. Bullington, 50 So. (2d) 
91, it was shown that one Cole pur- 
chased an auto from a dealer and 
gave the latter a check for $2,250 
drawn on the Twin City Bank. The 
dealer attached the legal certificate 
of title to the check and forwarded 
it to the bank for collection. 
Payment was refused by the bank 
and the dishonored check, together 
with the title papers, were returned 


to the dealer. In the meantime Cole 
sold the auto to an innocent party. 
In subsequent litigation, the 
higher court held that the dealer 
could, under ordinary circum- 
stances, recover possession of the 
auto from this innocent party. 

Hence, if the seller of an auto in 
any way gives notification that 
legal title to an auto does not pass 
to the purchaser until the latter’s 
check, given in payment, is paid 
this is sufficient to put all persons 
on guard, and one who thereafter 
purchases the auto must give up 
possession. 

Of course, under all circum- 
stances if a dealer sells and delivers 
an auto to a purchaser who gives 
a worthless check for the purchase 
price, such dealer always may re- 
cover possession of the auto from 
one who later purchased it and did 
not receive a valid certificate of 
title. 


+ * * 


Title Goes Unsigned 


For example, in Robin vs. Pool, 
232 S. W. (2d) 807, the testi- 
mony showed that the seller named 
Robin gave a valid certificate of 
title properly executed to a pur- 
chaser who gave a worthless check 
in payment. 
This purchaser resold the auto to 
a used-car dealer,. who failed to 
have the certificate of title properly 
| signed. 
| In later litigation, the higher 
| court held that Robin could re- 
cover possession of the auto from 
the dealer who neglected to get a 
| proper and legal title from the 
| person who had purchased the 
| car with a worthless check from 
| Robin. 
| On the other hand, if the dealer 
had received from the last seller a 
properly executed certificate of 
| title, Robin could not have taken 
| possession of the auto. 
| This is so because when Robin 
gave the purchaser a good title 
without any notation thereon stat- 
ing that the title would not pass 
until the check was paid, Robin 
automatically forfeited his legal 
right to recover possession of the 
auto from any subsequent pur- 
chaser who held a properly exe- 


| cuted certificate of title. 


$45,000 in Prizes 





Offered to Young 
Craftsmen by Ford 


DEARBORN. — Ford Motor Co. 
has posted $45,000 in awards to be 
given to junior and senior high- 
school craftsmen this year in the 
eighth annual Industrial Arts 
Awards competition. 

Winners will be announced Aug. 





| pro. 


16. Cash prizes, gold pins for out- 
standing achievement and merit 
awards will go to more than 1,500 


' | competitors. In 1953, approximate- 


ly 13,000 students entered the 


gram. 
Next September, the 30 top 


| awards winners and their teachers 


ONE LOOK tells you! Here’s the most glamorous De Soto ever to 
stop traffic. For this new beige and blue beauty, mills created 
special fabrics in corded nylon, to be trimmed with top grain 
leather. And throughout: custom fittings you don’t find elsewhere! 
STEP IN, and see how the DeSoto Automatic gets its name. 
The 170 h.p. Fire Dome V-8, paired with new PowerFlite fully 
automatic drive, takes you from zero to you-name-it — without 
lag, lurch, or click! Plus Full Time Power Steering and Power 
Brakes to make it all effortless. It’s a spring tonic . . . on wheels! 
See a DeSoto dealer today. De Soto Division, Chrysler Corp. 


| 
| 


| 


asove: Distinguished chrome ensemble— 
set into the rear fenders—identifies the 
Coronado. tert: Top grain leatherand rich 
nylon fabrics enhance interior, seen here 
with doors removed for photographer. 


DE SOTO-PLYMOUTH Declers present GROUCHO MARX in “You Bet Your Life” every week on both RADIO and TELEVISION .. . NBC networks. 





will be guests of Ford for three 
days in the Detroit area. 
The competition is divided into 


| 14 divisions—mechanical drawing, 


wrought metal, patternmaking and 
molding, plastics, machine shop, 
woodworking, electrical, archi- 
tectural drawing, printing, leather, 
ceramics, jewelry, model, and an 
open division. 

The competition is open to 
students under 21 in grades 7 
through 12 of any public, private 
or parochial school. Projects must 
be a part of their regular work in 
hop, drawing or printing courses. 


|Reno Warehouse Opened 
'By Ca pel, MacDonald 
DA O. 


E — A West Coast 
warehouse for the distribution of 
sales incentive merchandise has 
been established at Reno, Nev., by 
Cappel, MacDonald & Co., under 
the direction of Ben Bailey, who 


| formerly served at the firm’s head- 


quarters here. 
In making the announcement, 


| Robert S. Bare, vice-president, said 


the modern building, which occu- 
pies 15,000 square feet, would serv- 
ice 11 states. It has begun opera- 
tion with an inventory of $150,000 
which will be increased soon to 
$500,000. 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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Auto News from Britain 


Government Urges Manufacturers Coordinate 


Efforts to Revive 


ONDON. — The British Govern- 
ment believes that the British 
motor industry should push export 
sales and has suggested that lead- 
ing manufacturers unite their ef- 
forts to capture world markets. 
Export cooperation, it is felt, 
would more successfully combat 
foreign competition, particularly 
German, which has had an appre- 
ciable effect on British auto sales. 

The cooperative effort also would 
result in standardization of parts 
and spares. 

In spite of a record production of 
940,000 cars and trucks last year, 
exports fell below the 1952 figure. 

* * + 


Domestic Sales Up 
NDICATIONS are that there will 
be more autos for the British 

market this year, although 100,000 

more stayed at home last year 

compared with 1952. 

Budget purchase tax uncertainty 
has been removed with no conces- 
sion to the industry, and sales are 
increasing at a time when a slump 
is expected. 

“Baby” autos are still much in 
demand, and consequently deliv- 
ery delays have lengthened. Used 
cars are selling at prices better | 
than at any time since last fallin | 
the small-car market. 

In March, a record 20,634 vehicles | 
left the Austin production lines, | 
about 4,000 more than in the best | 
month last year. Nearly 13,000 were | 
ps ga with Australia taking 2,- | 

Canada, 2,200, and the United | 

Susten, 2,000. 


x * 


ishinpatons Stir 
i gece: Nash Metropolitan, being | 

built by Austin, has caused a 
stir in British auto circles. 

At least 50,000 units will be ex- 
ported to America this year for 
about $25 million, and production | 
will shortly be stepped up from 300 | 
to 350 and, if necessary, 500 a week. | 

Production of a new Standard 
Ten will be in full swing shortly, 
with initial output destined for | 
export. The Ten is an improved | 
version of the Eight model, pro- | 
duction of which is about 200 | 
daily. 

Combined output of the Eight 
and Ten will reach 300 a day by 
the fall. The Ten, which costs $1,- 
740, has a top speed of 66 miles an 
hour, the engine cons 4,500 
r.p.m, 

Last year saw a recend in Vaux- | 
hall car and truck sales, which 
were 38 percent higher than in 1952. 
Exports totaled 66,435 units out of | 
a total production of 110,099, and 
were 17 percent higher than the 
previous year. 

* 





Ford Price Cuts 


| rewind hopes to fight off foreign 
competition in export markets 
with price reductions ranging from 
$18 on the Anglia (which only re- 
cently came into full production), 
to $66 on Zephyr and Zodiac 
models. : 

The gasoline market is becom- 


Tide Water Adds 


2 New Divisions 


NEW YORK.—The midcontinent 
operations of Tide Water Associat- 
ed Oil Co. has been reorganized 
into two divisions—the Central and 
the Southern—according to David 
T. Staples, president. 

J. E. Roth, of Tulsa, Okla., has 
been appointed general manager of 
the Central Division, comprising 
Illinois, Kansas, New Mexico, Okla- 
homa, Pennsylvania, North, Central 
and West Texas, the Rocky Moun- 
tain area and western Canada. 

E. B. Miller jr., of Houston, has 
been named general manager of 
the Southern Division, embracing 
Alabama, Arkansas, Florida, Louisi- 
ana, Mississippi and the remainder 
of Texas. 

Lloyd Armstrong, of Houston, has 
been designated assistant general 
manager of the Southern Division. 

Curtis Joins Shearer 

Howard A. Curtis has been named 
used-car manager of Shearer Chev- | 
rolet Co., Burlington, Vt. 


Sagging Exports 


ing more competitive with the in- 
troduction of additives. Shell has 
increased sales with I.C.A, (igni- 
tion control additive), and Esso 
offers N.S.O. (naphthalene solvent 
oil). Both are advertising heavily. 

Fitted to auto rear springs, the 
new “Ridemaster” attachment is 
claimed to give additional smooth- 
ness to conventionally sprung autos. 
A coil spring is fitted between the 
rear shackle and a bracket mounted 
just forward of the rear wheel hub 
on the laminated spring. 


* . * 


Vanguard Adds Diesel 


2.1 DIESEL chassis will be 

added to the Standard Van- 
guard line. The Vanguard saloon 
fitted with the chassis will cost $3,- 
462, or $765 more than its gasoline- 
engined counterpart. The diesel sta- 
tion wagon will cost $3,456. 


The diesel unit has been adapted 





from the Ferguson tractor engine, 
and is claimed to save $375 a year 
in fuel costs alone for drivers trav- 
eling 20,000 miles annually, while 
maintenance costs also are reduced. 

The engine has a top speed of 60 
miles per hour and develops 3,000 
r.p.m. 

The Daimler Century, a revised 
version of the Conquest saloon, 
has-been designed to give higher 
speeds and more leg room for 
passengers. 

The Century, which is priced at 
$4,983, has the same three-inch bore 
and 3%-inch stroke as the Con- 
quest, but power has been increased 
from 75 horsepower at 4,000 r.p.m. 
to 100 horsepower at 4,400 r.p.m. 

This is achieved by dual carbu- 
retors, special aluminum cylinder 
head, high-speed camshaft, larger 
valves and twin exhaust manifold. 
The chassis has been modified to 
embody a larger diameter propellor 
shaft, a new differential and a one- 
third increase in braking surface. 

Designed for use with a fluid fly- 
wheel, a new gearbox, which is a 


direct air-shift semi-automatic epi- | — 


cyclic type requiring only simple 
manual control and no clutch pedal, 
is being marketed in Britain. It has 
been jointly developed by Leyland 
Motors and Self ‘Changing Gears. | 





Frampton Buick's New Facilities— 


The new home of Frampton Buick, Inc., Amherst, Mass., is located on Route 9, the 
highway from Boston to Pittsfield. The main building houses a showroom, parts de- 
partment and service department. 


OTC Adds Dallas Warehouse 


DALLAS. — Owatonna Tool Co.,; equipment. The warehouse will 
Owatonna, Minn., has opened a|serve Texas, Oklahoma and Lou- 
warehouse here for OTC tools and | isiana. 
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Underwood Corporation 


Accounting Machines. . 
Typewriters .. 


. Adding Machines... 
. Carbon Paper... 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 
Sales and Service Everywhere 


Ribbons 











Underwood 
Sundstrand 


Accounting Machines 


Save Time 
and Money! 


Follow the example of Loeber Pon- 
tiac, Inc., and other leading auto- 
mobile dealers all over the country! 


Replace old-fashioned account- 
ing methods with Underwood Sund- 
strand Automobile Dealers Ac- 
counting Machine and System. 


Here’s what you'll get when you 
do: 


1. Daily operating and manage- 
ment controls in minutes... not 
hours. 


2. Complete financial statements 
in hours... not days. 


3. Elimination of work duplication 
and confusion. 


4. A machine and system that all 
your office personnel can learn to 
operate quickly and easily. 


5. A method that pays for itself in 
short time. 


So don’t put off increased profits! Send the coupon 
below for complete information. 


@eeoeeoeeees#ss@#7?e7eesee?ets ee ®@ 
AN-5-10-54 


Underwood Corporation + One Park Avenue, New York 16, N. Y. 
Please send me your illustrated folder, Form S-1328, describing the 


Underwood Sundstrand Automobile Dealers Accounting Machine and 
System. 


Name of Company sncribabeapadeas 


Name and Title ee 


| eae ee re 


ae eee __Zone State 
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Worst of Slide Over, 


Economists Believe 


consensus of economists, 

both in Government and in 

private industry, is that the worst 

of the recession is over, according 

to Bernard T. Frevert, editor of 
Standard & Poor’s Outlook. 

A further leveling off in business 
activity is expected in May and 
June. Defense spending will not be 
going down so fast in those months, 
and consumer spending is holding 
up, Frevert said. 

“If anything, there has been 
some lowering of sights for the 
final half,” he added. “We find 
less confidence among economists 
about a definite upturn in busi- 
ness this fall. But even those ex- 
pecting a further decline do not 
look for anything serious.” 

Unemployment figures to be re- 

soon for April should show 
a decline of 300,000 to 400,000 from 
the 3.7 million of March, strictly on 
seasonal grounds, according to Fre- 
vert. “Another drop of comparable 


proportions should be shown for 
May,” he said. “Failure of this im- 
provement to materialize would be 
interpreted as a bad sign and might 
be the signal for additional coun- 
termeasures by the Administra- 
tion.” 
+ + + 
ONTRARY to fears voiced 
abroad, the business recession 
in the United States thus far has 
had little or no visible effect on the 
economies of most of the more im- 
portant foreign countries,” he said. 
The latest available data show 
industrial production above year- 
earlier levels in the United King- 
dom, France, West Germany, 
Italy, Japan, Holland, Norway 
and Sweden. Output is about even 
with a year ago in Switzerland, 
but is down in Canada and Bel- 
gium. 
The new stockpiling program of 
the Administration will involve 35 
or 40 metals and minerals, but its 





Bhi Fes 


Sherer-Bell Gives Car to Hospital— 


The Dettmer Hospital, which serves Piqua and 


Troy, O., received a Chevrolet 


Handyman from Sherer-Bell Co. (Chevrolet), Piqua. T. E. Daly (right), general manager, 


presents the car to hospital officials. 


goals are a secret. However, there 
is a change in purpose. Whereas 
the previous program had as its 
aim the accumulation of a strategic 
reserve of materials (numbering 
some 76), purchasable at home or 
abroad, the emphasis of the addi- 
tional program is upon supporting 
sagging domestic prices, Frevert 
said. 
+ x * 

_— metal mining joins hous- 

ing and farming as an industry 
subject to the beneficent interven- 
tion of the Government to keep its 





prices up, he stated. “However, it 
may be assumed that this program 
will not be so extravagant as farm 
price support and, by its nature, 
it need not be so rigid or inflexible.” 

The rumored reduction in reserve 
requirements may be postponed for 
a while longer, according to Fre- 
vert, who said: 

“The explanation is that such 
action, coming on the heels of the 
cut in the rediscount rate, might 
be interpreted as an official in- 
dication that the Federal Reserve 
was recognizing a deflationary 


This is Philadelphia 





Philadelphia, with its many cultural wellsprings—like the 
Orchestra, the Franklin Institute, its 32 colleges—is today, 
in addition, the source of more and more of the nation’s 


material wealth. 


Industrial activity is at a record peak. Steel, electronics, 
oil, chemicals and food are streaming from hundreds of 
new plants. As of today, more than six billion dollars of 
new construction has been completed here since World 
War II. There’s an air of excitement throughout the vast 
14-county Greater Philadelphia Market. 


Beneath the hustle-bustle, the traditional solidarity of the 
Market remains. Philadelphians build their daily lives 
around their families, homes, jobs. Here is an ideal target 
for the ambitious advertiser, whatever his product. 


The Evening and Sunday Bulletin serves this growing 
Market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 


The Bulletin is Philadelphia’s favorite newspaper—Phila- 
delphians buy it, read it, trust it and respond to its 
advertising. The Bulletin is Philadelphia. 








In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: 


Philadelphia, Filbert and Juniper Streets; New York, 


285 Madison Ave.; Chicago; 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Ange!es * San Francisco 





situation. Actually, this is not in 
line with the thinking of the 
monetary authorities. 

“Reflecting the impact of the 
downturn in general business and 
the cut in excise taxes, it is now 
estimated that the deficit for the 


__| fiscal year ending June 30, 1954, will 


range between $3.5 and $4 billion, 
compared with last January’s offi- 
cial estimate of $3.3 billion. For 
the same reasons, the deficit for 
fiscal 1955 is tentatively placed at 
about $4 billion, against the official 
figure of $2.9 billion.” 


* + * 


Gould-National Declares 


100 Pct. Stock Dividend 


Directors of Gould-National Bat- 
teries, Inc., St. Paul, have declared 
100 percent stock dividend on the 
$4 par value common stock pay- 
able July 1, 1954, to common stock- 
holders of record on June -10, 1954. 
It is the present intention of the 
directors to initiate cash dividends 
on the increased number of shares 
of common stock then to be out- 
standing at the quarterly rate of 
42% cents per share with the 
initial such distribution to be pay- 
able on Aug. 2, 1954, to stock- 
holders of record on or about July 
20, 1954. This is equivalent to an 
annual rate of $3.40 per share on 
the shares presently outstanding, 
as against the $3 rate heretofore 
paid, officials said. 


* * * 


|General Tire Profit Soars 
| As Sales Set Record 


Net sales of General Tire & 
|Rubber Co. for the first three 
| months of fiscal 1954, reached a 
| record-breaking $44,471,972. The 
previous high first-quarter mark of 
| $44,130,274 was set in 1953. 

President William O’Neil also an- 
nounced a net profit of $1,851,515, 
up 22.6 percent from $1,509,786 in 
the first quarter last year. 

= * * 


|Eaton’s Quarterly Profit 
| Reported at $2,597,433 
| Eaton Mfg. Co. and subsidiaries 
reported for the quarter ended 
March 31, 1954, net profit of $2,- 
597,433 and sales of $46,775,544. 

Profit for the first quarter of 
1953 was $2,799,470. Sales for that 
period were $55,186,395. 

* 7 * 


Tide Water’s °53 Profit 


Climbs to $36,951,568 


Net income of Tide Water As- 
sociated Oil Co., New York, totaled 
$36,951,568 last year, compared 
with $31,082,246 in 1952, according 
to D. T. Staples, president. 

Total sales amounted to 68,748,- 
529 barrels, the highest in the firm’s 
history, against 63,032,566 barrels 
in 1952, 





| American Bosch Turns Loss 


Into $3.6 Million Earnings 


American Bosch Corp, Spring- 
field, Mass., and its wholly owned 
subsidiary, Arma Corp., have re- 
ported 1953 consolidated earnings 
before provision for Federal taxes 
of $3,648,439, against a loss of $684,- 
708 for the previous year. 

Net income for the year, after 
taxes, amounted to $1,678,439. 

Net sales totaled $79,367,771, com- 
pared with $90,539,243 the previous 
year. The company’s consolidated 
backlog of unfilled orders as of 
March 15 was about $102 million. 


+ * * 


Monarch Machine Tool 


Net earnings of Monarch Ma- 
chine Tool Co., Sidney, O., for the 
quarter ended March 31, totaled 
$540,213 on gross shipments of $6,- 
874,800, according to Jerome A. 
Raterman, president. In 1953, first- 
quarter net earnings were $377,788 
on gross shipments of $6,686,164. 

+ * + 


Houdaille-Hershey 


Sales of Houdaille-Hershey Corp. 
and its subsidiaries in the quarter 
ended March 31 have been reported 
at $18,346,167. Net income was $777,- 
456. 





| 





* * * 
Inland Steel 

Inland Steel Co., Chicago, has 
reported near-record earnings and 
sales for the first quarter of 1954. 
Net income was $9,463,250, com- 
pared with $6,805,150 last year. 
Sales were $137,590,737, up from 
$135,510,909 for the same quarter 
of 1953. 
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“Bendix” *\ow pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 


It is well that Bendix Products Division be 


Export Sales: Bendix International Division, 208 Best 42nd Street, New York WE NY, 


"STEERING AND BRA KING 


“Benepe * 
POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, it 
may be adapted to any manu- 
facturer’s model without ex- 
tensive engineering changes in 
present steering designs. Meet 
the increasing demand for 
power steering more efficiently 
and more economically with 
Bendix Power Steering. 
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“Grandi” HYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovac is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 


EK <a <a 


thought of in this dual capacity, for the. out- 
standing 
learned over the years to look to Bendix for the 
latest and best in power equipment for cars, 
trucks and buses. 


avenvign seprenanems: |  * r 


of Bendix power units- 








Frade” WR-PAK* 
POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 
if it should fail for any reason. 


*REG. U.S. PAT. OFF. 
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Auto Show Joins Guard Exhibi#t— 


When the National Guard and Merchandise Mart in Wilmington, Del., disployed | 
articles useful in war and peace, 15 members of the Delaware Retail Automobile | 
Dealers Assn. exhibited new models which met with ee interest. 


Wondering hew new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | 
automotive | industry, every week throughout the year. 


Atte you looked into 
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Dealer Doings 





(Continued from Page 31) 


are Anthony Amentini, vice-pres-| E. Grand River. The firm, owned 
ident; Leo Kucharski, secretary,| by Fred and W. J. Skusa, also is 
and Lloyd Kraushaar, treasurer. building an addition to the new 

* * * quarters. Andy Anderson is general 


Dealer Robertson Chosen | manager. 


Head of Crane (Mo.) C of C| Mitchell Adds Cadillac 

: “a a ae oe dealer; Billy Mitchell has been awarded 

n Crane, Mo. has been elected|/, Cadillac dealership for Charle- 

president of the city’s Chamber of voix, Mich. He already had a Pon- 

Commerce. tiac dealership. Name of the com- 
Robertson bought the dealership | pany now is Cooper Pontiac-Cadillac 

two years ago. Prior to that, he! Co. 


was general sales manager of Mont- | Rg) 8 
pelier Mfg. _ rege acmne oO. Studebaker Switch 
| Studebaker Sales Co., Mansfield, 
Lews to Carter | O., has been sold by James Benedict 


Douglas Carter has purchased|and Harley Cline to Alan Bishop 


| Lews Motor Sales (Ford), Batavia, | and Jack Spriesterbach. 


O., and has changed its name to| * * * 
Carter Ford Sales. Montana Names Officers 


* * * j 
president of 


. John C. Montana, 
Howell Firm Moves | Montana Motors (DeSoto-Plym- 
Quality Chevrolet, Howell, 


Mich.,| outh), Buffalo, has appointed 
| has moved te larger quarters: at 861 | Charles J. _Montana as vice- pres- 


TOMORROW'S TRUCK TODAY? 


In gust 5 years of production 
This startlingly new idea in 


A a) ab) a 


PrRaSRIOE. US 


Prucks has become a 
sight on America’s 


streets and highways 


5 YEARS AGO The White Motor Company introduced an entirely 
new type of truck—completely functional—designed to reduce 
delivery cost because it could do more work per day or per 
mile. So new and different, other manufacturers thought the 
White 3000 of little consequence, at the time. 


TODAY .. . just five years later . . . thousands of successful fleet 








owners have cost records to prove that the White 3000 reduces 
delivery costs spectacularly. The White Roll Call of owners of 
ten or more is published as unassailable proof of this fact. 

If you have not had the White 3000 demonstrated in your 
service—to see for yourself its ability to cut your delivery time 
and costs—call your White Representative today. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 





For more than 50 years 


the greatest name in trucks 





ident and Paul B. Davis as treas- 
urer. Charles Montana also is gen- 
eral sales manager and Davis is 
general ee. 


Hudson Deal Closed 
Bookwalter Motor Sales, Mans- 
field, O., has closed its Hudson 
dealership. 


Beck Buys Hawkins 
Hawkins Chevrolet Co., Lorain, 
O., has been purchased by Robert 
Beck, former dealer in Navarre, O. 
The concern has been in operation 
since 1924. 


| Spohn Ford Sales Adds 


3rd Pittsburgh-Area Lot 

Spohn Ford Sales’ new used-car 
lot in Pittsburgh’s Auto Row gives 
Spohn three used-car lots in the 
Pittsburgh area, reports Joseph Di 
Matteo, lot manager. 

The new 40-car lot was sold by 
used-car veteran Lou Abrams, who 
is retiring. 

Spohn’s main office is at Ben 
Avon, Pa. Its other lots are at Etna, 
Pa. and Averen, Pe. 





Jameson Opens Building. 
Marking 40th Birthday 


Jameson Motors (Studebakcer- 
|Hillman), Victoria, B.C., is cele- 
|brating its 40th anniversary by 
opening a new service building at 
Blanshard and Broughton Sts. 

D. C. Gaskin, president of Stude- 
|baker of Canada, attended the 
opening of the new building and 
presented the firm with a clock in 
recognition of its 40 years of Stude- 
baker sales. 


fk * * 


Main Street Remodels 


Main Street Motor Co. (Chrysler- 
Plymouth), Etna, Pa., has remodeled 
| its shop and installed a new front- 
}end machine and two additional 
two-post lifts. 


Cuda N ames aebe 


Frank Cuda, Cuda’s Nash Inc., 
| Pittsburgh, has appointed John 
Burke, former Nash zone salesman, 
as his sales manager. 


Scott to Rebuild 


E. W. Scott, owner of Scott Chev- 
rolet Sales, Inc., Orange, Va., has 
announced that the firm will re- 
build on its former site. The dealer- 
ship was destroyed by fire last 
January. 

cd ok * 
Wilson Names Wilson 

Bonnie Wilson has been named 
manager of Wilson Motor Co., 

| Thomson, Ga. Wilson has been with 
| the firm for several years. 
* * * 


Opens with Studebaker 


Studebaker has announced the 
appointment of Leo M. Black Mo- 
tors as its dealer in Austin, Tex. 

* * * 


Mernan Appoints Schwarz 

Herman C. Schwarz has been ap- 
pointed new-car sales manager at 
Mernan Chevrolet Inc., Buffalo, 
Warren C. Mernan, president, an- 
nounced. 

* * * 

Foster Heads Service Chiefs 
Of Los Angeles L-M District 

Fulton Foster has been elected 
president of the Los Angeles Dis- 
trict Lincoln-Mercury Service Man- 
agers. 

He succeeds E. Wanko, service 
manager of Deaton Motors, Beverly 
Hills. Foster is service manager of 


City Lincoln-Mercury, Pasadena. 
x x * 


Fire Destroys Miller Deal; 


Owner Has Heart Attack 


| Two firemen were dead and an- 
| other hospitalized with serious face 
'burns following a fire at Miller 
| Motor Co. (Cadillac - Pontiac), in 
| Durango, Colo. 
| The fire broke out in the paint 
shop, spreading quickly to the show- 
rooms and the garage urea. Ap- 
| proximately 25 cars and trucks 
| were demolished. 
| Carl Miller, owner, collapsed with 
}a@ heart attack while helping fire- 
| men, but was released from the 
| hospital after treatment. 
« * * 


Studebaker for Hoffecker 

George H. Hoffecker, Smyrna 
(Del.) dealer, has been granted a 
Studebaker franchise. 
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Mr. Self-Insured Auction Owner: 


FIDELITY SAVES LAPINER AUCTION 


$5,380.00 wn one ony: 
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We know of no better advertisement than a satisfied customer. That’s 
why we wanted you to read this letter from Mr. Gelt at Lapiner. We 
think it tells the story about the benefits of our protection and our services 
briefly and honestly . . . think it might give you an idea of how we may 
be able to save you money. 

Ask any of the auctions listed here about us. Ask about Fidelity Bad 
Check Protection, about Fidelity service ... then write, wire, or call for 
the full story. 


FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


204 Stahlman Building Nashville, Tennessee 
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FIDELITY INSURED AUCTIONS 


Auction Name and Address Auction Day 
Aptco Auto Auction Wed. & Fri. 
19241 Dix-Toledo Hyw., U.S. #425 Melvindale, Mich. 
Baize & Flippo Auction Co. T 

North Locust Ave., Lawrenceburg, Tenn. 

Baker Auto Auction Thursday 
Highway 49S, Hattiesburg, Miss. 

Capital Auto Auction, Inc. Thursday 
State Fair Grounds, Columbus, Ohio 
Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 

Cofield Auto Auction Monday 
Boaz, Alabama 

Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 

Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 

Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 

Dixie Auto Auction Sales Monday 
217 Gadsden Road, Birmingham, Ala. 

Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 

Red Farmer's Auto Auction, Inc. Wednesday 


1010 S. State St., Jackson, Miss. 


Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 


Grand Rapids Auctions, ‘Inc. Tuesday 
0168 — M21, Jenison, Michigan 
Doc Greiner Auct Thursday 


714 Huron Street. Toledo, Ohio 


Hester and Coleman Auto — Tuesday 
800 Louisville Ave., Monroe, La 


Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 

Don Kelly's Auto Auction Thursday 
West Lytle St., Murfreesboro, Tenn. 

Lapiner’s Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 

Lebanon Auto Auction, Inc Wednesday 
State Highway 39, No. Plainfield, N. J. 

Louisville Auto Auction Tuesday 
3601 S. 7th St. Road, Louisville, Ky. 

Maney Auto Auction Friday 
‘Jordon Lane, Huntsville, Ala. 

Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 

Middle Georgia Auto Auction Wednesday 
Eastside Highway, Macon, Georgia 

Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 

Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Louisiana 

Montgomery Auto Auction Wednesday 
927 No. Court St., Montgomery, Ala. 

Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 

Muncie Auto Auction Friday 


3344 So. Madison St., gag Ind. 
Naperville Auto Auction, Thursday 
655 No. Washington ‘ "Naperville, iil. 


Nashville Auto Auction, Inc. Wednesday 
1406 Lebanon 1 Nashville, Tenn. 

Owosso Auto Au Thursday 
1450 E. Main ow ‘a. Mich. 

Page Bros. Auto Auction Wednesday 
35th at Divine St., Chattanooga, Tenn. 


Quincy Auto Auction Friday 
3200 10 Broadway, Quincy, Illinois 

Rawls Auto Auction Sales, Inc. Mon. & Tue. 
Leesville, S. C. 


Richmond Motor Mart, Inc Monday 
67200 Gratiot, Richmond, Michigan 

Rockford Auto Auctio Thursday 
6402 Forest Hills Rd. Rockford, Ill. 

Slaton Auto Auct Wednesday 
U. S. Highway i, “iasstend. Tenn. 

Cliff Soderberg Auto Auction, Inc Monda 
13th and leant oo Omaha, Nebraska 

Southern Auto Sales Wednesday 
Route 5, Warehouse Point, Conn. 

E. M. Stafford, | Wednesday 
2615 Wilkinson Bid. Charlotte, N. C. 

Syracuse Auto Auction Thursday 
R. D. #1, Lafayette, New York 

Tinnin Auto Auction Tuesday 
Buckwalter Stadium, Meridian, Miss. 

Toledo Auto Auction Co. Tuesday 
5902 Telegraph Rd., Toledo, Ohio 

Tri-State Auction Co. Thursday 


3021 Front St., Fargo, N. Dakota 
Tri-State Auto Auction, Inc. Friday 
Valley Springs, $. Dakota 


West Kentucky Auto Auction 
Chestnut at W. 12th St., Murray, Ky. 
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A TYPICAL EXAMPLE OF WHAT HAPPENS 


WHEN AUTOMOTIVE NEWS 
REACHES CAR DEALERS EVERYWHERE 


THIS HAPPENS EVERY MONDAY MORNING — James M. “Pat” O’Dea, President of 
Pat O’Dea Studebaker, Highland Park, Michigan, goes through “the newspaper of the 


industry” very carefully. 


“Purchasing Decisions ave made 
every time we cbex up a copy” 


“Every Monday morning since the publication’s first issue in 
1925, I’ve gone over Automotive News very carefully,” says Pat 


O’Dea, President of Pat O’Dea Studebaker. 


“In the ever-changing automotive market, there is no other way 
erefore, we don’t just read it, we use it. By 
‘we’, I mean everyone in the dealership who makes a policy or 
purchasing decision. To keep them abreast of the news of the 
have copies routed throughout the dealership, ini- 


to keep in touch. 


industry 


tialed, and returned to me with comments.” 





READERSHIP BY 
SERVICE DEPART- 
MENT is important to 
the dealership —and 
important to advertisers 
selling to this market. Ed 
Emig, a reader since 
1936, says, ‘‘Extremely 
helpful in running my 
part of the business.” 


REPRESENTATIVES 


To reach the man behind 
the desk, the parts counter, 
the write-up desk—use 
Automotive News, the 
newspaper all important 


automotive people read, 
rely on, and act on. ABC 
audited circulation: 41,000. 
Readers per issue: over 
120,000. 








PARTS MANAGER 
READERSHIP is assured 
because, as Ed Protas 
states, “I’ve got to watch 
the editorial and adver- 
tising columns for news 
on new equipment, parts, 
and services. Many times 
I have made purchases 
directly from my copy of 
the paper.” 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 





PENOBSCOT BUILDING 


DETROIT 26, MICHIGAN 








Sales Plans Must Keep 


Salesmen Challenged 


Pace with Automation, 


Roy Warns Ad Conference 


SOUTH BEND.—A warning that 
the selling of cars and other prod- 
ucts will not be able to keep pace 
with “automa- 
tion” unless to- 
day’s manage- 
ment begins 
matching its pro- 
duction - plans 
with long-range 
sales plans, has 
been given by 
Ross Roy, pres- 
ident of Ross Roy, 
Inc., Detroit ad 
agency. 

Selecting the 
subject, “Can Management Meet 
the Sales Challenge of Automation,” 
Roy addressed the second sales and 
advertising executives conference 
sponsored by the University of 
Notre Dame and the Sales and Ad- 
vertising Executives Club of South 
Bend. 


Ross Roy 


Roy declared, “The automobile 
industry is presently producing 
Passenger cars and trucks at a 
rate of six million units a year. 
I am advised that the automation 
techniques now in operation in 
our automobile plants make pos- 
sible right now a current annual 
production of nine million ve- 
hicles whenever the public is 
ready for them. 

“But selling methods in this in- 
dustry, I’m afraid, are being out- 
distanced — and alarmingly so. Is 
something wrong with the market? 
Have we hit the saturation point? 
I don’t believe so. We have passed 
several so-called saturation points 
in the automotive industry, as we 
have in many other industries. 

He said that his first feeling in 
seeing Automation in action was 
one of tremendous respect for the 
genius and wizardry of the engi- 
neering minds behind this achieve- 
ment. His second feeling was that 
advertising and selling “are going 


Importer Appoints 
Southeast Outlet 


NEW YORK.—Standard- 
Triumph Motor Co., Inc., importer 
of British cars, has appointed 
South Eastern Motors, Inc., of 
Hollywood, Fla., as distributor for 
Florida, Georgia, North Carolina, 
South Carolina, Alabama, Tennes- 
see, Arkansas, Louisiana and Mis- 
sissippi. 


Denton Massey, president of 
Standard - Triumph, said that cer- 
tain dealer territories still were 
open in that area. 


South Eastern Motors, will handle 
the Triumph T.R.2 sports car, the 
Doretti sports car, the Vanguard 
sedan and the Vanguard Cadet, the 
latter described as the least-ex- 
pensive car in America. 


Main offices of the distributor- 
ship are at 1939 Harrison St., 
Hollywood. Louis W. Adams, presi- 
dent of South Eastern Motors, 
formerly was executive vice-presi- 
dent of Lake GMC Truck Sales, 
Inc., of Cleveland and Cincinnati. 








to have one whale of a job to do 
to keep up with the efficiency of 
this productive monster!” 

He shuddered, he said, at his 
third feeling which was the reali- 
zation that management seems 
to be doing very little about 
matching productive power with 
sales power. 

“It is my firm feeling,” Roy 


.stated, “that when management— 


in any industry—authorizes the ex- 
penditure of millions of dollars fer 
the purpose of increasing produc- 
tion, it automatically assumes the 
responsibility to invest additional 
money for the purpose of increas- 
ing sales. 

“For every dollar you spend in 
plant automation, it makes sense 
to me that you’ve got to set aside 
some money to invest in sales man- 
power and equipment that will 
assure full disposition of your plant 
output.” 

He said he was not pleading 
for bigger advertising budgets, 
that these would come as a 
matter of course. Advertising’s 
need has been well established, 
he added, and perhaps it has done 
its job too well, for sales effective- 
ness has not kept pace with ad- 
vertising effectiveness. 

“To put it in a different way,” 
Roy said, “advertising has been do- 
ing a better job of driving custom- 
ers into retail establishments than 

salespeople have been doing their 
job of selling.” 

The big need today, he explained, 
is a better budget for sales. This, 
he said, should be a budget planned 
a bit differently than the advertis- 
ing budget, which he described as 
still too much of a “hand-to- 
mouth, month -to- month proposi- 
tion.” 

He advocated setting up a sales 
budget, exactly the way a budget 
for increased production is estab- 
lished. “Keep it firm, fixed—not 
subject to downward adjustment,” 
he declared. “It is just as impor- 
tant to keep your selling program 
intact and unassailable, as it is 
your production program. 

“If management is establishing 
its budget for production in 1960 
now—and it is—then perhaps the 
selling budget for 1960 should be 
established now. Let’s defend that 
budget, if we can get it, the way 
production defends its budget. 

“However the sales budget is 

established—and we hope some day 
we can fix advertising budgets this 
way, too—it should be planned for 
the long pull, When management 
invests in bricks and mortar and 
machinery to increase 1960’s pro- 
duction, the cost does not come out 
of current earnings. It is amortized 
over a long span of years. Why 
should not the cost of selling the 
goods we’ll produce in 1960—a job 
that’s got to be started right now 
if it’s to succeed—why should not 
this cost, too, be spread over the 
years? 

“The challenge of 1960 is not a 
challenge to advertising, not a chal- 
lenge to sales, and certainly not a 
challenge to production, but a 
challenge to management to cor- 
relate the three.” 








New Orleans Sales Winners Go to Derby— 


A trip to the Kentucky Derby was the prize awarded to the winning team of: Dumas 
Chevrolet Co., New Orleans, in a sales contest. According to Ben H. Nelson, general 
manager, 473 new and used cars and trucks were sold in March during the contest. 
Making the trip are (from left, bottom row), B. S. Bynum, E. B. Cadow and C. J. 
Thiery. Standing: J. Calcagno; F. W. Nelson; W. N. Godfree, general sales manager; 
Palmer Abbott; L. Lambert, and L. S. Palermo. 
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Michigan, Virginia, Rhode Island. . . 





Workmen’s Benefits Are Hiked 


a. by the Rhode 
Island Legislature of a measure 
increasing workmen’s compensation 
benefits, setting up a new three- 
member State Workmen’s Com- 
pensation Commission and revising 
administrative procedures is one of 
eight developments reported from 
state capitals. 


Other states that have in- 
creased benefits or whose court 
have ruled on the consfitutional- 
ity of the act are Arkansas, Ken- 
tucky, Michigan, New Mexico, 
New York, Pennsylvania, Virginia 
and Washington. 

Under the new Rhode Island law, 
the commission, headed by State 
Senator George Roche, will settle 
disputes over claims for compensa- 
tion. 

* + + 

a new law, which goes into 

effect July 1, increases maxi- 
mum compensation for total dis- 
ability from $28 to $32 weekly if 
the insured worker is receiving 
cash sickness benefits. Partial dis- 
ability compensation will be upped 
from $18 to $22 weekly, and weekly 
death benefits to survivors will be 
correspondingly increased, officials 
said. 

When an injured worker ex- 
hausts cash sickness benefits, he 
will be entitled to draw $2.50 ad- 
ditional weekly benefits for each 
dependent child under 18 to a 
maximum of $8 weekly. That 
means the most a totally disabled 
worker may draw weekly is $40. 

The additional sums for depend- 
ents will be paid out of a second 
injury fund maintained by insur- 
ance companies who pay in 1 per- 
cent of premiums collected for 
workmen’s compensation insurance. 

* z + 


ANOTHER change from present | 


law cuts down from 20 to 10 
years the period after injury in 
which a worker may renew a re- 
quest for compensation if disability 
recurs. 

Other current and prospective 
developments affecting work- 
men’s compensation, as reported 
from state capitals, include the 
following: 

ArKaNsAS — Harvey G. Combs, 
state insurance commissioner, an- 
nounced workmen’s compensation 
premium rate reductions averag- 
ing 6.2 percent, effective June 1. 
For manufacturers, the cut will be 
7.1 percent, contractors 6 percent, 
and all others 5.8 percent. 

* * * 


ENTUCKY Application of 

Kentucky’s workmen’s compen- 
sation act was broadened by a 
State Court of Appeals ruling that 
corporation executives are eligible 
for benefits. 

Michigan — Both branches of 
the Legislature approved a bill 
to increase workmen’s compen- 
sation benefits $4 a week across 


the board, to a maximum of $28 | 


weekly. 

New Mexico—While ruling that 
the State’s workmen’s compensa- 
tion act is constitutional, Judge 
Edwin L. Swope expressed belief 
in District Court in Albuquerque 
that the law should be revised at 
the next session of the Legislature. 
His opinion was filed in the case 


of Jesse Brasher against Western | 
Contracting Co., the employer, and | 


Employers Mutual of Wausau, in- 
surer. 
© 7 * 
Ww YORK — State Workmen’s 
Compensation Board has 
adopted new procedures for the 
processing and payment of claims 
in a move to reduce delays in the 
determination of claimants’ rights 
and to cut unnecessary expenses 
from duplication of unnecessary 
hearings. 
Pennsylvania — In an opinion 


reversing a lower court, the State | 


Supreme Court set a pattern for 
the procedure on hundreds of 


DuPont Tells Health Story 

WILMINGTON, Del.—E. I. du- 
Pont de Nemours & Co. has issued 
a 32-page picture booklet highlight- 
ing its program of industrial med- 
icine. DuPont said its company 


staff of 166 doctors, 274 nurses and 
102 technicians in this field has as 
its ultimate goal a “safer, healthier 
U.S. industrial society.” 





other pending workmen’s com- | 

pensation cases. 

Handed down in Pittsburgh, the 
high court’s ruling involved the 
application of three Luzerne County 
coal miners for compensation on 
the ground they were totally dis- 
abled because of anthraco-silicosis 
(a coal dust lung ailment). 

The court said there were several 
hundred other compensation cases 
based on anthraco-silicosis which 
were being held up pending dis- 
position of the test case by the 
high court. The court ordered the 
case returned to the State Work- 
men’s Compensation Board for dis- 
position and instructed the board 
to correct errors in procedure. 

* * * 


SSS a Legislature 
raised the maximum weekly 
benefits from $25 to $27, the total 
allowable for death from $7,500 to 
$8,100 and the maximum allowable 
for total disability from $10,000 to 
$10,800. 

Washington—In ruling recently 








It’s always 





that jury trials of suits for work- | 
men’s compensation awards are 
not a violation of the state con- 
stitution, the Washington State 
Supreme Court rejected the most 
serious challenge to the validity 
of the state workmen’s compensa- 
tion act to reach the courts in 
more than two decades, 

The case involved Jesse Floyd, 
of Seattle, the State Department 
of Labor and the United States 
Plywood Corp. 

* + * 

S AN EMPLOYE of the ply- 

wood company, Floyd was in- 
jured in 1947 when a timber fell 
and hit him on the head. The de- 
partment gave him a permanent 
partial-disability award of 25 per- 
cent for loss of hearing as a result 
of the accident. 

When Floyd appealed to the 
King County Superior Court, a 
jury increased the award to 35 
percent. 

The company appealed to the 





State Supreme Court, contending 
that the 1927 law allowing a jury 
to hear and decide workmen’s com- 
pensation awards was unconstitu- 
tional. 


Cool Hotrods 


Organized Racing to Get 


National Basis 


CHICAGO. — Organized hotrod 
racing, hailed by police and safety 
officials as the answer to the “shot- 
rod” menace, will go national this 
summer under. the auspices of the 
Automobile Timing Assn. of Am- 
erica, Inc. 

ATAA currently represents some 
5,000 hotrodders in Illinois, Indiana 
and Wisconsin. The nonprofit or- 
ganization came into being last 
summer to operate Maremont 
Speedway, a “drag strip” on an 
abandoned air strip at Half Day, 
Ill., a suburb of Chicago. This year’s 
expansion plans call for supervised 
racing in 15 cities in eight states. 


Expenses of the association are 
underwritten by Maremont Auto- 
motive Products, Inc. The company 
backs the program, it says, to foster 
highway safety and develop future 
automotive engineers. 











Mechanic Cited 
For Enabling 
Cripple to Drive 


BUTLER, Pa.—Carl C. Henry, 4 
mechanic for L, J. Forcht Lincoln- 
Mercury Co., has been cited by the 
factory for his development of a 
handicapped-driver control for a 
woman stricken with polio... 

A Forcht salesman was con- 
fronted by the woman’s husband, 
who said he would buy a car if the 
firm would build him a safe, easily- 
manipulated control for his wife. 


The problem was turned over to 
Henry who worked more than 100 
hours machining and testing the 
device. 

The mechanism consists of a se- 
ries of levers and shaft extensions 
with brake and accelerator con- 
trols located near the steering 
wheel, providing complete hand 
operation. The car can also be 
driven by a non - handicapped 
person. 

The unit cost about $150 and has 
been approved by the Pennsylvania 






| State Police. 








... With a Pittsburgh 
Open-Vision Store Front! 





© An open-vision Pittsburgh Store Front 
turns your entire showroom into one big 
showcase that puts your automobiles and 
accessories right out where the passer-by 
can see them. Such a display stimulates 
the public’s desire for the products shown 
... often brings the “looker” inside. Even 
after closing time, the open-vision show- 
room keeps on winning customers and in- 


fluencing future purchases. 


Store Fronts 
and Interiors 
by Pittsburgh 


PAINTS 


The pulling power 





In the eye-catching showroom good use 
was made of several Pittsburgh Store 
Front Products. The unusual tilted front 
is Pittsburgh Polished Plate Glass and 
Twindow insulating units, set in sturdy, 
lustrous Pittco Store Front Metal. The en- 
tranceway features two Tubelite Doors. 


fronts has been proved—with increased 
sales—by merchants all over the country. 


Architects: Herman L. Feer & William E. Nast, Boston, Mass. 


of open-vision store 


Why not find out how some of these other 
merchants have used Pittsburgh Store 
Fronts to good advantage in their busi- 
ness . .. and also get complete information 
on Pittsburgh Store Front Products? 

It’s easy . . . just send for a free copy of 
our illustrated booklet “How To Give 
Your Store The Look That Sells.” There is 
no obligation, of course. Just fill in and 
mail the convenient coupon. 


ee 


Pittsburgh Plate Glass Company 
Room 4224, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 
your Without obligation on my part, please send me a FREE copy of your 
a “ modernization booklet, “How To Give Your Store The Look That 
iis Sells.” 
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retail buyer. 

BUICK — Special—4-dr. sed., 
2-dr., sed., $2,206.86; Riviera, 
conv., $2,563.17; stat. wag., $3,163. Cen- 


$2,265.32; 
$2,305.43; 


tury—4-dr., sed., $2,520.17; Riviera, §2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
a8 8; sm sed., $2,711.17; Riviera, $2,- 
conv., $2,963.59, Roadmaster—4-dr. 
$3,269.36; Riviera, $3,373.05; conv., 
$3,620.06, Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 
CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
clal—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado——conv., $5,738. (Hydra-Matic stand- 


ifty —4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
~—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
el. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on aH other models.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
eee (8-pass., $3,492.25); 
540.50; Newport, $2,830.75; 
045.75 stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228. 15 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
Custom I 


707.25; conv., $3,938. 25. 

4-dr. sed., $4,259.50; lim., $4,797; New- 

port, $4,560.25. Crown Imperial — 8-pass. 

sed., $6,921.50; lim., $7,043.75 (PowerFlite 

standard on all eight-cylinder models, op- 

tional at $189 on Windsor Deluxe.) 
DeSOTO — Powermaster 


Six—4-dr. sed., 
(8-pass., $3,281) ; 


—4-dr. sed. $2,673 (8-pass., nes: 
cl. cpe., $2,651.50; Sportsman, $2,922.50 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 
DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-ar. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
epe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. w2ig., $2,790.25. Coronet V-3— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., on 
960.25; 4-dr. ame stat. wag., $3,031.25. 


el. 


V-8—4-dr. $2,372. 75; cl. cpe., 
$2,349; a cpe., “pa.ots, conv., $2,632. 
(Fluid Drive optional t $20.40 on — 


owbrook Six and Covenst Six sedans and 
club coupes. PowerFlite optional at $189 
on all models. ) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548 
2-dr. stat. wag., $2,029; 
4-dr. sed., $1,793; 2-dr. sed., $1,743.00; 


GM Gets Canadian Order 

OTTAWA.—A $2,300,000 contract 
to General Motors Products of Can- 
ada, Ltd., Oshawa, 'Ont., for spare 
parts for trucks, has been awarded 
by the Defense Production Depart- 
ment. 
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cl. cpe., 
4-dr. stat. 
4-dr. sed., 


$1,753; 2-dr. stat. wag., $2,121.50; 
wag., $2,202. Crestline Six—- 

$1,898; hardtop, $2,054.50; Sky- 
liner, $2,164: conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
os dues, Westematte optional on all models 
a ) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
det — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., 60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., a. 
465.84; Hollywood, $2,704; conv., $3,004.20 
Hornet Special —, 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; oonv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
modeis in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models. ) 

KAISER — Special-4-dr. 
2-dr. sed., $2,334. M 
$2,670; 2-dr. sed., $2,617. Darrin 161— 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoln — 4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln OCapri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sedan., $2,347.50; 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. 
(Mere-O-Matic optional at $189.77 on all 
models. ) 

NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—-4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 


sed., $2,389; 
-dr. sed., 


wag., $1,950; 4-dr. stat. wag., $2,050. 
Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4 - dr. 


sed., $2,332; hardtop, $2,423. Ambassador 
Super —4- -dr. sed., $2,417; 2-dr. sed., $2,- 

Ambassador Custom—4-dr. sed., $2,- 
Soe; hardtop, $2,735. (Hydra-Matic optional 
at $178.85 on all models except Metro- 
politans.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 

v., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper 2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super —4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960 
(Uitramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 

PLYMOUTH—Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., ee stat. wag., 
$2,207.25. Belvedere—4-dr. 2B sgeame = 

cpe., $2,145; conv., 52,301: " stat. 


all models, PowerFlite at 
PONTIAC — Chieftain 6 
sed., $2,026.64; 2-dr. sed., 


stat. wag., $2,364; 3-seat stat, wag., $2,- 
Chieftain 6 Deluxe — 4-dr. sed., $2,- | Champion 
. sed., $2, = 28; 2-seat stat. 


419. 


wag., 504. Chieftain 
sed., $2,101.62; 2-dr. 


$2,494. Chieftain 8 


4-dr. 
$2,205.51; 2-dr. a $2,148. 32; Smee stat. | mander 


‘i, 
seat. stat. wag., $2,439; 3-seat stat, 
Deluxe 


wag., 
sed., 


luxe, 
382.43; 


$189.) 
— 4-dr. 


6 Special 
$1,968.36; 2-seat 
4-dr. 
2-dr. sed., 

— 4-dr. 
$2,043.45; 2- 
wag., 


sed., | $2,241.29; 





971.93; stat. 
Regal — 4-dr. 


Chieftain 8 Custom, 
Custom, $2,557. 
$178.35 on all models.) 
STUDEBAKER — Champion 
sed., $1,801.11; 2-dr. sed., $1,758.07. 
Deluxe — 4-dr. sed., $1,918.18; 
$1,875.18; 
wag., 
sed., 


stat. 


Deluxe 


Chieftain 8 Deluxe, 
$2,458; Star Chief 8 


$2,579. Star Chief 8—Deluxe 4-dr. 
$2,301; Custom 4-dr. 
conv., $2,630. Catalinas—cChieftain 6 
$2,316.30; Chieftain 6 Custom, 


sed., $2,394; 


De- 
$2, 4 


$2,391.99; 


(Hydra-Matie optional at 
Custom — 


5-pass. 
$2,187.23. 


wag., 


~—-4-dr. sed., 


$2,026.29; 2-dr. 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,295.33. 


cpe., 


$1,- 


sed., 
Com- 


$2,179.13; 


2-dr. sed., $2,136.13; 
282.88; stat. 

-dr. 
$2,340.98; 
$2,555.98. 


5-pass. 
wag., $2,447.88. Commander 
sed., $2,287.23; 5-pass. cpe., 
hardtop, $2,502.23; stat. wag., 
Land Cruiser—4-dr. 


cpe., $2,- 


sed., $2,- 


438.28; Regal 4-dr. sed., $2,533.28. (Aute- 
matic Drive optional at $216 on Cham- 


pion, 


Cruiser.) 


sed., $1,737. Aee—4-dr. sed., 


sed., 
023; 


$2,167; 
hardtop, $2,411. Station Wagon—Deluxe 6- 


cyl., 


$1,973.09. 


2-dr. 


sed., 


$1,947. 


$266.50 on Commander and Land 
WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 


$1,968: 2-dr. 


$1,892. Ace Deluxe—4-dr,. sed., $2,- 


Eagle—Hardtop, 
Deluxe hardtop, $2,222; Custom 


(Hydra-Matic optional at 


$178.55 on all models except Larks.) 


New Commercial Car Registrations, — 


All States for March, 1954-1953 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, All States for March, 1954-1953 
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From Across Nation. . . 


City-by-City Bootlegging Report — 


(Continued from Page 27) 


makers advising their dealers 
that five fleet accounts were be- 
ing stricken from the fleet list. 
The factory had discovered that 
they were merely a bootleg blind. 

At the same time, dealers report 
that bootleg buyers are offering 
$150 over dealer cost now, where 
previously they had offered only 
$50. This indicates a tightness in 
the market which hadn’t existed 
previously. 

Looal dealers and their associa- 
tions are working diligently in 
whatever way they can to help 
combat bootleggers, putting par- 
ticular emphasis on drying up the 
source of supply. 

Two dealers in this area were 
taken off quota for 90 days by the 
factory as a warning, due to their 
bootleg activities. It is reliably re- 
ported that another dealer was 
given a heated verbal warning to 
keep his merchandise out of non- 
franchised hands “or else.” 

A dealer in a high-priced line, 
whose car is particularly hot at 
this time, was given the same type 
ef warning after the factory got 
evidence of his activities in the) 


undercover market.—(Ed Brown.) | 
. = * 


Denver 


New-car dealers here believe that | 
bootlegging is on the decrease. 

They say that with the effort be- 
ing exerted by dealers, manufac- 
turers and other interested parties, 
bootleg stocks are getting harder 
to secure. 

The Denver Automobile Deal- 
ers Assn. succeeded in getting 
local newspapers to refuse to take | 
ad copy from dealers wherein | 
stocks of bootleg cars are ad- | 
vertised as new cars. 

Many purchasers of bootleg cars 
that were represented as new have 
found that they were not new cars 
at all. As a result, people are afraid 
to buy from this class of dealer 
and the market is decreasing. 

Denver dealers give a liot of 
credit to the NADA in its efforts 
to curb the bootleg dealers’ ac- 
tivities. They repert factories are 
also aiding in every way possible.— | 


(Ira R. Alexander.) 
o = 7 


San Francisco 


Bootlegging is wrecking the es-| 
tablished distribution system of | 
cars, according to the consensus of 
franchised dealers in this area. | 

The freight-rate differential is| 
one of the main causes for the in-| 
crease in sale of bootleg cars. 

Heaviest bootleg traffic at the 
moment appears to be in the 
lower-priced models, where the 
unfranchised dealer has a price 
edge of $175 to $300 a car and 
additional profits on term con- 
tracts and insurance. : 

In the higher-priced lines, the 





Off for Cavalcade— 


William C. Newberg (right), Dodge 
president, bids farewell to Wisconsin deal- 
ers as they get ready to join a driveaway 
of 100 Dodge cars from Detroit. They are 
(from left), Oliver Plath, salesman of Madi- 
son Motors, Inc., Madison, Wis.; James 
Smith, Madison salesman; John Kalscheur, 
owner of Kalscheur's Garage, Cross Plains, 
Wis.; O. A. Schaffer, owner of Madisea 
Moters; John O'Brien and Eugene Fraser, 
Madison salesmen. 


margin ranges from $300 to $600 
with similar additional profits on 
financing and insurance. 

Dealer groups here report little 
success in efforts to combat boot- 
legging. No factory warnings have 
been received by individual deal- 
ers, because there have been no 
reports of dealers in this region 
disposing of cars to unfranchised 
sellers.—(Leon Pinkson.) 

7 . + 
Philadelphia 

Bootlegging is here to stay, ac- 
cording to a consensus of new and 
used-car dealers here, although 
such activity appears to be de- 
creasing. 

Sam Goodman, General Auto 
Outlet, a nonfranchised seller 
of new cars said, “There are 
hardly any cars in short supply. 
We can get all makes. However, 
because of the cut-throat com- 
petition among new-car dealers, 
profit margins are being cut down 
and it is getting extremely hard 


| 
| 





for used-car dealers to compete 
against new-car dealers who are 
selling cars at such big discounts 
that they can’t make a profit. 

“Because of this situation, we 
are slowly going out of the market 

of buying new cars and are go- 
ing back into the used-car busi- 
ness. New cars require a big in- 
vestment and are becoming slow 
movers. There is no sense in us 
having our money tied up in mer- 
chandise that we may get stuck 
with.” 

Dodge seems to be the most 
popular make among bootleggers, 
but Chevrolet, Ford, Oldsmobile and 
Plymouth show up also. 

Most bootleggers are quoting 
about $150 over invoice for their 
cars, but some new-car dealers 
are discounting cars more than 
that. 

Dick MacMeekin, general man- 
ager of Philadelp\\ia Automobile 
Trade Association. said “PATA 
has met the issue «f bootlegging 


from 





Canada Court Upholds 


Anti-Combine Law 


OTTAWA.—The Canadian Gov- 
ernment’s legislation providing 
that companies can be restrained 

carrying on combine or 
price-fixing activities, which was 
the basis of an order against five 
of Canada’s big rubber com- 
panies, has been upheld by the 
Ontario Court of Appeal. 

The companies involved are 
Goodyear Tire & Rubber Co. of 
Canada, Ltd.; Dominion Rubber 
Co., Ltd.; Dunlop Tire & Rubber 
Co., Ltd.;. B. F. Goodrich Rubber 
Co. of Canada, Ltd., and Gutta 
Percha & Rubber Co., Ltd. 





headon. We have tried to show 
the new-car dealers that they are 
being bamboozled. We now have 
over 200 pair of eyes—all mem- 
bers of PATA—on the lookout 
for any nonfranchised dealer 
handling new cars. 


“Our program has made things 
tough on the sources of bootlegged 
cars, and many of these sources 
are staying out of the Philadelphia 
area so that the factory will not 
be in a position to be able to raise 








~ The measure of protection 


51 


hell with the dealer at the source 
of the bootlegged car. 

“In any event, bootlegging has 
slackened off around here.”— 
(Norman Shigon.) 

* 


* ° 


Oklahoma City 


New-car dealers say there is little 
change in the bootleg picture, al- 
though used-car dealers report they 
are selling increasing numbers of 
new cars—mostly Ford, Chevrolet, 
Buick and Oldsmobile. 


There has been no organized 
effort on the part of dealer groups 
to battle bootlegging. New-car 
dealers say they are leaving that 
to the factories.—(M. L. Risen.) 

* * * 


Seattle 


Some decrease is noted in boot- 
legging here, but the problem is 
still critical. 

A survey made on Apr. 23 by 
the Pinkerton Detective Agency for 
the Seattle Automobile Dealers 
Assn. revealed 114 new cars on 
used-car lots in Seattle and near- 
by Renton. This is almost 10 per- 
cent of total new-car sales in King 
County during March. 

Ford, Chevrolet, Plymouth, 
Mercury and Oldsmobile are the 


(Continued on Page 57, Col. 1) 





in America’s 


Purple Royal Triton | 


AMERICA'S FINEST MOTOR OIL 


Made without compromise to provide utmost protection for modern 
high-compression engines, Royal Triton is one of the world’s 
highest-priced motor oils. Yet measured in terms of protection 
Royal Triton is the least expensive life insurance any fine motor car 


can have. 


Available in all-weather 5-20 & 10-30 grades, of course. 


You can recommend Union’s Royal Triton motor oil with confidence 
to your most valued customers. Put Royal Triton 5-20 and 10-30 


in your service department today! 


UNION OIL COMPANY 


Los Angeles: Union Oil Bidg. e New York: 45 Rockefeller Piazae Chicago: 1612 Bankers Bidg. e New Orleans: 
644 National Bank of Commerce Bidg. « Atlanta: 401 Atianta National Bidg. e Kansas City, Mo.: 921 Rialto Bidg. 


OF CALIFORNIA 


Finest cars 
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18 Years of Achievement 


CHEVROLET NATIONAL 
DEALER PLANNING COMMITTEE 


The Industry’s First . . . the Industry’s Finest . . . Plan for 


the Progressive Improvement of Dealer-Factory Relations 


In 1936, Chevrolet set up a new and unique organi- 
zation to help protect the high value of its dealers’ 
franchises, called. the Dealer Committee System of 
Operation. Best proof of its success is the fact that 
the entire industry now imitates what Chevrolet 
pioneered, but not with the long record of success 
and cooperation envied by the rest of the industry. 

The Chevrolet system is a democratic one. Every 
Chevrolet dealer—large and small—is represented 
on the National Dealer Committee, and, through 
his representative, has a direct voice in periodic 


discussions of the problems affecting his business. 

Three times a year the National Dealer Com- 
mittee meets in Detroit at the Chevrolet national 
headquarters to discuss dealer problems. 

This is one of the many reasons why the Chevrolet 
franchise is the most valued in the industry . . . this 
pooling of the knowledge and experience of both 
dealers and factory through the Dealer Committee 
System of Operation to help maintain the value of 
every franchise. Chevrolet Division of General 
Motors, Detroit 2, Michigan. 





The following photographs show 
the many Chevrolet 
National Dealer Planning Com- 
mittee meetings held in Detroit 











a 


1954 COMMITTEE MEETING: Thomas W. Brown, Tom Brown Chev., Inc., LeSueur, Minn.; H. W. 
Price, Price Motor Company of Baxter Springs, Inc., Baxter Springs, Kansas; J. W. Lowrey, Jr., Lowrey 
Motor Company, Mansfield, Louisiana; Stanley Nelson, Jr., Nelson Motor Company, Inc., Sedre 
Wooley, Washington; Roy Evett, Winona Motor Company, Winona, Minnesota; Ray Hamlin, Ray 
Hamlin Chevrolet Co., Blackwell, Oklahoma; R. T. Scott, McDonald Scott Chevrolet Co., Oklahoma 
City, Oklahoma; R. Mitchel McClure, Courtesy Chevrolet, Los Angeles, California; Arthur Haas, 
Downtown Chevrolet Motors, Inc., Cleveland, Ohio; C. J. Clark, Clark Chevrolet Co., Maplewood, 
N. J.; G. A. Fogarty, Hicks Chevrolet, Inc., Washington, D. C.; J. T. Anderson, Anderson Motor Co., 
Marietta, Georgia; J. Frank Shumaker, Delpha Chevrolet Company, Delphos, Ohio; S. S. Giles, Giles 
Chevrolet Sales, Port Jefferson, New York; T. B. Blatt, Blatt Chevrolet, Milford, Virginia; H. W. 
Winslow, The Winslow Chevrolet Company, Kingstree, S. C. 


How Dealer Planning Committees Are Elected 


Every dealer has a vote in electing the Planning Committee for his zone. To 
assure every dealer a fair representation, dealers are divided into two groups— 
one for smaller dealers, one for larger dealers—and each group elects ten mem- 
bers to a Zone Committee. Members of the Zone Committees then elect Regional 
Committeemen, who in turn choose the 16 members of the National Committee. 


Now more than ever— 
AMERICA’S LEADING FRANCHISE 


AMERICA’S LEADING DEALERS 
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$585°*, $400°; Champion 4-dr., $450. '48 
Commander conv., 20. 


Used-Car Auction Prices | ii.838'8'tut i." Average Used-Car Prices 





up, $675. 
; (Compiled by Automotive News/ 
FT. WAYNE, IND. asta 
} . a Apr 
Market Trend | Tuesday. Prices are for tale of Apr. 21.) Model To Date 1064 ~ 
The overall average price of used cars sold at wholesale auction prices. Some. veer jane on oe =. i oe 
declined $12 last week, according to Automotive News’ index. a, =. price, Sold 144 cars out of 205 1053 1080 
Three models increased in price and five declined. The price of ’54s enacts Super 4-dr., $1,490. 52 RM "739 on 
$72 to lead the recession. Other losses were: ’52s, down $27; 4-dr., $1,245*; Super Riviera 2-dr., $1,- 578 584 
"47s, down $11; ’50s, down $6, and ’48s, down $5. pil $1, aso". sane os 4-dr., $065°. "50 424 415 
Strongest showing of the week was made by ’51s, which advanced conv., $565*. . ; eae 263 268 
$12. A gain of $9 was credited to '49s while ’53s went up $4. CADILLAC — "to (62) coupe, $1,725%; ; 201 212 224 
Auction activity declined slightly last week. At 10 representative | CHEVROLET—'53 (210) 2-dr., $1,175, $1,- . vr ——— 
170; (150) 2-de., $990, $860; Bel Air 4- Average $ 856 $ 868 § 835 ww 


auctions, 1,365 out of 2,129 cars were sold, for a sales ratio of 64 per- dr.’ $1,800°. "62° SL Del i 5 anes 
cent. A week earlier, at the same number of auctions, the ratio was $925, $880; 4-dr., $950°, $935, shit, "51 || (The above figures are averages of used-car auction prices, all makes 
67 percent. Of 1,998 cars offered, 1,329 were sold. SL Deluxe club coupe, $700*; 4-dr., 2 and models, carried regularly in Automotive News.) 

Prices marked with an * indicate a unit equipped with an automatic gael; h-ten pikes, ge. Go aL De 





transmission or overdrive, and (ps) indicates power steering. luxe 4-dr., $580*, $5C0; SL Special cou ° 
$400; FL, Deluxe 2-ér-, $570, Bel Air2.| brook 4-dr., $740. '50 Special Deluxe 4-| dr., $1,235*. '51 2-dr.,_ $810*, $820", 
DENVER 400*; Skyliner, $2,350*, $2,300*; 4-dr.,| dr., $730*; %-ton pickup, $595. '49 SL|_ 4r., $525; 2-dr., $520. | coupe, $870*. '50 2-dr., $630. ‘49 4-dr. 
; $2,255* (ps);. Victoria, 2 at $2,300, $2,-| Deluxe conv., $590; club coupe, $390. '48| PONTIAC —'’53 Chieftain (8) Catalina| $530*. °46 club coupe, $110. 

(Demver Auto Auction. Sale every Sun-| 295, $2,280; Custom (8) Ranch Wagon,| SM club coupe, $305; FM 2-dr., $235. coupe, $1,770*. '52 Chieftain (8) Cata-.| NasH—’52 Rambler conv., $760. ‘50 States- 
day, Monday and Tuesday. Prices are for| $2,275, $2,260, $2,250; (6) Ranch Wagon, | CHRYSLER—'54 NY 4-dr., $2,600* (ps).| lina, $1,500*; conv., $1,300*; 2-dr., $1,-/ man 2-dr., $395. ‘49 (600) Broughman 
‘sales of Apr. 25-26-27.) $1,900; Main (8) 2-dr., $1,870; (6) 4-| ‘51 NY 4-dr., $835*; club coupe, $690*.| 140°. '51 Chieftain (8) 4-dr., $810°. '49| $3756. 

(More cars’ offered for consignment. dr., $1,750. '53 Custom (8) 4-dr., $1,-| '49 Windsor conv., $505. '47 NY club| (6) Silver Streak sedanet, $455°. "48 (8) | oF nowopr ’ 

Higher percentage of sales. Market up. 500°. coupe, $250. Torpedo sedanet, $140. (ps) "82 (88) dion’ one ee. 

Seld 222 cars out of 509 offerings.) HUDSON—'51 Commodore (6) 4-dr., $550, | DCSOTO—'53 Fire Dome (8) 2-dr., $1,785* STUDEBAKER — '51 Commander 4-dr., | Seer r, oe reise coupe, $1,625*; 
BUICK—'S4 Super Riviera 2-dr., $3,100*;| +59 Pacemaker 2-dr., $420; 4-dr.. $280.| (PS). '52 Fire Dome (8) 4-dr., $1,030*.| $505; Starliner, $585; Champion Star-) 9.1), SA cla! le 

Century Riviera 2-dr., $2,925*; coupe, 7 me ° ” » ’51 Custom Sportsman, $870*. '48 Cus- liner, $535. '47 Commander 4-dr., $175. | . 

$2,900*; Special 4-dr., $2,610*, $2,545*. KAISER—’'52 Deluxe 4-dr., $725. tom 4-dr., $205. WILLYS — '53 2-dr., $640. °49 Jeepster,| PACKARD—’52 (2565) 2-dr., $780. ‘51 

"53 Super 2-dr., $1,985°; Sot SS; LINCOLN—'54 Coomopotitan 4-dr., $3,200*. | DODGE—’53 Coronet (8) 4-dr., $1,200. '51| $405. | (200) 4-dr., $690. 

$1,700*. °52 Super Riviera 2-dr., $1,395", : Cosmopolitan 4-dr., $1,490*. '51 Cos- Meadowbrook 4-dr., $600. | | PLYMOUTH—’54 Plaz. 

$1,255°; 4-ar., $1,230°; RM Riviera 2-| mopolitan 4-dr., $980*. ‘49 2-dr., $235.|FORD—’53 Custom (6) 2-dr., $1,225; | N. PLAINFIELD, N. J. Belvedere 4-dr., $1, 580. “'53 Cambridge 2: 

dr., $1,240. MERCURY—'54 Monterey station wagon, Crest (8) Victoria, $1,515. '52 Main (8) ? " dr., $1,050. ’51 Cambridge club coupe. 

onmmeae ae (62) coupe, $3,320° (ps);| $2,925*; sport coupe, $2,555; 4-dr., $2,-| 2-dr., $865, $800; Crest (8) Victoria, $1,-| (Lebanon Auto Auction. Sale every Wed-| $670; Concord 2-dr., $570. ‘50 Speciai 
., $3,080" (ps). "52 (62) 4-dr., $2,- 410*; Custom sport coupe, $2,380; 4-dr., 275. '51 Deluxe (6) club coupe, $525, | nesday. Prices are for sale of Apr. 28.) | Deluxe 4-dr., $560. 

505". "61 (62) ee $2,340*; coupe, $2,- $1,305. '52 Monterey 4-dr., $1,305*. ’51 $505; 2-dr., $540; Custom Deluxe (8) (Brisk activity in spite of slack retail poONTIAC—’54 (8) Catali 

180°; 4-dr., $1,84 2-dr., 855°. Victoria, $950, $900, $890; conv., $755;| sales. Buyers looking for clean 465 | 570*: Chieftain a aeons coupe, $2, 
CHEVROLET—’54 Bei Air 4-dr., $2,105*, | NASH—’'50 Rambler conv., $545. 4-dr., $650; 2-dr., $725, $700, $545. '50| through °50s. Sold 91 cars out of 137 | 550: Chieftain Deluxe (s) 4- a ee $1,- o> 

$2,070°, -$1,795; sport coupe, $1,935; 2-| OLDSMOBILE—'54 (93) Holiday, $3,650°| Deluxe (8) 2-dr., 2 at $525, $485, $475; | offerings.) | ga4gee; €6) 4-46, 91,980. “6 Chasned, 

ar., 2 at $1,750, $1,725; (150) Handy-| (ps); Super (88) Holiday, $3,225*; 4-| Custom (6) 2-dr., $460. '49 Custom (6) | BUICK—’53 RM Riviera sedan, $1,900*;| Deluxe (8) 4-ar’ $103 62 Chieftain 
r. 0* ; *;. (88 - - , 

man, $1,850; (210) 2-dr., $1,700, $1,680;| dr., $2,950*; $2,820*; (88) Holiday, $2,-| 2-dr., $310; (8) 4-dr., $325. canes iaaen, Gh4te*, Sn Been wv. | "Gl Catias Odes te, baer ies 
4-dr., $1,700, $1,690; %-ton 4-speed pick- 985*: 4-dr., $2.925*. '53 (88) Holiday, | HUDSON—'47 Commodore club coupe, ti $1,030. ’50 Special sed 510. 48} Ch eluxe (6) 2-dr., $910. '50 
io k os 2,21 iS Cm 0*; (88 a : » $1,030. pecial sedan, $510. | leftain (8) 2-dr., $690*; Silver Streak 

po $1,365, #. 325; 3-speed pickup, $ = 15* (ps), $2,15 (88) Holiday, $2, $100. ; 
MERCURY —'53 Custom 4-dr., $1,420*; 2- oanlinno et ae —— eeem st | * -dr., $785*; (6) 2-dr., $770; 4-dr., 

” ’ ; ’ sedan, : ee L 


290, $1,285, 2 at $1, 250, $1,235. °53 a, 
, $1,780, sport coupe, $1,510 PACKARD— 52 (250) 4-dr., $830*, $810*. dr., $1,375. ‘51 station wagon, $900. '50 (62) sedan, $1,810*; conv., $2,125°. ’50 | sTUDEBAKE Me het ee ; 


$1, ; Bel Air sport coupe, $1,530°, $1,- | PLYMOUTH — '54 Belvedere sport coupe, Custom club coupe, $585, $555. ’ 
510°, 4-dr., $1,475*, $1,420°; 2-dr., $1,-| $2,010; Plaza 4-dr., $1,655. '53 Cam-|NASH—'51 Ambassador 4-dr., $755°. Ch i catan, gi ise, | Commander 4-dr., $490°. '50 Commander 
bridge Suburban, $1,365; Cranbrook 4- | OLDSMOBILE—’52 (88) conv., $1,695*; CHEVROLET —- ’53 (150) sedan, $1 145: | 4-dr., $330*; Champion coupe, $375* 
CHRYSLER — ‘53 NY Newport, $2,050*| dr., $1,145; club coupe, $1,125. 52 Cran-| (98) 4-dr., $1,410* (ps), $1,440* (ps),| ~ (910) conv., $1.650°. ‘52 SL Deluxe Bel Starliner coupe, $500. 
(ps), $1,675° (ps); club coupe, $1,785°. brook 4-dr., $775; club coupe, $760. '51| $1,300*. '51 (88) 4-dr., $900*; (98) 4-dr.,| Air $1,200*; sedan, $950, $940, $920; | WILLYS—'53 station wagon, $1,050° 


(8) 4-dr., $1,300 (ps). ‘51 Cranbrook Belvedere, $660. | $920*; club coupe, $1,070*. '50 (98) 4- Special sedan, $825, $820, $800, $790, | 
Saratoga (8) 4-dr., $1,300. '47 NY 4-dr.,| PONTIAC—'5! Star Chief (8) Catalina,| dr., $600*. '49 (98) sedanet, $450*, $445*.|  §735 “795: station wagon, $900. ’51 SL | FLINT 
$195°. $2,605*, $2,600*; 4-dr., $2,495*, $2,465"; | "47 (76) sedanet, $155*. Deluxe sedan, §710. '50 SL Deluxe sedan ~~ 
DeSOTO—’54 Fire Dome (8) 4-dr., $2,495* Custom 4-dr., $2,475*; Deluxe 4-dr., $2.- | PACKARD—’51 Patrician (8) 4-dr., $790*; $630, $625, $550. ‘49 SL Deluxe sedan, (Flint Auto Auction, Inc. Sale every 
‘53 Fire Dome (8) 4-dr., $1,725* (ps). 245°. ’53 Chieftain (6) 4-dr., $1,265*. '52 (200) 4-dr., $1,000*%, $845*, $800*. '48 4- 4 ,? "| Wednesday. Prices are for sale of A 28.) 
DODGE—’54 Royal sport coupe, $2,100*.| Chieftain (6) Catalina, $1,435*. '51 Chief-| dr., $230. PAGO; CORY. SEES. “47 estan, GEES, TESS. Seema 
LYMOUTH—'53 Cranbrook Savoy, $1,350; | cuyerom ooo ae San ee Sat Ge Willing was 
aa an *| CHRYSLER—’54 NY sedan, $2,575*. '52/ very slew. Sold 99 cars out of 149.) 














*S1 Wayfarer 2-dr., $605. tain (8) 4-dr., $1,005*. } 
-Is bial - - ; 2- 7 - 

FORD—'G4 Grest (6) country sedan, $2,-| STUDEBAKER "Si Land Cruiser t-ar..! 4-dr., $050, $925; 2-dr., $1,045. "62 Gran- | ONY" geqan, $1,120". "61 Windsor sedan, | BUICK—'s3 Riviera 4-dr,, $1,625"; Special 

| $900. | 4-dr., $1,580; 2-dr., $1,300. 52 RM 4- 

DeSOTO—’51 Custom (6) sedan, $835. | dr., $1,270*; ‘Riviera 4-dr. $1,265*; Spe- 

DODGE—’51 Meadowbrook sedan, $700. '49| cial 4-dr., $1,040, $1,025. °51. ieeten S$ 

Coronet sedan, $450; conv., $400. dr., $940, $890; Super 4-dr., $910, $835. 

FORD—'54 Custom (8) sedan, 2 at $1,-| 50 Riviera 2-dr., $820; Special’ 4-dr. 

650; (6) Ranch Wagon, $2,100*, $2,075*; | $540: 2-dr., $500. ‘49 RM 4-dr., $330 

Crest (8) Victoria, $2,100*; sedan, §2.,- ‘48 RM 4-dr., $180. '47 Special 2-dr.. 


020°. °53 Custom (8) sedan, $1,320°, $205. 


T 2 at $1,260*, $1,060, $1,025; Crest (8) 
6 | — Victoria, $1,750*: Main (8) sedan, $1,-| CADILLAC—'53 club coupe, $3,135°. ‘51 
100. *52 Main (8) sedan, $860, $800,| (60) d-dr., $1,815°; (62) 4-dr., $1,680°. 
$795. "50 Custom Deluxe (8) sedan, euuanes ie aie cali 
540. '47 sedan, $235, $220 LET — ) 2-dr., $1,180°. 
‘ ~*~ $1,065; 4-dr., $1,225*. '52 Bel Air 2-dr.. 


HUDSON—’48 Super sedan, $210. 
; . '49 sedan, $1,045; SL Deluxe 2-dr., $895, $855; 


i LINCOLN — '50 sedan, $700 ] 
it Vv er fo ig $280. | conv., $945. '51 FL Deluxe 4-dr., $755: 
* MERCURY—'53 Monterey sedan, $1,705*;| SL Deluxe 2-dr., $750, $725, $605; SL 
Custom sedan, $1,600*. ‘51 sedan, $700, Special 2-dr., $585; business coupe, $475. 
$675, $645. '50 sedan, $630, $615, $520,| ‘50 SL Deluxe 2-dr., $660, $510. ‘49 SL 
, Deluxe 4-dr., $400. '48 FL 4-dr., $225. 
NASH—’51 Statesman Super sedan, $560. | DeSOTO—’53 Custom (6) club coupe, §1,- 
OLDSMOBILE—’52 (98) sedan, $1,550*.| 275. ’50 Custom 4-dr., $350. 
| °51 (88) sedan, $1,025*. '50 (88) sedan, | DODGE—’53 Coronet (8) 4-dr., $1,085. 51 
$810. °46 (76) sedan, $180. Coronet (6) 4-dr., $640. ‘50 Coronet (6) 
| PACKARD—’52 sedan, $1,035. 4-dr., $520. 
| PLYMOUTH — '53 Cambridge Suburban, FORD—’54 Main (6) 4-dr., $1,440. ‘53 a 
| $1,390. '52 Cranbrook sedan, 2 at $800, Custom (8) 4-dr., $1,225*; 2-dr., $1,190; 
$770. '51 Cranbrook conv., 2 at $700. '50 Custom (6) 2-dr., $1,080. ’52 Custom (8) 
Special Deluxe sedan, $550. °47 Special 2-dr., $950; Custom (6) 2-dr., $860. ’51 
Deluxe sedan, $285. Victoria 2-dr., $810; Custom (8) club 
PONTIAC—’53 Chieftain (8) conv., $1,- coupe, $650; Deluxe (8) 2-dr., $495. ‘50 
710. '50 Chieftain (8) sedan, $580; (6) | Standard (6) 2-dr., $435; Custom (6) 
sedan, $525. '49 station wagon, $320. 47 4-dr.. $400; Custom (8) 2-dr., $375. 
sedan, $300. | HUDSON—’51 Pacemaker 4-dr., $325. '50 
| zee 2-dr., $310. °49 2-dr., $145 
SER—’51 4-dr., $250. 
ALBANY LINCOLN—’49 Cosmopolitan club coupe, 
(Tim Anspach Auto Auction. Sale every $445. 
| Monday. Prices are for sale of Apr. 26.) | NASH—'51 Ambassador 4-dr., $515, $425 
"50 (600) 4-dr., $240. '49 Ambassador 2- 














(Car prices held nearly equal with a dr., $155 we 
e week’s low prices. Good clean cars sell- | op nsMOBILE—’ i ’ 
the paid for ing a shade higher, new cars slightly (ea) —— caeee 2. or. = 
lower. Sold 128 cars out of 168 offer- club coupe, $940. "49 (98) 4-dr., $300 
a e | ings.) '47 (76) club coupe, $130. 
, y insta ing BUICK—’54 Ceptury 4-dr., $2,550. '53| PACKARD—'51 Clipper 4-dr., $600. ‘47 
| RM 4-dr., $1, 80* (ps); Super Riviera Clipper 4-dr., $200. 


; coupe, $1, 945°. ‘51 Super conv., $1,195*; 7 ee 
| Special’ 4-dr., $860°. ‘50 RM Riviera | PLUYMOUTH—'52 Cranbrook 4-dr., $760. 


© coupe, $800*; 4-dr., $710*; conv., $735*; PONTIAC—'53 Chieftain (8) Deluxe 4-dr., 
DUAL EXHAUST s STEER Super Riviera coupe, $850*, $770*; 4-dr., $1,510*, $1,275; 2-dr., $1,460*, $1,350° 


$650*; Special 2-dr., $675*, $525. ‘49 (Continued on Page 55, Col. 1) 
DUAL EXHAUST HEADER SY A et ia Si, 
or a j '48 Super 4-dr., $180; RM conv., $215; 
4-dr., $260. 


| CADILLAC—'51 (62) 4-dr., $1,800*. ‘49 
(61) 4-dr., $975*. '48 (62) 4-dr., $775*, 
$640*. 

CHEVROLET—’'54 Bel Air station wagon, 

| $2,050. ’53 (210) 2-dr., $1,240*. '52 SL 

| Deluxe 4-dr., $950%; 2-dr., $880, $725. 


MAKES GAS GO FURTHER . . . GETAWAY FASTER 
Today smart car owners everywhere are getting more power 

- smoother performance . . . greater economy with Grand Dual 
Exhoust Systems and Grond Dual Exhaust Header Systems. They 
edd more “go” to getaways... give extra power to meet 
emergencies, extra speed for odventure. In addition, they increase 
horsepower up to 20% and streich gas mileage 10 to 20%. 
Every purchaser a satisfied customer . . . every installation 
guoranteed to fit properly . Priced to bring big dealer profits 
ORDER from your jobber now. Every system designed so factory 
replacement type mufflers can be used. 















’51 SL Deluxe 4-dr., $890, $560; 2-dr., 
$830, $785*, $730, $720*; FL club coupe, 
$720*; 2-dr., $900*. °50 FL Deluxe 2- 
dr., $585; SL 2-dr., $670; conv., $660; 
| Bel Air coupe, $885*. °49 SL Deluxe 
| conv., $400; 2-dr., $530; club coupe, 
| $520. °48 FL Deluxe aerosedan, $440; 
| $M 2-dr., $360. '47 FM club coupe, $190; 
| §M 4-dr., $270. 
| CHRYSLER — '53 Windsor Newport, $1,- 
830°. '50 NY 4-dr., $820*. °49 NY club 
coupe, $360°. 
DeSOTO—'53 Fire Dome 4-dr., $1,600*. 
DODGE—’54 Meadowbrook club coupe, $1,- 
925*. '53 Meadowbrook 4-dr., $990. ‘50 
2-ton platform, $290. ‘49 Coronet club 
coupe, $530°; Wayfarer 2-dr., $500*. '46 
%-ton pickup, $180. 
2 FORD—'54 Crest (8) 4-dr., $2,010*, $1,- 
Gj TTT LETT 850; Main (6) 4-dr., $1,640. '53 Custom 
y, (8) 4-dr., $1,320; Crest (8) conv., $1,- 
. F Parra as 725*. '52 Main (8) 4-dr., $860; Crest (8) 
. i Victoria, $1,250*%; Custom (6) 4-dr., 
FF $970. ‘51 Comoe (8) oO ae J j 
$700; 4-dr., $ *; conv., bn - 
luxe (8) club coupe, $450; 4-dr., $485; ormns Olds Family— 

(S) 2dr $400; 4dr $387.00, "49 Cus-| neh ang ener (seated), president of Cas- 
-dr., ; 4-dr., ae...” - . 
tom (8) 2-dr., $400*, $370*: club coupe, | "®* Motor Co., Inc., El Paso, Tex., signs 
$480, $460; conv., $525*. '46 Deluxe (8) | an Oldsmobile franchise as H. C. Gepp 


g. U. S, Pat. Off.) is a trademark of the Owens-Corning Fiberglas Corporation. 2-dr., $190. Ly Dal 
GRAND AUTOMOTIVE PRODUCTS | ROBSin— "so cub crap, #20. F Delt, regional monager, lock on. Car 
Dept. AN-2 Eaataeee he ee eae, ner soumiatie had been © Studebo ae 
DIVISION OF GRAND SHEET METAL PRODUCTS CO. 2055 N. Ruby Street, Melrose Park, Ill. LENCOES 40, cine comps, 9300+. $1,025; 2-| er since 1933. . = 
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(Continued frcm Page 54) 


‘61 Chieftain Deluxe 4-dr., $860, $665. 
’50 Chieftain Deluxe 2-dr., $400. 
STUDEBAKER—’53 Champion 4-dr., $1,- 
000. ’°51 Comander 4-dr., $465, $555; 2- 
dr., $550, $500, $540; club coupe, $550. 
MISCELLANEOUS—’'51 Henry J (6), 2-dr., 
$220. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Apr. 23.) 
(Sold 197 cars out of 265 offerings.) 

BUICK—’54 Century Riviera, $2,750*; 4- 
dr., $2,675*; Special 2-dr., $2,400*. °53 | 
Super conv., $2,010*; RM 4-dr., $1,930; 
Riviera, $1,680*. °52 Special 4-dr., §$1,- 
310*. '51 Super 4-dr., $910*. '50 Special 
-dr., $660*. 


CADILLAC—’52 (62) 4-dr., $2,600* (ps), 
$2,500* (ps). ‘51 (62) coupe, $2,245*. 
‘50 (62) 4-dr., $1,700*. '49 (62) 4-dr., 
$1,025*. 

CHEVROLET—’54 Bel Air conv., $1,825*; 
4-dr., $1,825° (ps); (210) 4-dr., $1,725*. 
‘53 Bel Air 4-dr., $1,525* (ps), $1,325; 


(210) sport coupe, $1,335; 4-dr., $1,240. 
‘52 SL Deluxe 2-dr., $1,050; conv., $1,- 
050*; 4-dr., $1,000*, $975*; club coupe, 
$830. '51 SL Deluxe station wagon, $810; 
club coupe, $765. °50 SL Deluxe conv., 
$650; coupe, $595. ‘49 FL 2-dr., $490. 
DODGE—’51 Coronet Diplomat, $825; Way- 
farer 2-dr., $510. ‘49 Wayfarer 2-dr., 


$300. 

FORD—’54 Custom (6) station wagon, $2,- 
135; club coupe, $1,750; Custom (8) 2- 
dr., $1,880; Crest (6) 4-dr., $1,850. '53 
Victoria, $1,485; Custom (8) 4-dr., $1,- 
370, $1,325; Main (6) 2-dr., $1,050. ’52 
Main (8) Ranch Wagon, $1,300; Vic- 
toria, $1,275*; Custom (6) 2-dr., $750. 
’51 Deluxe (8) 2-dr., $880, $550; Victo- 
ria, $850. '50 Custom Deluxe (8) club 
coupe, $750; 2-dr., $635; 4-dr., $605. '49 
club coupe, $485. "29 Model ‘‘A’’, $220. 

LINCOLN—’53 Capri 4-dr., $1, 925°. 

MERCURY—’54 4-dr., $1,925*. ‘53 Mon- 
terey coupe, $1,775°. '52 2-dr., $975. °51 
2-dr., $950; club coupe, $925. 

NASH-—'52 Statesman 4-dr., $925. ‘51 sta- 
tion wagon, $585. 

OLDSMOBILE—’ 54 (88) Super 4-dr., $2,- 
650*. '53 (98) 4-dr., $2,210*, $2,145* 
(ps); (88) coupe, $2,100*. '52 (98) 4-dr., 
$1,650*; (88) 4-dr., $1,375*. "51 (98) 
Holiday, $1,260*. 

$900. ‘49 4-dr., 


PACKARD ‘52 sedan, 
$510. 

PLYMOUTH—-'54 Belvedere 4-dr., $1,600. 
°53 Cranbrook 4-dr., $1,175. °51 Cran- 
brook 4-dr., $640. ‘50 Special Deluxe 2- 


dr., $500. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
550* (ps); Chieftain (8) Catalina, $2,- 
545*. '53 Custom (8) 2-dr., $1,705*; 
Chieftain Deluxe 2-dr., $1,660*. ‘52 (8) 
Cataiina, $1,350*; 2-dr., $1,125*; 4-dr., 
$975. '51 (6) 2-dr., $840. 

STUDEBAKER — '54 Commander sedan, 


$1,890. ’52 Champion 2-dr., $550*. ‘51 
Champion 2-dr, $630. ‘50 Commander 
4-dr., $360. 


WILLYS—’48 Jeepster, $250. 
MISCELLANEOUS—’51 Ford English 4- 
dr., $350. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Apr. 27.) 
(Sold 37 cars out of 93 offerings.) 


BUICK—’51 Super 2-dr., 


$590. 
CADILLAC—’48 (62) 2-dr., $675, $625. 


CHEVROLET — (210) 2-dr., $1,730*, 
$1,575; 4-dr., $1,675. '50 SL Special 
coupe, $485; 4-dr., $450, $410. -'49 SL 


Special 4-dr., $340; %-ton pickup, $270. 
‘48 FL 2-dr., $330. 47 SM 2-dr., $230; 
4-dr., $205; coupe, $200; %-ton pickup, 
$285. °41 Deluxe 2-dr., $115. 
CHRYSLER—’46 Royal (6) 4-dr., $250. 
FORD—’53 %-ton pickup, $805. '52 %-ton 
pickup, $565. °51 %-ton pickup, $535, 
$435, $425; 2-dr., $525, $400. ‘50 Cus- 
tom Deluxe (8) club coupe, $530; %-ton 
pickup, $300. '49 Custom Deluxe (8) 
club coupe, $375. "47 Deluxe coupe, $230; 
conv., $255. 
MERCURY—’49 Custom 2-dr., $345, $320. 
OLDSMOBILE—’43 (98) 4-dr., $265. 
PLYMOUTH—’'53 Cranbrook 4-dr., $1,150. 
WILLYS—’52 Aero 2-dr., $650. 
MISCELLANEOUS—'50 GMC %-ton pick- 
up, $38. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 
Wednesday. Prices are for sale of Apr. 28.) 

(Market strong on all sharp cars. Sold 
121 cars out of 175 offerings.) 


BUICK—’54 Century sedan, $3,105*; Rivi- 
era sedan, $2,800*, $2,655. ‘53 Super 
Riviera, $2,075*, $1,900*; sedan, $1,990. 
‘51 Super sedan, $1,160", $1,095*. °50 
Super Riviera, $960*; sedan, $585", 
$500*. '49 Super conv., $530*; RM sedan, 

. 

CADILLAC—'S3 (62) club coupe, $3,475*; 
’51 (62) sedan $1,915*; coupe deViile, 
$2,000*. °50 (60) sedan, $1,565*; (61) 
club coupe, $1,705*. 

CHEVROLET '54 (150) sedan, $1,925, 
$1,780. °53 (210) sedan, $1,315. '52 SL 
Deluxe sedan, $920; Bel Air sedan, $1,- 
300*; conv., $1,035. "51 SL Deluxe sedan, 
$780, $775*, $750. '50 SL Deluxe business 
coupe, $620; sedan, $740, $695*, $600. '49 
SL Deluxe sedan, $545, $500, $455. °48 
FM sedan, $310, $295, $275. 

CHRYSLER — '54 NY Deluxe sedan, $3,- 
120*. '51 Imperiai (8) Newport, $1,530*. 
’47 Windsor sedan, $220*. ‘46 Windsor 
sedan, $205*; Royal sedan, $100*. 

DeSOTO—’53 Powermaster club coupe, $1,- 
415*. 52 Custom (6) club coupe, $1,065*: 
sedan, $1,085*. °51 Custom (6) Sports- 
man, $1,000*; sedan, $865*. ‘46 conv.. 
$150. 

DuDGE—'53 Coronet (8) 
‘52 %-ton pickup, $840. 
sedan, $800; %-ton pickup, $600. ‘5 
Coronet (6) sedan, $700*, $635. 

FORD — '54 Crest (8) Skyliner, $2,550*; 

$2,150; Ranch Wagon, 

sedan, $2,225*; Custom (8) se- 
dan, $1, 940°. *53 Crest (8) Victoria, $1,- 
900*. '52 Crest (8) sedan, $1,085, $1,080, 
$1,070, $990; Main (8) sedan, $1,040; 
Custom (8) sedan, $1,265*, $1,150. 51 
Custom (8) Victoria, $1,005*, $840°. °49 
(6) sedan, $455. 

HUDSON — '52 Commodore sedan, $990°*. 
"50 (8) sedan, $640*. '49 (8) sedan, $255. 
‘48 Commodore sedan. $400. 


sedan, $1,390° 
*51 Coronet (6) 











KAISER—’52 Deluxe sedan, $805*. '51 De- 


luxe sedan, $580, $500. 


LINCOLN—’54 Capri sedan, $4,000*. ‘53 
Capri sedan, $2,965*. '52 Capri sedan, 
$1,900*, $1,765*. '49 Cosmopolitan sedan, 
$450*, $215*. 

MERCURY—’54 Monterey sedan, $2,605*, 
$2,565*. ‘53 Monterey sedan, §$2,275*, 
$1,955*. °52 sedan, $1,320*. ‘51 sedan, 
$905, $895. '50 sedan, $795, $610; sta- 
tion wagon, $525. °47 club coupe, $235. 

NASH — '50 Statesman sedan, $380*. "49 | 
(600) sedan, $250. 

OLDSMOBILE — '54 (88) sedan, $2,875*. 
"53 (98) sedan, $2,345*. '52 (88) sedan, 
$1,485*; Holiday, $1,650*; (98) sedan, 
$1,590*, $1,420*. '51 (88) sedan, $1,350*, 
$1,195*. '50 (88) Holiday, $1,060*; sedan. 
$750*. ‘48 (98) sedan, $375*. | 

PACKARD—’51 (8) sedan, $775*. '48 (8) 
sedan, $240. 

PLYMOUTH—’53 Cambridge sedan, $1,025 
‘92 Cranbrook sedan, 2 at $905, $875 
$865, $845, $835. °51 Cranbrook sedan, 
$770; club coupe, $760. '50 Deluxe sedan, 
$705, $455. ‘49 Special Deluxe conv., 
$570. 

PONTIAC—’53 Chieftain (8) Catalina, $2,- 
125*; sedan, $1,395*. '52 Chieftain (8) 
Catalina, $1,580; sedan, $1,160*. ’51 (8) 
Catalina, $1,225; sedan, $905. "50 (8) 
Chieftain Deluxe, $750*. 

STUDEBAKER—’52 %-ton pickup, $610* 
‘51 %-ton pickup, $420; Land Cruiser 
sedan, $600*. ‘50 Commander sedan, 
$525; Champion sedan, $375, $325. '49 
Champion conv., $410*. 

WILLYS — ’51 panel, $455*. 
$465*. °48 panel, $190. 

MISCELLANEOUS—’50 GMC %-ton panel, 

. "51 Hillman conv., $480. °47 In- 
ternational %-ton pickup, $320. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday 

Prices are for sale of Apr. 23.) 

(Sold 203 cars out of 308 offerings.) 

BUICK—’53 Super Riviera, $1,915*, $1,- 
835*, $1,750*; Special 4-dr., $1,630*, $1,- 
430*, conv., $1,830; RM Riviera, $1,965*. 
"52 Super 4-dr., $1,260*. '51 Special Riv- 
‘era $955*, $920*; RM 4-dr., $955*; Su- 
per Riviera, $1,030*, $800*. °50 Super 
4-dr., $660*, $580*, $515*, $500. 

CADILLAC—’53 (62) coupe deVille, $3,- 

(62) coupe, $2,470*. °51 (62) | 
4-dr., $1,900*, $1,750*; coupe, $2,000*. | 
50 (62) conv., $1,728"; 4-dr., $1,530 

CHEVROLET—’'54 Bel Air coupe, $1,975*; 
4-dr., $1,720; (210) 4-dr., $1,745, $1,715, 
$1, 675, $1,595. °53 (150) 4-dr., or 085; 
<-dr., $895; Bel Air 4-dr., $1,455, 
$1, 320. ’52 SL Deluxe 4- dr., $980", 
Bel Air, $1,200*, $1,140*, "$940*. 
Deluxe 2-dr., $755*, $675; Bel Air, $940*, 
$900*. '50 FL Deluxe 2-dr., $565; SL De- | 
luxe 2-dr., $610*, $535, $490, $455. | 

CHRYSLER—’54 Windsor club coupe, §2,- | 
050. '51 Windsor Newport, $940*, $930*. 
’48 Windsor 4-dr., $295. °46 Windsor | 
coupe, $185. | 

DeSOTO—’51 Deluxe 4-dr., $630. 
tom 4-dr., $255. 

DODGE—’53 Coronet (6) 
"52 Meadowbrook 4-dr.. 
met (6) 4-dr., $730; 
$570. '50 Coronet (6) 4-dr., 
Custom conv., $25. | 

FORD—’54 Crest (8) 4-dr., $1,805*. °53) 
Crest (8) Victoria, $1,650*, $1,525*; Cus- 
tom (8) 2-dr., $1,315, $1,090. ’52 Crest | 
(8) Victoria, $1,335*, $1,300*, $1,220*. 
"51 Custom (8) 4-dr., $775, $710*, $695, 
$685*, $600; Custom Deluxe Victoria, 
$940*, $890*, $875*. ‘50 Custom (8) 2- | 
dr., 2 at $555*, $460, $395; Custom (6) | 
2-dr., $455, $450, $405. ‘49 Custom (6) | 
4-dr., $320; Custom (8) 2-dr., $350*, | 
$335, $280. °47 Super Deluxe (8) ciub, 
coupe, $200. 

HUDSON—’51 Pacemaker 4-dr., $375. 

KAISER—'51 Deluxe 4-dr., $640; Special 
4-dr., $500, $260. '49 4-dr., $175*. 

MERCURY—’52 Monterey coupe, $1,380*, 
$1,365. ‘51 4-dr., $810*%, $805*; club 
coupe, $830*. ‘50 4-dr., $495*. 

NASH—’53 Rambler club coupe, | 
Statesman 2-dr., $1,340. '51 (600) 4-dr., 
$590*; Ambassador 4-dr., $585*. °'49 
(600) 4-dr., $295*. ‘47 (600) 4-dr., $140. 

OLDSMOBILE — ‘53 (88) 4-dr., $1,775*; 
(98) Holiday, $2,370*. ‘52 (88) 4-dr., 
$1,365*, $1,300*; (98) Holiday, $1,835*; 
4-dr., $1,615*, $1,500*, $1,405*, $1,370*. 
"51 (98) 4-dr., $1,030*%, $995*, $935*. 50 
(88) 4-dr., $71b*, $650, $560 °49 (76) | 
2-dr., $375*, $300. 

PLYMOUTH—’53 Cranbrook Belvedere, $1,- 
385. °52 Cranbrook 4-dr., $875, $835, 
$815, $800, $710. ‘51 Cranbrook club 
coupe, $830; Cambridge club coupe, $410. 
"49 Special Deluxe 4-dr., $410, $405, 
$370. '46 Special Deluxe 4-dr., $110. 

PONTIAC—’53 Chieftain Deluxe (8) Cata- 
lina, $1,945". °52 Chieftain Deluxe (6) 
$950*; Super Deluxe Catalina, $1,380*. 
"51 Chieftain Deluxe (8) 4-dr., 2 at 
$900*, $815, $780*. ‘50 Super Deluxe 
Catalina, $805; Chieftain Deluxe (8) 2- 
dr., $640, $510*. ‘49 Chieftain Deluxe 
(8) 4-dr., $345*. 

STUDEBAKER — '52 Commander 4 - dr., 
$715*; Champion Starliner, $925*. ‘51) 
Commander club coupe, $570*. ’50 
Champion 4-dr., $425*. '48 Champion 4- | 
dr., $300*. °47 Champion 2-dr., $130*. 

WILLYS—'47 (4) station wagon, $295*. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 29.) 

(Market holding very firm. 36 
cars out of 125 offerings:) 


BUICK—’54 Super Hard Top, $2,825*. 
Super 4-dr., $1,200*; Riviera 4-dr., 
115; Special 4-dr., $1,000. 
dr., $895; ‘Deluxe 2-dr., $835; Super 
Riviera 4-dr., $820; 4-dr., $805. ‘50 
Super Riviera, $650; Special 4-dr., $645, | 


‘50 Jeepster, 





j 
| 


att 


"49 Cus- 


4-dr., $1,170*. 
$650. °51 Coro- | 
Wayfarer 2-dr., | 
$575*. °49) 


$1,120; 


"52 
$1,- 
‘51 Special 4- 


$590, $500. '48 Special 2-dr., $190. '47 
Super 4-dr., $155. 

CADILLAC—’'49 (61) sedan, $1,040*; 2- 
dr., $1,025*. 

CHEVROLET—;54 (210) 2-dr., $1,660*; 4- 
dr., $1,650°. '53 Bel Air conv., $1,510*; 
(210) 4-dr., $1,220*, $1,150. °52 SL Spe- 


cial 4-dr., $830; SL Deluxe 2-dr., $805, 
$750; %-ton pickup, $655; 2-ton pickup, 
$615. ‘51 SL Deluxe 4-dr., $765, $705; 
2-ton pickup, a ’50 SL Deluxe 4-dr., 
$600; 2-dr., , $565; FL Special 4-dr., 
$560, $490. 1. "SL Deluxe 4-dr., $515. | 
‘47 FL aerosedan, $335, $190. | 


CHRYSLER — '53 Windsor Deluxe 4-dr., 


| STUDEBAKER—’53 Champion 4-dr., 


| MISCELLANEOUS — ’48 International %- 


| CHEVROLET — 


$1,700*. ‘51 Windsor Newport, $915. ‘48 
Windsor 4-dr., $170. 
DeSOTO—’53 (8) 4-dr., $1,550. 52 Custom 


4-dr., $1,000 

FORD—’'54 Crest (8) conv., $2,230*; 4-dr., 
$1,985*. '53 Main (8) Ranch Wagon, §1,- 
580*; 2-dr., $1,125. °52 Crest (8) Vic- 
toria, $1,275*. ‘51 Custom Deluxe (8) 
conv., $980; 2-dr., $775, $740, $630; 4- 
dr., $760. '50 Custom Deluxe (8) 2-dr., 
$775, $650, $530; 1%-ton platform, $455. 
’49 Custom (8) 4-dr., $375; club coupe, 
$350. '48 Deluxe (8) 4-dr., $265. '47 De- 
luxe (8) club coupe, $300. 

KAISER—’49 4-dr., $160. 

MERCURY—’53 Monterey Hard Top, §1,- 
860*. ’51 4-dr., $845. 

NASH—’51 Ambassador Super 2-dr., $670. 

OLDSMOBILE—'54 (88) Holiday, $2,725*. 
"49 (98) 4-dr., $590. 

PACKARD — '52 (200) 4-dr., 
(200) Deluxe 4-dr., $605; 
$450. 

PLYMOUTH—’51 Cambridge 2-dr., 
4-dr., $550; Cranbrook 4-dr., 
Special Deluxe 4-dr., $155. 
$195, $145. 

PONTIAC 54 ~VChieftain 
wagon, $2,415. '53 Chieftain Deluxe (8) 
4-dv., $1.550*, 2-dr., $1,440. '50 Silver 
Streak (8) 4-dr., $475. '46 2-dr., $115. 

$1,- | 

’50 Commander 4-dr., $460; Deluxe 

$420. 


$1,155. ‘50 
club sedan, 


$595; 
$545. '48 
‘47 «4-dr.. 


(6) station 


210°. 
4-dr., 


ton pickup, $305; 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 29.) 
(Prices up an average of $25 per unit 
from preceding week. Retail sales re- 
ported good. Sold 111 cars out of 146 


offerings.) 
BUICK—’53 Special 4-dr., $1,490; Super 
’52 RM Riviera 2-dr., 


conv., $2,050*. 
$1,000*; Special Riviera 2-dr., $1,325. 
‘51 Special Deluxe 4-dr., $805; Super 4- 
ar., $970*; Riviera 2-dr., $1,115*. '50 
Super 4-dr., $825*. '48 Super conv., $340; 
Special sedanet, $365. 
CADILLAC—’46 (62) 4-dr., $350*. 
dr., $125. 


1%-ton pickup, $250. 


"36 4- 


'54 (150) 2-dr., $1,465; 
2-dr., $1,550, $1,540, $1,525; 4-/| 
dr., $1,550; Bel Air 2-dr., $1,670, $1,- 
665, $1,635, $1,620. '53 (210) 4-dr., $1,- 


(210) 





215; %-ton pickup, $900, $710. ’52 SL 
Deluxe 4-dr., $960, $935; Bel Air, $1,- 
075*. °51 SL Deluxe 4-dr., $750, $710, 
$700, $575; 2-dr., $750, $760*; Bel Air, 
£875*. '50 2-ton cab & chassis, $425; FL 
Deluxe 2-dr., $515. °49 %-ton panel, | 
$240; 1-ton pickup, $320; FL Deluxe 4- 
dr., $410; 2-dr., $500, $440, $410; FL, 
Special 2-dr., $455; SL Deluxe club | 
coupe, $465; SL Special 4-dr., $500. '48 | 
1%-ton cab & chassis, $285; SM 2-dr.. | 
$260; FM 2-dr., $410. 

CHRYSLER—" . NY “ dr., $300°. ! 





Shaker Motor Franchised by Packard— 


Cleveland's newest Packard dealership, Shaker Motor Co., is located in suburban 
Shaker Heights. Mrs. Lucille Frank is president; Joseph A. Mittermiller, vice-president, 
and Alex Roman, secretary. 


| DeSOTO — ‘51 Custom (6) Sportsman, Deluxe (8) 4-dr., $560*. ‘49 Chieftain 
ees % =— ise 4-dr., $450. °47 Deluxe (8) conv., $525*. 
ustom (6) 4-dr., 55. | STUDEBAK ial i 

DODGE—'51 Wayfarer 2-dr., $585; Coronet | "59 Champion Deluge adn passe? ay 
club coupe, $665. ’50 Wayfarer 2-dr., Champion 4-dr., $195 $170." 
$465. "49 Meadowbrook 4-dr., $380. ay " : 

FORD — '54 Custom (6) Ranch Wagon, 
$1,950. ‘53 Custom (6) 4-dr., $1,175: DANVILLE, VA. 
U.est (8) Victoria, $1,600*. ’'52 Custom ‘ 
(6) Ranch Wagon, $1,075. ‘51 Deluxe (Danville Auto Auction. Sale every Wed 


nesday. Prices are for sale of Apr. 28.) 
(Cars were the cleanest ever offered 
here. Continued very active saies. Sold 
46 cars out of 82 offerings.) 
BUICK—’46 Super conv., $115. 
CHEVROLET—'52 FL Deluxe 4-dr., $1,- 


(8) 4-dr., $650; Custom (6) 2-dr., $605; 
(8) 4-dr., $745*, $730*. ’50 Deluxe (6) 
2-dr., $525; Custom (8) conv., $375. °49 
Custom (8) 2-dr., $450. '46 Super Deluxe 
(6) 2-dr., $115; (8) 2-dr., $185. 
HUDSON—’50 Pacemaker (6) 4-dr., $360*. 


’48 Commodore (8) 4-dr., $180. 010, $925, $900. '51 SL Deluxe Bel Air, 
KAISER—’51 Special 4-dr., $300. '50 Spe- $845; FL Deluxe 4-dr., $700, $660. '50 
cial 4-dr., $230. '49 Special 4-dr., $295. SL Deluxe 2-dr., $610, $480. '47 FL De- 
MERCURY—’'54 Custom 2-dr., $1,865. ’51 luxe 2-dr., $235. °46 FM 4-dr., $155, 
2-dr., $830*, $805*; 4-dr., $695*; conv., $100. °41 club coupe, $125. 
$980*. '50 2-dr., $660; 4-dr., $505. °49| CHRYSLER—'49 Windsor 4-dr., $365. 
2-dr., $250. DODGE—’49 Custom 4-dr., $455. 
| NASH—’49 (600) 4-dr., $300. ‘48 Ambas-| FORD -—- ‘53 Custom (8) 4-dr., $1,305; 
sador 4-dr., $205*. Crest (8) 4-dr., $1,350, $1,160. '52 Crest 
OLDSMOBILE—’48 (78) 4-dr., $140*. (8) 2-dr., $955*; Custom (8) 4-dr., $900; 


PACKARD—’52 (200) Deluxe 4-dr., $1,- Main (6) 4-dr., $745. '51 Custom Deluxe 
075*. ’49 4-dr., $160*. (8) 2-dr., $670. ’50 Deluxe (8) 2-dr., 
PLYMOUTH—’54 Savoy 2-dr., $1,460. '53 $470; Custom Deluxe (8) 4-dr., $490, 
Cranbrook 4-dr., $970. '52 Cambridge 2- $445. °49 Custom (6) 2-dr., $320. °40 
dr., $670. ‘51 Cambridge 2-dr., $620; 2-dr., $270. 
Belvedere, $800. ‘50 Deluxe Suburban, | MERCURY —~ ‘52 4-dr., $1,250. °51 club 
$550. °46 Deluxe 2-dr., $150. coupe, $765. '50 club coupe, $570. 


OLDSMOBILE—’52 (98) 4-dr., $1,550. 
(Continued on Page 56, Col. 3) 


51 





PONTIAC—’51 Chieftain Deluxe (8) 4-dr., 
$925*; _Catalina, $1, 000°. ’50 Chieftain 
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MFG. CO. 


This 


FREE BOOKLET 


on Profitable 
radiator departments 


may help you 


Blueprint for Profit is the factual, 
documented story of how a modern, 
up to date radiator department can 
increase your profits and service 
absorption picture. 


It includes full details on cost of in- 
vestment. How personnel can be 
fully trained. How much difference 
modern equipment can make in 
increased sales. Plus many other 
facts about radiator department 


operations. 
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Plan 

Dealers who do all or part of their own financing con get 
HIGHER PROFITS with Stuyvesant’s Profit Sharing Plan; full 
coverages coast to coast, backed by a nationally famous leader 


in the automobile finance insurance industry. 
*except in Ohio 


ASK FOR PROOEF § ox: neares: eid 


man will present all the facts without obligation. You 
still have time to cash in this season if you write today. 


THE STUYVESANT INSURANCE COMPANY 
953 Hamilton Street Allentown, Pennsylvania 


a ane: FINANCE 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 
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(88) 4-dr., $850. ‘50 (88) 2-dr., 
‘47 (66) 2-dr., $155. 
PACKARD—’'50 4-dr., $425. 
PLYMOUTH — '52 Cranbrook 4-dr., $650. 
’51 Cranbrook 4-dr., $335; Belvedere club 
coupe, $685. °'49 Special Deluxe 2-dr., 
$415. 46 4-dr., $315. 
PONTIAO—’53 Chieftain (6) 4-dr., $1,330. 
STUDEBAKER—’50 Champion 4-dr., $455. 
SCELLANEOUS—’54 MG conv., $1,075. 
‘51 Henry J 2-dr., $350. 


MASON CITY, IA. 


(Lapiner Auction Company. Sale every 

Wednesday. Prices are for sale of Apr. 28.) 

(Retail activity strong. Sold 102 cars 
out of 134 offerings.) 

BUICK—'54 RM 4-dr., $2,955* (ps). ‘53 
RM 4-dr., $1,780* (ps); Super Hard Top, 
$1,840*, $1,790*, $1,760*. '52 Super 4-dr., 
$1,320*, » $1,240*. °51 Super 4- 
dr., $1,005*, $985*, $975*. °49 Super 2- 
dr., $515*. 

CADILLAC—’54 (62) club coupe, 
(ps). °50 (62) 4-dr., $1,755*. 
2-dr., $1,090*. 

CHEVROLET — ‘54 (210) 4-dr., $1,725*, 
$1,620, $1,615, $1,600. °53 (210) 4-dr., 
$1.270, $1,255, $1,240, $1,205; 2-dr., $1,- 
230, $1,215, $1,205, $1,170; (150) 2-dr., 
$1,075; Bel Air 2-dr., $1,460*. "52 SL 
Deluxe 4-dr., $965*, $955*, $940, $865; 
2-dr., $860*, $720*. '51 SL Deluxe 4-dr., 
$815, $805, $765, $750, $710. '50 SL De- 


$855. 


$4,810° 
"49 (62) 





luxe 2-dr., $665*, $510. °49 SL Deluxe 
4-dr., $525, $505, $480, $460; 2-dr., $455. 

OCHRYSLER—’'52 Saratoga (8) club coupe, 
$1,175*. °51 Windsor (6) Newport, $1.- 
000* (ps). 4 

DeSOTO—’51 Custom 4-dr., $800*. '50 Cus- 
tom Hard Top, $785*. 

DODGE — '52 Coronet 4-dr., $945°. ‘51 
Coronet 4-dr., $690*. ‘50 Coronet 4-dr., 

40°. 

FORD—’54 Main (6) 2-dr., $1,490; Custom 

(8) 4-dr., $1,860*, $1,840, $1,820*. °53 


5 
y CWS => 
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New, roomy design... 
seats 3,500,000 ! 


That’s the size of the automotive Forei 
product required to meet the needs 
of the U.S. Armed Forces personnel 
.. . 34 million strong, plus depend- 
ents. And their 8-billion-dollar spend- 
able income lets them buy the com- 


modities that they need and want. 


car makers and distributors 
of U.S. cars abroad are actively culti- 
vating these prospects. Why not let 
us show you and your agency how to 
get a full share of this rich market for 
all automotive products? Ask for 
complete details at our nearest office. 


NEW AUTHENTIC ARMED FORCES PLEASURE-CAR 
OWNERSHIP SURVEY YOURS FOR THE ASKING! 


@ WASHINGTON 
3132 M St. N.W. 


@ NEW YORK 
41 E. 42nd St. 


@ PHILADELPHIA 


@ ATLANTA 





R. W. McCarney, 1015 Chestnut St. 


Weaver Inc., 1447 Peachtree St. 


ARMY TIMES PUBLISHING CO. 


@ CHICAGO 
203 N. Wabash Ave. 


@ BOSTON 
John Hancock Bidg. 


@ LOS ANGELES 
6399 Wilshire Bivd. 


@ SAN FRANCISCO 
Monadnock Bidg. 


LONDON - PARIS - FRANKFURT - ROME - CASABLANCA - TOKYO 
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Used-Car Auction Prices 


(Continued from Page 55) 


Main (8) 2-dr., $1,295*, $1,215, $1,145*, 
$1,105. °52 Custom (8) 4-dr., $1,015*. °51 
Custom (8) 2-dr., $760*, $740, $705; (6) 


2-dr., $560. '50 Deluxe (8) 2-dr., $615*; 
4-dr., $630°. '49 (8) 4-dr., $395; 2-dr., 
$475*, $415. 


HUDSON—’51 Commodore (6) Hollywood, 


$850*. °50 (6) 2-dr., $305*. 
MERCURY—’54 Monterey Hard Top, §2,- 
450°, $2,360°, $2,225; 4-dr., $2,070. ’53 


4-dr., $1,685°*. 52 4-dr., $1,265*. ‘51 4- 
dr., $825*, $815*, $790*; 2-dr., $885*. ’50 
2-dr., $490. 

NASH—’49 (600) 2-dr., $405*. 

OLDSMOBILE—’52 (88) 2-dr., $1,285. '49 
(88) 2-dr., $385°. 

PACKARD—’52 (300) 4-dr., $1,135*; (200) 
4-dr., $1,000*. 

PLYMOUTH—’53 Cambridge 4-dr., $1,090. 
’62 Cranbrook 4-dr., $835, $795. °50 4- 
dr., $485, $465. '49 Deluxe club coupe, 


PONTIAC—’ 54 Chieftain (8) 4-dr., $2,320*, 
$1,500*; Catalina, $1,880*. ‘52 Chieftain 
(8) 4-dr., $1,075, $965*. ‘51 Chieftain 
(8) 2-dr., $860*. '50 Chieftain (8) 2-dr., 
$495, $475. 

STUDEBAKER—’52 Champion 2-dr., $875*. 
’51 Champion 2-dr., $505*. '50 Champion 
4-dr., $395*. '49 4-dr., $345*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Apr. 29.) 


(Market strong. Very active sale.) 


BUIOK—’52 Special 4-dr., $1,060. ’51 RM 
conv., $1,030*; Special conv., $1,030. ’50 
RM 4-dr., $675*; Special 4-dr., $665*, 
$635*. °49 Super conv., $510*. °48 Super 
4-dr., $215. 

CADILLAO — '50 (62) 4-dr., $1,605*. 49 
(62) 4-dr., $1,065*. 

CHEVROLET—’54 (210) 4-dr., $1,670. '53 
(210) 2-dr., $1,200. ’°52 Handyman, $1,- 
185*. °51 SL Deluxe 2-dr., $610. '50 SL 
Deluxe Bel Air, $700*; 4-dr., $640. ‘49 
SL Deluxe 2-dr., $460; 4-dr., 2 at $465. 
’47 FL aerosedan, $300. '45 %-ton pick- 
up, $235. 

CHRYSLER — '52 NY 4-dr., $1,335*. ’50 
Windsor 4-dr., $685*. 

DODGE — ’53 Custom club coupe, $860; 
Meadowbrook Suburban, $1,370. '48 Cus- 
tom 4-dr., $265. '47 Deluxe 4-dr., $270. 

FORD—’53 Custom (8) 4-dr., $1,395*; 2- 
dr., $1,300. ‘52 Main (8) Ranch Wagon, 
$1,100. '51 Custom (6) 2-dr., $550; (8) 
station wagon, $770. '50 Custom (8) 2- 
dr., $580. '49 Custom (8) 4-dr., $440; 
2-dr., $415; (6) club coupe, $270. °46 
%-ton pickup, $300. 

HUDSON—’51 Pacemaker 4-dr., $460. °49 


— (8) 4-dr., $190. °48 4-dr., 
KAISER — ’51 Special 4-dr., $350; 2-dr., 


$440. '49 Special 4-dr., $150. 
MERCURY—’51 (8) club coupe, $680. '50 
(8) sport sedan, $580. 
NASH—’48 Ambassador club coupe, $195. 


OLDSMOBILE — ’53 (98) 4-dr., $2,135*, 
$2,105* (ps). °49 (88) 2-dr., $460*. 

PLYMOUTH — ’53 Cambridge Suburban, 
$1,500*; 4-dr., $1,000. ’52 Cambridge 


club coupe, $745, $705; 4-dr., $765. °51 
Cranbrook 4-dr., $650, $620; Cambridge 
Suburban, $760. '49 Special Deluxe 4-dr., 
$420. °47 Special Deluxe 4-dr., $265, 
$250. °46 Deluxe 4-dr., $180. 
PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,500*. °50 Chieftain (6) 2-dr., $540. '49 


Streamliner (6) 2-dr., $285; Chieftain 
Deluxe (8) 4-dr., $425*. "48 Deluxe (8) 
4-dr., 240°. 


STUDEBAKER — '51 Commander 2-dr., 
$560°. 


NEOUS — '52 International %- 
ton pickup, $745. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Apr. 30.) 


(Sales weak for this time of year.) 
BUIOK—’51 Super Riviera 4-dr., $1,045°, 


$965*; Special Deluxe, $915. '50 Super 
Riviera 4-dr., $725*. ‘49 Super Riviera 
4-dr., $445. 


— (62) sedan, $1,575*, $1,- 
. 


OCHEVROLET—’51 SL Deluxe sedan, $800, 
$700. '50 SL Deluxe sedan, 2 at $600; 
club coupe, $625. °49 SL Deluxe sedan, 
$435. °48 FL aerosedan, . "47 FL 
aerosedan, $250. '46 FM 2-dr., $165. 

"49 Custom sedan, $520. 

DODGE—'49 Coronet sedan, $480*; Mead- 
owbrook sedan, $455. 

FORD—'54 Custom (8) sedan, $1,740. ‘53 
Crest (8) Victoria, $1,670*; Main (6) se- 
dan, $1,105. ’52 Main (8) 2-dr., $930. ’°51 
Custom (8) 2-dr., $690. °50 Custom (6) 
club coupe, $515*. °49 Custom (6) club 
coupe, $365, $265, $255, $225; (8) 2-dr., 
$405, $270. '47 Deluxe (8) 2-dr., $200. 

HUDSON—’53 Super Jet 4-dr., $1,140*. '50 
Pacemaker 4-dr., $335. 

MEROURY—’51 club coupe, $910*. ‘50 se- 
dan, $585. 

NASH—’49 Ambassador 4-dr., $200; (600) 
4-dr., $200. 

OLDSMOBILE—’49 (98) 4-dr., $435*; (76) 
2-dr., $380. 

PACKARD—’51 (200) 4-dr., $700*. 

PLYMOUTH — ’52 Cambridge 4-dr., $865. 
’51 Cambridge 4-dr., $585. ‘50 Special 
Deluxe station wagon, $610. '48 Special 
Deluxe 4-dr., $250. °47 Special Deluxe 
club coupe, $225. 

PONTIAO—’53 Chieftain (8) 4-dr., $1,490. 
'52 Chieftain (8) Catalina, $1,410*. °51 
Silver Streak (6) sedan, $865; (8) sedan, 
$880*. '50 Silver Streak (8) sedan, $700*, 
$650*; conv., $735*. °49 Silver Streak (8) 
sedan, $530. '47 Torpedo (8) sedan, $215. 

STUDEBAKER "52 Champion sedan, 
$655*. °51 Commander Land Cruiser, 
$620°; sedan, $600. "49 Commander Land 
Cruiser, $280. 

* * . 
— Auctions in Brief — 
BROWNWOOD, TEX. 
Southwest Car Auction. Every Tuesday. 

(Apr. 27). Market was hot here on clean 

ones. Some of the rough ones moved better 

than in some time. Market is definitely up 
on good clean units. °53 and ’54 models 
slow. Dealers are optimistic over pickup 
in retail sales. Weather fair. 

+ * 


JESSUP, MD. 


Auto Auction. Every Friday. 
. Market good, sold 96 percent of 
those offered. Clean ‘48 and ‘49 cars 
brought top dollar. Sold 23 out of 33. 

* * * 


CHICAGO 
Arena Auto Auction. Every Thursday. 


Colie’s 


(Apr. 27). Market steady with plenty of 
action on clean merchandise. Sold 312 out 
of 428. 
* * * 
MINNEAPOLIS 


Minneapolis Auto Auction. Every Friday. 
(Apr. 28). '49, °50, and '51 models getting 
good action. '°53s much better this week. 
Prices off slightly on late models. Sold 106 
out of 149. 





Three-Month Exports Top | 


1953 by 12,000 Units 


NEW YORK.—Car and truck ex- 
ports of U.S. makers in the first 
quarter of 1954 totaled nearly 12,000 
units more than in the correspond- 
ing period of last year, the Auto- 


ports accounted for 6.14 percent of 
factory sales, as against 5.06 per- 
| cent in 1953. 

The foreign-market share for the 
first three months included 62,212 





mobile Manufacturers Assn. said| cars, 43,300 trucks and 54 buses. 


last week. 

According to AMA, 105,566 ve- 
hicles were sent abroad in the 
1954 quarter out of total factory 
sales of 1,718,275, compared with 
98,598 out of 1,848,858 last year. 
Put another way, this year’s ex- 





Korean Visitor— 


Byong Ho Lee (right), special advisor 
to South Korean Prime Minister Syngman 
Rhee, inspects the Toledo production lines 
of Willys Motors on a U.S. State Depart- 
ment tour in behalf of the industrial re- 
habilitation of South Korea. Escorting the 
Korean visitor was Gus Pyrros, of the 
Willys-Overiand Export Corp. 


For last year, the breakdown was 
57,180 cars, 36,334 trucks and 84 
buses. 

Cars exported in March numbered 
21,505, or 4.04 percent of factory 
sales of 531,529. The corresponding 
month in 1953 saw 20,359 cars 
shipped out, or 3.59 percent of 566,- 
320. 


Truck exports in March were 
figured at 16,023, or 15.88 percent 
of 101,177 sold at the factory. The 
1953 comparison was 12,086 units, 
or 9.01 percent of 134,129. 

Only eight of 296 buses, or 2.70 
Percent, were exported during the 
month. In March of last year, 47 
buses were earmarked for foreign 
consumption, or 19.91 percent of 
the 236 sold. 


Car Transporter Guilty 
Of Evading Taxes 


ST. LOUIS. — Herbert M. Flor- 
man, head of Associated Trans- 
ports, Inc., a car-transporting com- 
pany, was fined $10,000 and sen- 
tenced to a year and a day in 
prison after pleading guilty to in- 
come tax evasion before U.S. Dis- 
trict Judge Rubey M. Hulen. 

Florman was charged in a two- 
count indictment with evading 
taxes of $28,671 for the years of 
1947 and 1948. The prison sentence 
was suspended pending an investi- 
gation of Florman’s health. 


City by City... 
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Report on Bootlegging 
From Across the U.S. 


(Continued from Page 541) 


makes appearing mostly, but 
virtually all others are also in 
evidence. 


Midwest points are the source of 
bootleg new cars turning up here. 
They are brought in generally by 
driving and towing at a cost of 
$50 to $75, as compared with the 
new-car dealer’s freight cost of $200 
to over $300. 

This, gives the nonfranchised 
dealer in new cars an initial price 
edge of some $150 to $250. In ad- 
dition to this, his. low overhead 
costs and selling commission in- 
creases his price edge by another 
$150 or more. 

Although there seems to be no 
indication that bootleg sources are 
drying up, it is becoming more dif- 
ficult for used-car dealers to handle 
bootleg cars profitably. The cream 
of their market, following new- 
model time, is gone, says one used- 
car dealer, and buyers now are ask- 
ing too great discounts and high 
trade allowances. 

It is also reported that, under 
pressure of new-car dealers, some 


Young-at-Heart 
Buffalo Convertible Show 


Draws All Ages 


BUFFALO.—Convertibles appeal 
to the old folks as well as the 
young. 

Kenmore Motors (Ford), found 
this out when it staged a promo- 
tion around the theme, “For The 
Young-At-Heart, 18 to 80.” 

The firm assembled a large num- 
ber of convertibles and sport body 
styles and offered them at the start 
of the spring convertible season. 

The response was very good,” 
reported a spokesman. “We sold 16 
new convertibles during the first 
three days of the event, and we ex- 
pect to sell from 50 to 60 units by 
the time we wind up the cam- 
paign.” 

Kicking off the sale was an ad 
featuring a photo of an elderly 
man and woman enjoying a ride in 
a convertible. The copy said: “For 
the young at heart, 18 to 80. 





Correction 





A. P. Austin J. P. Dragin 


In its May 3 issue, AUTOMOTIVE 
News inadvertently used a picture 
of J. P. Dragin, new controller of 
White Motor, under the name of 
A. P. Austin, who was honored the 
other day for 50 years of »ervice 
with White. Above the correct iden- 
tifications. 








banks and finance companies will 

no longer floor-plan new cars for 
used-car dealers. 

Because of these factors, one 
used-car dealer predicted that 
within 30 days there will be no 
new cars in used-car dealers’ hands 
here. 

However, this idea was scoffed 
at by Harold L. Steiner, president 
of the Seattle Automobile Dealers 
Assn., who said that bootlegging 
would continue as long as there is 
overproduction, as long as the fac- 
tories do not clamp down on deal- 
ers who are guilty of the practice 
and as long as there is no nation- 
wide standardization of freight 
charges. 

Few instances of new-car unload- 
ing by franchised dealers are re- 
ported. In one known case the fac- 
tory is said to have warned the 
offending dealer—(Martin Trepp.) 

= * 2 


New Orleans 


Franchised dealers and nonfran- 
chised outlets are practically divid- 
ed in their opinion as to whether 
bootlegging is increasing or de- 
creasing. 

More Chevrolets may be found 
on used-car lots than any other 
make. Plymouths is in runner-up 
position. 

There is no indication that boot- 
leg sources are drying up, but it 
is very noticeable that used-car 
dealers are no longer carrying large 
new-car inventories. 

Some new-car dealers are dis- 
counting or overallowing to meet 
the so-called bootleg price. In some 
instances the new-car dealer is sell- 
ing below the bootlegs’ price— 
(Gordon Hebert.) 


* * * 


Akron 


A substantial reduction in boot- 
legging has been reported here as 
the result of publicity in the last 
two months. 


While indications are that boot- 
legging sources are drying up, 
dealers said they doubted if the 
practice would ever be entirely 
eliminated during periods of sur- 
plus. 

“As long as factories put pres- 
sure on dealerships to make them 
take more cars than they can 
swallow, we are bound to see 
some bootlegging,” one veteran 
dealer commented. 

Plymouths, various other Chrysler 
cars, Pontiacs, Fords, and some 
Buicks, Cadillacs and Oldsmobiles 
have been noted. most frequently 
in the bootleg market. One de- 
velopment has been that the cars 
are coming onto the market one 
or two at a time instead of in 
groups as they were before the 
anti-bootleg drive opened. 

Helping to curb bootlegging have 
been the local association and fac- 
tory representatives who have ad- 
vised strongly to avoid such busi- 
ness, “using logic instead of 
muscle.”—(Joe Kuebler.) 


Chevrole? Honors Top Salesmen in Jacksonville Zone— 


This group of salesmen represents the winners in Chevrolet's March campaign in the Jacksonville (Fla.) zone, under the 
slogan, “Deliver One More in March ‘'54." As a reward, Chevrolet flew the group to Atlanta for a tour of its assembly plant 


and the Fisher Body pliant. 





New Showroom for City Chevrolet— 

The introduction of new models was combined by City Chevrolet Co., San Diego, 
Calif., with the opening of its new $100,000 showroom. The ceiling is made of 
luminous, corrugated plastic, lighted by fluorescent tubes. 


Automotive 


Washington 





(Continued from Page 14) 


organized labor than the Senate 
bill. 

The House group’s plan to trans- 
fer jurisdiction over Taft-Hartley 
violations from the NLRB to the 
Federal courts has met with White 
House opposition. 


* * * 


Red Activity Admitted 

OHN T. WATKINS, international 

representative of the UAW-CIO, 
denied before the House Un-Amer- 
ican Activities Committee last week 
that he is or ever has been a card- 
carrying member of the Communist 
party. 

He said, however, that over a 
five-year period he did participate 
in some CP activties when he was 
an official of the Farm Workers 


Union. 
* * + 


Truck-Tax Probe Pushed 


j= Ayers resolution, which calls 
for a Federal investigation of 
additional, multiple taxes levied by 
several States on trucking com- 


Tax Fraud Laid 


To Executives 


CHESTER, Pa. — The president 
and a stockholder of O’Brian Buick 
Co., Inc., Chester, have been indict- 
ed by a Federal grand jury on 
charges of evading $130,090 in in- 
come taxes. 

Indicted were Carl H. O’Brian, 


president, and Jule DeHaan, owner | 
of 50 percent of the company’s) 


stock. 

The indictment charges that they 
evaded both corporate and personal 
income taxes in 1947, 1948 and 1949. 

Both men are charged separately 
with evasion of $40,661 for the cor- 
poration, while DeHaan is accused 
of evasion on his personal income 
of $24,437 and O’Brian is charged 
with evading $24,331 on his personal 
income. 

During World War II O’Brian 
was head of the Small War Plants 
Corp. of the U.S. Department of 
Commerce. 


panies and cargo carriers engaged 
in interstate commerce, is being 
vigorously pushed in Washington 
by an organization. calling itself 
the Midwest Conference on Truck 
Reciprocity. 

The resolution was introduced 
in the House by Rep. William 
Ayres, Ohio Republican. 
Currently, truck _ reciprocity 

agreements between several States 
have been breached as a direct re- 
sult of multiple State taxes, and 
“thousands of truck companies,” it 
was stated, “are fearful that the 
reciprocal agreements may break 
down altogether.” 


STEEL TUB 


SERVICE STEEL 


DETROIT, MICHIGAN 


57 


[Muffler Eliminates 


Hydro-Carbons, 


'!Tests Reveal 


LOS ANGELES.—A new muffler 
designed to eliminate hydro-carbons 
from automobile exhausts has 
passed laboratory tests, according 
to Gordon P. Larson, smog control 
director of the Los Angeles County 
Air Pollution Control District. 

Larson has recommended that 
the Automobile Manufacturers 
Assn. make road tests to see how 
the muffler stands up under actual 
driving conditions. 

Inventor of the device, Eugene 
Houdry, Ardmore, Pa. says it 
should last the life of an automo- 
bile. 

In tests conducted by the control 
district, the muffler eliminated 
more than 80 percent of the hydro- 
carbons from the exhausts of auto- 
mobile engines using cracked gaso- 
line. 

Seven percent of the gasoline 
used by automobiles passes through 
exhausts unconsumed. Scientists 
say that this 7 percent produces 
hydrocarbons in the air, and that 
these combine with other pollutants 
in the air to make smog. It is esti- 
mated that about a thousand tons 
of such unconsumed gasoline va- 
pors are daily being emitted by 
motor vehicles in Los Angeles 
County. 

“The large concentrations of hy- 
drocarbons in the metropolitan area 
is of major concern,” declared Lar- 
son, “The control of automobile ex- 
hausts must be accomplished if we 
are to minimize the smog in the 
central section and prevent its drift 
into Pasadena and the adjoining 
valleys.” 
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Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 


A LIFETIME OF EXPERIENCE 















OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the fol NEW MANUALS: ; 










Car Radios Tuned to Civil Defense— 


has redesigned the dial of its radio for all of its makes, following a request by Civil 
Defense authorities to mark dials for CONELRAD frequencies. CONELRAD (Plan for 
Control of Electromagnetic Radiation) is to keep the public informed during an air 
attack and at the same time to prevent hostile aircraft from using commercial radio 
beams to ride in on their targets. Shown is Brig. Gen. Clyd E. Dougherty, Civil De- 
fense director in the Detroit area, explaining to Peggy Louzen Chrysler Corp. employe, 


1954-55 Called — 


To help motorists locate Civil Defense frequencies in emergencies, Chrysler Corp. | 





HEILOADER 


ELEVATING TAILGATE 


(But Atlas was no Salesman 





ee 


Show your customers how to 
CUT PICK-UP AND DELIVERY 
COSTS BY 50% 


@ Your customers will appreciate the speedier de- 
liveries and lower costs made possible by Heiloader 
Elevating Tailgates. The loading and unloading time 
saved with Heiloaders means more actual hauling min- 
utes and miles, more tonnage hauled by each truck 
per day. 

There’s no need for a helper on the truck... no delays 
at loading or unloading points. One man can handle 
bulky merchandise weighing up to 2000-lbs. without 
back-breaking effort. Personnel injury and merchandise 
damage claims are practically eliminated. The smooth 
i hydraulic power of only one cylinder does all the work, 
i lowering and raising the platform, opening and closing 
it as a tailgate. 

Start selling Heiloader Elevating Tailgates today. 
Your Heil distributor will gladly give you details. 


DEPT. 5954, 3059 W. MONTANA ST., MILWAUKEE 1, WIS. 
Factories: Milwaukee, Wis. — Hillside, N. J. BH-413D 


I 

4 
W. K. BRAASUH 
k FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
, IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
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how CONELRAD works. 


In the Letterbox 
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oer concerned with the econ- 
omy of our country and particu- 
| larly those in any way connected 
| with the after-market automotive 
industry. 

We must act together and make 
General Motors and Mr. Curtice 
realize that the people in our coun- 
try do not want any one corpora- 
tion to control all of the business 
in the after-mariet automotive in- 
dustry. 

1. There is no question that GM 
is seeking control of the parts 
business. 

2. They want the GM car 
dealer to sell the independent 
garage, fleet and service stations. 

3. They—through the use of the 

car dealer wholesaler and the large 
discount given for ene or more 
items to any service customer — 
help weaken the successful and 
profitable operation of both whole- 
salers and manufacturers. It must 
be realized by sound thinking busi- 
nessmen that it would mean the 
eventual elimination of many of 
us from this business. 

4. The use of the so-called from 
bumper - to - rear - end - parts avail- 
bility to the U.M.S. Jobber is an- 

| other one of their misleading and 
| untrue statements—just to sweeten 
|the deal for the U.M.S. Jobber. 

| In the first place, these items 
| were always bought from the car 
| dealer and, in most all cases, will 


Coming 
Events 


(Continued from Page 4) 


Dealers Conventions 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

. - * 


General 
May 12-13—Southeast Automotive Show, 
i Buena Vista Hotel, Biloxi, Miss. 
| May 13-1S—Association of American Bat- 





tery Manufacturers, inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

| May 20-23—New England Regional Auto- 


motive Show, Mechanics Bidg., Boston, 
| Mass. 
| May 24-26—Automotive Engine Rebuilders 
| Association, Statler Hotel, Buffalo. 

June 6-11—Society of Automotive Engineers 
Summer Meeting), Ambassador and 
itz-Cariton Hotels, Atlantic City, N. J. 

July 12-146—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
52nd Annual Meeting), Traymore Hotel, 
tlantic City, New Jersey. 

. 20-22 — Truck pear and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct, 18-22 — National Safety Council, Chi- 

cago, Iilinois. 

Oct. 25-27—National Association of Inde- 

pendent Tire Dealers, Sherman Hotel, 


Chicago. 
Oct. 509 — American Trucking Associa- 


tions, Ine., Waldorf-Astoria Hotel, New 
York City. 
Nov, 15-17 — American Finance Confer- 


once. Commodore Hotel, New York 


ty. 
Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 








continue to be bought there and to 


prove that it is an intended mis- 


leading coverup, we can say that) 


up to this moment no U.M:S. jobber 


knows where he can buy any of 


these items mentioned and he does 


not have a dealer or jobber cost 
sheet, nor a catalog listing the 


items. 


While as against that, any GM 
dealer knows at once that he can 
go to his car depot and get what- 
ever lines are in the United Motors 
organization and also has a catalog 
listing these items. 

5. Recent statements made by 
top management in the U.MLS. 
Division of GM state that they 
are going to expand many of 
their lines so as to include parts 
made for other make vehicles 
and also state that they are go- 
ing to meet all existing higher 
discounts given to some of the 
largest buyers in our market, 
Which once again proves without 
question, they want to monop- 
olize this entire after-market 
business. 

6. What can we do te effectively 
combat this giant corporation? 
Personally, the only way I think 
to make their top management feel 
that the people of our country re- 
sent this is for each one of us as 
individuals refrain from purchas- 
ing any product made by this cor- 
poration—be it car or appliance, 
and also advise the GM top man- 
agement that you are doing just 
that. 

Furthermore, if I had any of 
their stock, I would sell it because 
I believe no one should sell their 
individual right to live and work 
and earn an income, for the sake 
of stock profit through the same 
corporation. If many of us and our 
families would only determine to 
follow seme course such as this, in 
time, there should come a change 
in this monopolistic trend by them 
and others, too. 

7. Last, but not least, those U.M.S. 
Jobbers, who will start now and 
buy the lines from independent 
manufacturers, develop their dis- 
tribution through their independent 
dealers fleets and service stations. 

Alert them that it means as 
much to them as to us, for cer- 
‘tainly the car manufacturer does 
not ask thé car owners to bring 
his car to your independent for 
service and when you have de- 
veloped sufficient volume on a 
given line, you can then discon- 
tinue the U.MLS. line or continue 
to carry it in small quantities 


only. 

To sum it up—this is our only 
weapon to fight this battle, to- 
gether, all of us, wholesalers and 
manufacturers in the automotive 
after-market industry, if we want 
to stay in this business success- 
fully; hit them where it would do 
the most damage—the pocketbook. 
—Samvuset Suirr, c/o Eastern Auto 
Parts Co., 182 Eastern Ave., Mal- 
den, Mass. 


‘Make or Break’ 
Years for Jobbers 


ST. LOUIS.—“The years 1954 and 
1955 may well be the years that 
‘make’ or ‘break’ a large number 
of automotive parts wholesalers,” 
according to Dr. Charles L. Lapp, 
professor of marketing at Wash- 
ington University, St. Louis. 


Lapp told the midwest business 
conference of the Motor & Equip- 
ment Wholesalers Assn, that the 
jobbers who meet the big problems 
which will pop up will gain “signifi- 
cant competitive advantages.” 

Lapp made the following major 
suggestions: 

1. Keep a record of evefy sale 
lost by telephone because you are 
out-of-stock on an item as a basis 
for future ordering. 


2. Test the sale of a new line be- 
ing considered to see how it takes 
hold. 


3. Keep a record of your discount 
| schedule to different customers and 
make sure it is adhered to. 

4. Do not be affected by “gross 
marginitis.” Figure your selling 
price based on inventory invest- 
ment, stock turnover and how much 
it costs to sell a specific item. 
| 5. Develop a formalized initial 
| training program. 

6. Check your salesmen to find 
|out the number of calls made per 
day, number of product lines sold 
| to each customer and the average 
| Sale per call. 











WONDERFUL SIGN KIT TO 
PEP USED CAR SALES 


NOTHING LIKE IT ON THE MARKET: 
An entirely new principle enables you to 
make a real sign, 22”x14”, right on your 


fi 
all in brilliant Day-Glo. Kit makes thou- 
sands of signs during its lifetime. 


Send for samples, and prices. 
PLASTIKON DISPLAYS 


45 N. Division Street, Buffalo 3, N. Y. 
10 years of Successful Used Car Kit Promotion 


AUTO-TURNTABLE 
© For Indoor or Outdoor Display 

© Low priced—Portable 

© Move it anywhere—Just plug in 
© Rigid all steel construction 

© Full length steel runners 

e Will fit all cars 

© Unconditional 1 year guarantee 


Send for brochure No. 7 
AMERICAN STAGE EQUIPMENT 
COMPANY 


805 East 134 St. Bronx 54, N. Y. 


WINTER or SUMMER 
America’s 
FINEST 
Heater 


For ‘53-’54 
Popular Make Cars 


Ha 


Write for free illustrated folder 
HaDees Heater Div., Gabriel Co. 
Rockford, Ill. 
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A Dealer Gives Case History bows 


The Cost of Bootleg Buying 


(Continued from Page 1) 


pal project the friend had in mind 
was repair of the automatic trans- 
mission which was in almost non- 
operating condition due to burned 
bands from lack of oil. 

The job ticket was written up 
and the work totaled slightly more 
than $160. The doors did not fit, the 
sparkplugs had never been gapped, 
the points were not set properly, 
the head bolts had never been 
tightened, some of the valves were 
loose and some were tight. 

After finding so many things 
wrong Munson came to the con- 
clusion that the car had never 
been serviced but had _ been 
placed in use just as it rolled 
from the truck. He took the 
numbers and found the service 
policy in the glove box. He 
learned that the car had been 
shipped from the Kansas City 
branch to a Missouri dealer. 
Munson was not sure but he 
thought that the glad-handing 
friend was a Tulsa used-car lot op- 
erator, and he surmised that the 
customer to whom he had sold the 
car was having a lot of trouble and 
was pressing him to get it fixed. | 

* * * 


At THE appointed time the car 
was ready for delivery, and the 
“friend” showed up with a man 
and his wife. They inspected the 
job and were all smiles. 

Munson in the meantime had 
talked to factory officials in Kan- 
sas City by telephone and recom- 
mended that unless the owners) 
could show that they had bought 
the car from an authorized dealer 
the factory should not pay for the 
repairs. 

The friend and the owner then | 
asked where they should sign in 
order to collect on the service | 
policy, and Munson told them 
that the only way they could | 
get the car was with cash. 

There was some discussion in 
which Munson assured them that if 
they produced proof that it came 
from an authorized dealer the 
money would be refunded. 

Incidentally, the factory officials 
told Munson that the _ factory 
would return the money to him if 
he was required to make a return 
under the conditions set up. 

They paid and took the car, The 
next day the owner called Munson 
and accused him of not putting oil 
in the automatic transmission. 

ok Oo” x 


SON assured him that they 
had put oil in and also that 
every other operation was not only 
done correctly but fully guaran- 
teed. He asked him not to move 
the car, until he and his service- 
man had seen it. They checked the 
oil and found it one quart low. 
Suspecting a leak, Munson brought 
the car back to his service depart- 
ment for a recheck. The owner, in 
talking about being deprived of the 


Sunbeam Alpine 
Price Reduced | 


NEW YORK.—A §$200-price re- | 
duction for the Sunbeam Alpine 
two-seater sports car has been an- 
nounced by Rootes Motors, Inc. 
Sales for the Sunbeam-Talbot line, 
which more than doubled last year, 
made the price cut possible, accord- 
ing to the company. 

John T. Panks, general manager, 
said the new price is $2,699. 

Features of the Alpine include 
reinforced welded steel frame and 
oversize brakes, Panks said. 


e 
Midwest Tour 
Horseless Carriages to Have 
Tryst in Kansas 

BELOIT, Kans. — An elaborate | 
program has been announced for | 
the National Midwest Tour to be | 
held here May 21-23 under the! 
sponsorship of the Horseless Car- 
riage Club. 

There will be crawling contests, 
obstacle races, drag races, one and 
two-cylinder races, among others, 
and awards for all types of early 
cars. 

A number of social activities also 
are planned during the event. 








use of the car another time, said 
that it had been in the shop half a 
dozen times and that he was get- 
ting tired of it. Munson asked the 
name of the friend but got an eva- 
sive answer. 


When the owner came to pick 
up the car Munson asked him if 
the name of his friend was so- 
and-so and if in fact he had not 
bought the car from him. The 
owner said that he had not 
bought the car from him but had 
bought it somewhere else. 

Taking a random state just for 
fun, Munson asked him if he had 
bought it in Indiana. The owner 
said that he might have but he just 
couldn’t remember the name of the 
town or the name of the dealer. 


Munson thought that was a 
pretty casual way to buy an auto- 
mobile and told the customer so. 
The customer averred that he was 
just passing through a place in In- 
diana or Illinois and just went in 
and bought it just like that. 

Munson told him that if he could 


just remember the town or the 
name of the dealer and could get 
his service policy validated that he 
could get his money back. The cus- 
tomer said he would try to do that. 
* aa * 

(aEN Munson dropped a bomb. 

He told him that he had check- 
ed the car and that a Mercury 
dealer had sold it to a used-car 
dealer, who the used-car dealer 


was, and that the friend who had 


brought the car in was that man. 


All of which the man then admit- | 


ted. 


They figured up his cost price | 


and the amount of money spent on 


it and he was out more money | 


than if he had bought it from a 
regular dealer. 

In the light of these happen- 
ings, Munson said it would seem 
that too many dealers do not put 
the facts before their prospects 
when confronted with the cus- 
tomer who quotes bootleg prices. 


He also said that the public is | 


almost totally uninformed on the 





Spring Campaign 
Snowed Under 


MINNEAPOLIS. — (UTPS) — 
| Snow storms and generally cold 
weather have put a damper on 
spring auto sales in the upper 
midwest, zone offices here report. 

As an example, a dealer in 
Watertown, S. D., last week pro- 
moted a special spring campaign 
and placed large ads in the local 
newspaper. The next day the 
city was buried under eight 
inches of snow. 





consequences of driving a new car 
}as it comes from the factory. 

The public, he said, must be 
{shown the importance and neces- 
sity of the dealer’s service program 
which has been outlined and ap- 
proved by the factory. Because this 
service is so good, Munson pointed 
out, the owners come to the con- 
clusion that the car is in first- 
class condition as it comes from 
| the factory and that all the dealer 
does is to turn it over and pick up 
his profit. 

* . * 

SON thinks that the service 
of the dealer in dealing with 





the customer and the factory for 
replacement of defective parts 
should be stressed in publicity. 


He cited an experience where an 
owner had an early automatic 
transmission that was not entirely 
satisfactory. He thought it would 
improve and assured the customer 
that he would lose nothing by wait- 
ing. 

The customer waited for 18,000 
miles, and when Munson drove 
the car and found the transmis- 
sion still not as good as the ones 
coming off the line, he made an 
adjustment of 100 percent and 
was reimbursed and upheld by 
his factory. 

Needless to say his customer 
was pleased and is now a brand 
booster. 


Munson said that Oklahoma 
dealers have the answer to the 
bootlegging problem on the statute 
books which contain a law requir- 
ing ali persons selling new cars to 
have a new-car license. 

However, the law is not enforced 
and also lacks penalties _ stiff 
enough. A few prosecutions, in 
Munson’s opinion, would help and 
also alert prospective buyers that 
all may not be roses that be bloom- 
ing on the used-car lot. 





“Catch ‘em young, feed ’em 


The above ancient adage has been 
advanced as a proper procedure for 
wives, giraffe ranches, ballet schools, 
and bacteria culture ... Now we know 
that it also fits farmers. 

Nomoreahanded-down husbandry, 
farming today is a complicated and 
constantly changing occupation which 
requires considerable education and 
training. And the boy who is averse to 
study had better skip farming, stick to 
banking or television. 


In ract, the teaching of farming is a 
major educational effort in this country. 
Some 9,000 rural high schools carry on 
Vocational-Agricultural courses. The 
Vo-Ag instructors are usually ag. school 
graduates, carefully selected, well paid, 
with considerable authority and wide 
influence in their communities. 

One of the Vo-Ag instructor’s big 
problems is that his subject is changing. 
New developments make the textbooks 
obsolete. In 1952 SuccessFUL FARMING 
offered the magazine as a textbook. 

Each month a sizeable committee of 
Vo-Ag instructors get proofs of main 
articles in the coming issue, and vote on 
material best suited to students’ needs. 

For the three or more articles per 
issue which get the top vote, SF editors 
prepare a teaching guide—of resumes, 


Zr | 


significances, references, questions and 
answers; charts and visual aids. Copies 
of the magazine are offered to schools, 
in a minimum of ten subscriptions, at 
$1 each per year. 

Working with SF articles, Vo-Ag 
students in recent months have brought 
specimens of feed, fertilizers and paint 
for classroom discussion; learned the 
applications of antibiotics; planted test 
plots; fed control groups of poultry; and 
on field trips have studied dairy systems, 
judged livestock, checked crops. 





The SF Vo-Ag program has grown 
enormously; now serves some 450,000 
students, in more than 4,200 schools, in 
42 states; and uses 56,000 subscriptions. 

The Vo-Ag program is an expensive 
effort for SuccessFuL Farina, adds a 
lot of man hours and overhead. But it 
has shown that SF has values no other 
farm magazine can offer. And it enlists 
the best young farmers of tomorrow. It 
perpetuates influence that has always 





right...” 


made SF more than a mere magazine. 
And it has added a huge new market of 
450,000 students—a considerable plus 
for advertisers! 


Wau over 1,300,000 circulation, 
mostly concentrated in the agricultural 
Heart States, ...SuccEssFUL FARMING 
has three out of four farm subscribers 
on the top farms that get 88% of the 
national farm income. And the average 
income of the SF subscriber is around 
$10,000 .. . represents buying power 
equal to another national suburbia. 

Because it reaches so big a segment 
of national buying power and exceeds 
in influence any other medium with its 
audience...the national advertiser needs 
SuccessFuL Farminc to balance his 
national automotive advertising effort. 

Any SF office can tell you why! 


Merepitu Pusiisuinc Company, 
offices in New York, Chicago, Detroit, 
Philadelphia, Cleveland, Atlanta, San 
Francisco, and Los Angeles. 
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57% to Ford, Chevrolet, Buick . . . 


More of Market Goes 
To the Top Sellers’ 


(Continued from Page 1) 


from 21.18 percent last year to 
15.24 in the ’54 quarter, a loss of 
5.89 percentage points. 

In examining Ford and GM sales 
alone, it is noted that they account- 
ed for 67.57 percent of the market 
last year, and boosted their 54 
share to a whopping 78.53 percent 
of the total market. . 


A basis of individual makes, 

Ford turned in the top per- 
formance, boosting its share from 
17.98 percent to 24.25 percent. That 

represents a percentage-point gain 
of 6.82, nearly triple the increase 
of the next-best advance, the 2.96 
percentage points gained by Chev- 
rolet. 

All of Ford Motor Co.’s makes 
scored advances, and all of the 
GM _ lines—except Cadillac—like- 
wise sold a larger share of the 
market than they did a year ago. 

All other makes had to be con- 





How They Fared 


New-Car Sales 


March vs. Feb., 1954 


Pet. 


e Change 
TOTAL MARKET 30.07 
ES Ee ok cnceaissesisie 13.56 
Oldsmobile ...................... 68.38 
CRIS .....:.................... 64.53 
sve 44.09 
Packard ...................... 33.24 
Chevrolet 28.78 
Lincoln 28.18 
IRS wssisedn-sapivns 27.02 
EN ee Biaais Nisseissdccessaones 
Dodge ... 24.57 
oe ii oe saves 21.70 

+20.16 

Plymouth 18.91 
Willys ..... +18.72 
Studebaker +-18.08 
a 17.79 

DeSoto . 16.42 
Henry J =, 13.45 

* * 

General Motors 37.42 
Ford Motor Co. 24.40 
Chrysler Corp. ...................... 19.96 





tent with a smaller share of the 
market. 

Not all of the makes which 
showed a percentage increase over 
last year actually sold more units. 
That is because the total market 
was smaller in the '54 quarter. 
Sales amounted to 1,191,021 in 54, 
compared with 1,269,147 in ’53. 

The first quarter of ’54 was the 
fourth best in the auto industry’s 
history. In addition to the ’53 


quarter, 54 was surpassed by ’51 
(1,416,162 cars) and ’50 (1,286,437 
cars). 


. a * 

AKES which sold more units | 

this year than last were Ford, 
288,809 compared with 227,615; Lin- 
coln, 8,944 compared with 7,946; 
Mercury, 74,087 compared with 58,- 
133; Buick, 104,943 compared with 
102,204 and Chevrolet, 286,603 com- 
pared with 276,550. 


Makes which had a larger 
share of the total market in ’54, 
although they sold fewer units, 
were Oldsmobile and Pontiac, All 
other makes had a smaller share 
and sold fewer units. 


As noted earlier, Chrysler Corp.’s 
market share declined by 5.89 per- 
centage points. All four Chrysler 
divisions sold a smaller market 
share than last year, with Plym- 
outh’s drop of 2.53 percentage 
points being the sharpest in the 
industry. Dodge suffered the next 

worst decline, 2.31 percentage 
points. 

Since Nash and Hudson operated 
as independents through the first 
quarter, Nash holds the dubious 
distinction of losing the biggest 
share of any independent maker. 
Nash sold 3.26 percent of the mar- 
ket a year ago, but slid to 1.57 per- 
cent in ’54, a loss of 1.69 percentage 
points. Other losses by independ- 
ents ranged from .49 to .61 percent- 
age points. 

The shuffle left Studebaker as 
the top independent, with 1.95 per- 
cent of the '54 market. 

* * * 
AISER-WILLYS cannot be di- 
rectly compared with a year 

ago, when figures were compiled 
separately for K-F and Willys. 

However, a year ago, K-F had 
0.88 percent of the market and 
Willys had 1.10 percent, for a 
total of 1.98 percent. In 1954, the 


Buick April Output 
At Peak; 2 Million 
Dynaflows Built 


FLINT. — Buick last week built 
its two millionth Dynaflow trans- 
mission, less than 6% years after it 
was introduced, according to Ivan 
L. Wiles, general manager. 

At the same time it was an- 
nounced that Buick broke its 
monthly production record in April 
with an output of 54,836 cars 
against a previous high of 54,163 in 
June, 1950. 

Wiles said that Dynaflow output 
in April totaled 52,796 units, but 
that Buick was “still unable to meet 
demand.” The previous monthly 
Dynaflow record was 49,000 units 
in October, 1953. A daily Dynaflow 
output record of 2,700 units also 
was established in April. 


According to Wiles, Buick is cur- 
rently equipping more than 89 per- 
cent of its cars with Dynaflow, an 
increase of nearly 9 percent over 
last year. 

Buick plants worked a six-day 
week during April, Wiles said, 
averaging more than 2,100 cars a 
day. March output totaled 50,890 
cars. 

“Our dealers,” Wiles asserted, 
“have delivered more than 100,000 
cars in the last two months, and 
their inventories are not yet ade- 
quate to meet the current demand.” 


How Car Saker Faredi in Monthly Sales 


FEBRUARY 
1953 Pos. 
69,922— 2 
89,331— 1 
34,680— 4 
41,235— 3 
26,108— 5 
17,745— 8 
28,722— 6 
7 
11,076—10 
71,514—13 
8,583—11 
8,344—12 
12,588— 9 
6,654—14 
2,507—17 
4,700—15 
4,483—16 
2,211—18 


MARCH 
Make 
Ford 
Chev. 


1954 Pos. 
1—115,607 
2—115,070 
8— 47,972 
4— 35,037 
Sen 


1953 Pos. 
81,076— 2 
116,786— 1 
41,422— 4 
28,751— 6 
47,768— 3 
33,210— 5 
21,557— 8 


6— 32,126 





sac 





Hicks Remembers— 
Harold Hicks (center), used-car dealer from Burbank, Calif., receives a Nurse of ~ a read as follows: 


Mercy award from Sydney Madian (right), regional director of the City of Hope, 
during a show for hospitalized persons. At left is Johnny Dugan, M.C. of the show. 
In 1947, Hicks was a TB patient in La Vina Sanatorium, Altadena, Calif. When he 
finally had won the fight, he decided to do something to cheer up patients and make 
them forget their troubles. He formed a group of entertainers who have been visiting 
six sanatoriums in the Los Angeles area, cheering up some 3,000 patients. He is now 
planning his 38th variety show. Entertainers contribute their talents and Hicks picks 


up the check for other expenses. 





Kaiser-Willys total had 

to .54 percent. 

Based on new-car registrations, 
the market for the first three 
| months was divided as follows: 
| Ford, 24.25 percent; Chevrolet, 
24.06; Buick, 8.81; Plymouth, 8.19; 
Pontiac, 6.89; Mercury, 6.22; Olds- 
mobile, 5.85; Dodge, 3.04; Chrysler, 
2.32; Studebaker, 1.95; Cadillac, 1.69; 
DeSoto, 1.68; Nash, 1.57; Packard, 
1.07; Lincoln, 0.75; Hudson, 0.66; 
Willys, 0.36; Kaiser, 0.15, and Henry 
J, 0.03. 

* + * 
i BREAKING down sales figures 
on a state-by-state basis, it is 
found that Ford, although the over- 
all leader, is ahead in only 17 states. 
Chevrolet is tops in the others. 

Although Plymouth trails Buick 
in overall figures, it is ahead of 
Buick in 24 states. 

In registrations for the first three 
months, the states ranked in this 
order: New York, 100,929 new-car 
sales; California, 96,341; Illinois, 
90,918; Michigan, 85,842; Pennsyl- 
vania, 79,398; Ohio, 76,445; Texas, 
74,237; New Jersey, 47,763; Indiana, 
36,553, and Massachusetts, 34,629. 

* * + 


ILORIDA, 28,967; Missouri, 28,- 

376; Minnesota, 25,482; Wiscon- 
sin, 24,513; Virginia, 23,889; Georgia, 
20,913; Tennessee, 20,823; North 
Carolina, 20,500; Louisiana, 19,678, 
and Maryland, 19,362. 

Iowa, 18,304; Connecticut, 18,- 
521; Kansas, 15,937; Alabama, 15,- 
420; Oklahoma, 14,251; Kentucky, 
13,586; Nebraska, 12,319; South 
Carolina, 11,681; Oregon, 11,389, 
and Mississippi, 10,824. 

Arkansas, 9,978; Colorado, 8,921; 
Washington, 8,057; West Virginia, 

7,734; South Dakota, 5,480; Rhode 
Island, 5,452; District of Columbia, 
4,881; Arizona, 4,551; North Dakota, 
4,494, and New Mexico, 4,424. 

Montana, 4,353; Idaho, 3,866; 
Delaware, 3,686; Maine, 3,694; Wy- 

oming, 2,914; New Hampshire, 2,- 
543; Vermont, 2,178 and Nevada, 


Nylon Tamed 


Goodyear Ends Wild Stretch 


In Tire Cord 


AKRON.—After five years of re- 
search and a $5 million investment, 
Goodyear Tire & Rubber Co. an- 
nounces it has licked the wild 
stretch in nylon tire cord. 

This was revealed last week by 
Dr. R. P. Dinsmore, research vice- 
president, who said Goodyear has 
developed an exclusive method of 
chemically treating the cord and 
then putting it through a triple 
tempering process. 

Since the new process subjects 
the nylon fabric to high tension 
and high temperature for a precise 
period of time, it is called 3-T. 

“The result,” Dr. Dinsmore said, 
“is the lightest weight and coolest 
running tire cord ever developed. 
The tempering operation puts new 
muscles into our nylon tire and 
makes it stronger and longer wear- 
ing.” 

Rayon cord also is precision- 
processed under the new formula 
to meet tougher service, he added. 


shrunk | Auto-Lite Elects 


Falvey Executive 
Vice-President 


TOLEDO.—James P. Falvey was 
elected executive vice-president of 
Electric Auto-Lite Co. last week at 
a special meeting of the board of 
directors. 

No action was taken on filling 
the vacancies in the offices of chair- 
man of the board and president, 
created by the death May 1 of 
Royce G. Martin. (See story on 
Page 8.) 

Falvey had been a director and 
a vice-president for many years. 

After the meeting, Falvey an- 
nounced that net sales for the three 
months ended March 31, 1954, were 
$49,481,488, compared with $76, 614,- 
116 for the same period of 1953. 

Net earnings for the first quarter 
of this year amounted to $397,985, 
compared with net earnings of $2,- 
949,189, for the comparable period 
in 1953. 


Jamison Appointed 


| 


Ford Exhibit Chief 


DEARBORN.—Appointment of J. 


E. Jamison as manager of the new- 
|ly formed display and exhibit de- 
| partment in the 
| general sales of- 

fice of the Ford 

division was an- 
nounced last 
week by F. J. Mc- 

Ginnis, assistant 
general sales 
manager for ad- 
vertising, train- 
ing and sales pro- 
motion. 

Jamison, with 
Ford 25 years, has 
been planning and producing auto- 
motive exhibits since 1944. His de- 
partment will expand the division’s 
exhibit and display activities. 

Jamison started as service man- 
ager in the Chester (Pa.) district. 
In 1936, he was transferred to the 
Pittsburgh district as used-car sales 
manager, and in 1939 he became 
retail sales manager at Pittsburgh. 





J. E. Jamison 


Kayes Purchase 
Li 


e 
quid Veneer 

BUFFALO. — New sales promo- 
tion, merchandising, advertising 
and marketing plans for Liquid 
Veneer Co. were announced last 
week by Philip G. Kaye and Ed- 
ward M. Kaye, of Buffalo Kay 
Chemical Co., when they purchased 
the auto-products firm for $250,000. 

The plans were outlined in a 
sales meeting attended by all Liq- 
uid Veneer personnel. 

Scheduled to break in five weeks 
in six major markets, the promo- 
tional campaign will be the largest 
ever undertaken by Liquid Veneer. 
The firm has moved to new offices 
at 215 Ellicott St., Buffalo, N. Y. 


Business Group 
Asks Inclusive 


Monopoly Study 


WASHINGTON. — The National 
Federation of Independent Busi- 
ness asked here last week that any 
study of monopolistic practices in 
the auto industry be extended to 
include “the rubber tire industry, 
the automotive parts industry, and 
all segments that comprise the 
entire automobile industry.” 

In a message to Attorney General 
Herbert Brownell, George J. 
Burger, Washington vice-president 
of NFIB, assured the Department 
of Justice of the fullest coopera- 
tion in its “long overdue action” to 
explore any and all action within 
the auto industry which could be 
deemed monopolistic and in viola- 
tion of the antitrust laws. 


A part of the text of the message 


The NF'TB, having the larg- 
est. individual membership of any 
business organization in the nation, 

. has repeatedly and consistently 
urged before congressional com- 
mittees, antitrust agencies and re- 
spective political party conventions 
that there be a vigorous, sincere 
enforcement of the antitrust laws. 
In fact, we have made this our 
principal and main objective—to 
protect the free enterprise system 
and the people we represent—in- 
dependent business and professional 
men.” 


Chrysler 


(Continued from Page 2) 


tinues to be extremely competitive 
and we are constantly working with 
our dealers to improve sales,” said 
K. T. Keller, board chairman, and 
L. L. (Tex) Colbert, president. 

“Factory shipments to our deal- 
ers are being maintained at a 
rate consistent with retail deliv- 
eries. Stocks of new cars in deal- 
ers’ hands are in good balance for 
sound selling,” they said. 

The report said U.S. car and 
truck shipments in the first quarter 
amounted to 206,840, compared with 
359,084 in 1953’s first three months. 

Defense work was approximately 
14 percent of total sales. In the 
first quarter last year, it amounted 
to 21 percent. 

Net current assets amounted to 
$222,189,747 on March 31, includ- 
ing $24,416,770 in net current as- 
sets of wholly owned foreign sub- 
sidiaries. 

Cash and securities on that date 
amounted to $169,395,334, while in- 
ventories totaled $272,678,273 after 
deduction of $61,122,105 in partial 
payments on defense contracts. 

Expenditures for improvements 


_}and additions to land, buildings, 


machinery and equipment amount- 
ed to $15,589,640 in the quarter. 
a 


* * 


Dodge Dealers Fail 
To Attend Meeting 


NEW YORK.—A three-man com- 
mittee of Dodge dealers, which had 
been named in mid-April, did not 
attend the annual directors meeting 
of Chrysler Corp. here Thursday. 

A letter to Dodge dealers from 
John M. Lander of Atlanta, secre- 
tary of the Dodge Make Advisory 
Committee of NADA, advised that 
the group’s executive committee 
had decided “under the circum- 
stances, it was inadvisable and un- 
necessary” to send the delegation to 
the directors’ meeting. 


In a stormy session in Detroit 
Apr. 16, some 81 Dodge dealers 
from across the nation had dis- 
cussed a $200 factory bonus per car 
sold to help dealers out financially. 
A three-man committee was chosen 
to present the group’s proposal to 
Chrysler directors, if necessary. 

Chrysler Corp. officials, including 
President L. L. Colbert and Vice- 
Presidents A. vanderZee and Wil- 
liam Newberg, were present at the 
Detroit meeting when a committee 
offered a resolution demanding the 
$200 bonus. Factory officials have 
declined comment since that time. 


Branch Wins Plaque 
NEW YORK. — Branch Motor 
Express Co., for the fourth con- 
secutive year, has been awarded 
Liberty Mutual Insurance Co.’s 
plaque for outstanding achievement 
in cargo loss prevention. 
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AUTOMOTIVE NEWS, MAY 10, 1954 
But Dealers Say Battle Is Far from Over... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S PRODUCTION ONLY) 








Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
May 8, Week, May 1, Apr., May 9, May 
1954 1953* 1954* 1954* 1953* 1954* 
CHRYSLER . . 16,350 29,749 16,350 69,524 487,293 278,842 
IIE ec xeiivssscsicebetsctes 2,350 4,175 2,346 %248 172,186 43,350 
ID Setowtcn coco revenicfacarks 1,550 3,603 1,588 6,650 50,936 39,352 
Sa 3,150 7,967 3,150 18,6038 130,545 47,844 
Plymouta ...............:...... 9,300 14,004 9,316 39,423 283,626 148,296 
ME fethsiyat eorariccdevecvscnsee 37,050 29,350 35,794 158,799 483,425 660,961 
Ford .. $1,300 22,052 29,883 128,190 372,772 530,993 
ee 650 1,510 662 3,313 17,722 16,900 
Meroury  ...........0.....0000... 5,100 5,788 5,299 22,296 92,931 118,068 
GENERAL MOTORS.. 68,175 68,709 66,375 288,799 1,047,840 1,064,679 
eee 2,650 2,512 2,606 12,444 44,299 40,861 
Chevrolet .................... $3,600 382,430 31,862 140,588 528,885 533,427 
Oldsmobile ................... 10,525 8,574 11,315 45,840 181,781 147,332 
SUED sindosesTeapeasiaisontonins 7,900 9,973 7,965 35,091 154,946 142,391 
AMERICAN MOTORS 2,100 7,190 2,017 7,702 120,370 36,563 
U's cles -crestc Mdavslieats 800 2,371 618 1,808 39,440 8,968 
BS fo. cnsctscaaihetss Ribas 1,300 4,819 1,399 5,899 80,980 27,595 
KAISER MOTORS ..... 870 2,162 862 3,402 40,244 9,733 
ID onstescdcaiacvodbpedsspvcs 390 673 400 1,163 16,321 3,640 
Willys ....... 480 1,489 462 2,239 28,923 6,093 
ED iccsiivieniscsiceninn  seainpes 2,342 815 $311 48,628 14,924 
STUDEBAKER 2,210 5,903 2,160 8,806 67,521 24,055 
Total Cars, U.S. ........ 126,755 140,405 124,373 535,483 2,290,321 2,099,757 
*Revised j > 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
May 8, Week, May 1, Apr., May 9, May 8, 
1954 1953* 1954* 1954* 1953* 1954* 
CHEVROLET 6,900 8,310 7,628 32,080 165,235 131,563 | 
DIAMOND T 15 144 81 3538 «93,156 —Ss«,258 | 
DIVCO .......... 80 50 80 346 977 1,434 
DODGE ........ 1,900 2,492 1,869 7,797 45,196 33,745 
FEDERAL 10 45 ll 124 618 808 
Es viclsisics 7,300 6,663 6,901 28,234 103,732 120,929 
RE eirersscstcerttacsn 1,900 3,144 1,870 8,392 53,256 35,183 
INTERNATIONAL. .. 2,275 2,650 2,278 =10,011 52,521 39,430 
ED fascaloacisten edt 150 173 2038 665 4,239 2,497 | 
REO ........... 220 345 228 908 6,436 4,014 
STUDEBAKER 408 922 382 1,647 22,852 4,661 
WHITE . 245 817 235 1,080 5,501 4,333 
WO nn cscssccensicsinsesss 1,440 1,610 1,542 4,921 37,174 21,349 
MISCELLANEOUS 100 292 97 451 5,814 1,928 
Total Trucks, U.S. .... 23,003 27,157 23,400 97,009 506,707 403,127 
Total Cars, Trucks, 
RS ES. A eed 149,758 167,562 147,773 632,442 2,797,028 2,502,834 
Total Cars, Trucks, 
Canada ... 10,600 11,804 10,661 414,562 181,881 185,892 
Grand Total, 


Cars and Trucks, © 


U.S. and Canada....160,358 179,366 158,434 677,004 2,973,909 2,688,776 | 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Whee | 


Drive, Sterling, Nash, ete. 





N.B.: All 0. 8. totals include cars and trucks for military orders. 





NADA Files Legal Brief 
On Car Bootlegging 


(Continued from Page 1) 


day afternoon by Frederick J. Bell, 
executive vice-president of NADA. 


Bell told the attorney general 
that, while he had no doubt that 
the matter would have the earn- 
est consideration of Brownell’s 
office, he hoped that it would also 
win high priority because of its 
importance to the automotive in- 





New Power Steering 


Has Only 49 Parts 


SAGINAW.—A new power 
steering unit with only 49 parts 
was announced here last week by 
William H. 


gear division, at a press “open 
house” showing of the new Buena 
Vista (Mich.) plant. 

The new power steering unit 
will not be put into production 
immediately, Doerfner said, but 
test runs on some of the larger 
1955 General Motors cars might 
be carried on. 

It was reported that some of 
the Saginaw Gear power units 
may be reduced in price next 
year to about $100. 





dustry generally and the deep 
concern of NADA’s 33,000 dealer 
members. 


Bell declined to give out any of 
the details of the NADA document 
until after Department of Justice 
officials had an opportunity to read 
and study them. 

* 


* * 


Tus delay in presentation, he 
said, was due to a heavy inflow 
of supporting statements sent to 
NADA headquarters by association 
members. 

Bell feels that NADA has made 
an airtight case and is hopeful 
for an early and favorable de- 
cision, 

Because of the wide importance 
of the matter, the prevailing opin- 
ion here in both official and un- 
official circles is that a decision 
will be forthcoming with a mini- 
mum of delay. 


Loans Up at Buffalo Bank 

BUFFALO.—The Buffalo Indus- 
trial Bank reported that its March 
automobile financing business was 
up about 10 percent from January 
| and February. 





Bootiegging Found on Decline 


(Continued from Page 1) 


managed to clamp a lid on the 


8,| bootleggers give credit to these 


factors: 

1. Narrowing profit margin on 
new cars; 

2. Militant stands by trade as- 
sociations; 

8. Drying up of sources; 

4. Reporting of serial numbers 
to factories; 

5. Factory warnings; 

6. Pressure on newspapers to 
refuse new-car ads from used-car 
dealers, and 

7. Pressure on financial institu- 
tions to refuse to floor-plan new 
cars for used-car dealers, 

Slimmer profits on new cars have 
automatically taken many used-car 
dealers out of the new-car market. 
Bootleggers, however, still have a 
healthy price edge in areas where 
high factory freight rates prevail. 

* * * 


ANY used-car dealers have 
found that the relatively high- 





ES 





Wickline Moves Into New Building— 

More than 2,000 persons attended the opening of Wickline Chevrolet Corp., 
Rocky Mount, Va. The building covers 14,000 square feet. Adjacent to the building 
is a used-car lot. J. H. Wickline has been a Chevrolet dealer since 1948. 


Car Production Soars 
Reaches Highest Level Since Last August; 


priced '54 models move so slowly, 
compared to $600-$700 used cars, 
that they can make more money on 
the faster turnover of lower-priced 
used units. 

Some areas report that mar- 
ginal used-car operators got 
“burned” on ’54s and have gone 
out of the new-car business, or 
out of business altogether. 
Franchised dealers in some cities 
have directly challenged used-car 
operators on price and have been 
successful, to a large extent, in 
bringing back new-car buyers to 
their showrooms. 

These dealers believe that the 
public generally recognizes the val- 
ue of buying from the dealer who 
will stand behind the warranty 
policy and who has proper service 
facilities. 


* * * 


7 - ASSOCIATION activity 
has been successful in. many 
areas. Chicago bootleg sources were 
pretty well plugged, for example, 
when the dealer group warned that 


ry 








Chevrolet Widens Lead 


(Continued from Page 1) 


3.3 percent below March and 24.7 
percent under April, 1953. 

Chrysler Corp.’s April car turn- 
out was 4.8 percent over March 
but 41.3 percent down from April, 
1953; Ford Motor, 8.8 percent be- 
low March but 22.3 percent above 
last April; GM, up 7.4 percent and 
3.2 percent, respectively; Amer- 
ican Motors, down 9.9 percent 
and 76.5 percent; Kaiser-Willys, 
up 24.6 percent and down 66.6 
percent; Packard, down 15.4 per- 
cent and 67.2 percent; Stude- 
baker, up 26.0 percent and down 
63.6 percent. 

Buick’s production of 54,836 cars 
in April was good enough to set a 
new month’s record. The previous 
high month was in June, 1950. 
Cadillac’s total of 12,444 made April 
the second highest in that firm’s 
history. 


| 


* * * 


NOTHER GM division, Oldsmo- 
bile, moved up the scale last 
week and is now in position to 
overtake Plymouth as the fourth- 
best auto producer. Less than 1,000 
units separated the two at week’s 
end. At the same time last year 
Oldsmobile was in sixth place. 
Plymouth, however, last week 
boosted production by 25 percent 
| at its Evansville (Ind.) assembly 
| plant. But that factory accounts 
for only 10 percent of Plymouth’s 
total. 

Nash last week laid off 400 work- 
ers at its Milwaukee body plant 
and 500 at the Kenosha assembly 
facility. This will result in a 33 per- 
cent slash in production. Rambler 
output will not be affected. The 
production cut is Nash’s third since 
Feb. 1. 

So far this year, U.S. plants have 
turned out an estimated 2,099,757 
cars and 403,127 trucks, declines of 


8.3 percent and 20.4 percent, respec- 
tively, from the like 1953 period. 
- * x 


OTES: Production of Federal 

trucks is at a low level because 
it is completing its Government ve- 
hicle contract and is switching over 
to commercial production . . . Out- 
put dipped at Plymouth last week 
because of a worker walkout at 
its body plant lasting eight hours. 


* *« Ba 


Reo of Canada to End | 


Production on Aug. I 


| 

TORONTO. — Reo Motors’ Cana- 
dian division on Aug. 1 will discon- 
tinue the manufacture of vehicles 
and will devote its activities to im- 
portation of vehicles made in Lan- 
sing. 

All Canadian dealers and distrib- 
utors have been notified of the 
change and that the company will 
continue its present setup for sales, 
parts and service. 


U.S. Car Output 


New-car production through 
second week of May: 





1954 Pos. Make 1953 Pos. 
1—533,425 Chev. 528,835— 1 
2—530,993 Ford 372,772— 2 
3—200,668 Buick 187,979— 4 
4-1 Plymouth 233,626— 3 
5—147,3382 Olds. 131,731— 6 
6—142,391 Pontiac  154,946— 5 
7—113,068 Mercury 92,931— 8 
8— 47,844 Dodge 130,545— 7 
9— 43,350 Chrysler 72,186—10 

10— 40,861 Cadillac 44,299—13 
li— 34,055 Stude. 67,521—11 
12— 29,022 DeSoto 50,986—12 
13— 27,595 Nash 80,930— 9 
14— 16,900 Lincoln 17,722—17 
15— 14,924 43,628—14 
16— 8,968 Hudson 39,440—15 
17— 6,098 Willys 23,923—16 
18— 3,640 Kaiser 16,321—18 
2,099,757 Total 2,290,321 





any member caught bootlegging 
would be expelled from the asso- 


ciation. 

associations elsewhere 
have diligently gathered serial 
numbers of ’54s appearing on 
used-car lots and have reported 
their findings to the factories. 
Cancellation of phony fleet ac- 
counts, ferreted out by associa- 
tions, has helped in drying up 
bootleg sources. 

Other trade groups have gone at 
the problem by drawing up agree- 
ments with local newspapers on 
advertising codes, which put to a 
disadvantage used-car dealers 
handling ’54s. In some cases, how- 
ever, newspapers have resumed 
carrying ads placed by used-car 
dealers who offer current models. 

Most association efforts have 
been directed at jamming a stop- 
per in the sources of supply for the 
bootleg market. 

~ +. * 
SOME dealer groups have found 
that by circulating among mem- 
bers information concerning cur- 
rent models sold by used-car deal- 
ers, they have scared a lot of new- 
car dealers out of bootlegging cars. 

In some cities, however, dealer 
groups have adopted a hands-off 
policy, saying bootlegging is a prob- 
lem that should be settled between 
the factories and the individual 
dealers. 

While most reports to factories 
have helped by indirect means— 
that is, reduction of quotas, etc.— 
they have also brought direct 
warnings in some cases in New 
York and Seattle. 

An anti-bootleg tactic, not known 
to have been used elsewhere, was 
reported from Seattle. There, it was 
said, new-car dealers have persuad- 
ed banks and finance companies to 
discontinue floor-planning new cars 
for used-car dealers. 

Economic weapons such as this 
have proved potent, and such direct 
action as this has apparently proved 
more successful than indirect meas- 
ures such as advertising pacts. 

* * * 


Cc reporting “steady” boot- 
legging say used-car dealers 
have had no trouble getting bootleg 
cars, and that they have withstood 
campaigns by new-car dealers and 
their associations. 

Some used-car dealers say the 
campaign against them has had 
little more than nuisance value, 
and that it’s the cash, not the car 
sources, that has dried up. 

Dealers handling bootleg cars 
in certain areas were reported 
enjoying an edge of as much as 
$600 over the list price of fran- 
chised dealers. 


In most cases, however, over- 
allowances and discounts have nar- 


| rowed that gap considerably. And 


in a few cases, the survey showed, 


| there was no price margin whatso- 
| ever. It appeared that as the price 


edge evaporated, the bootleg prob- 
lem diminished. 

Chevrolet reportedly appears most 
frequently on used-car lots, al- 
though other GM cars and Ford 
and Plymouth are popular bootleg 
sellers. Some cities report that ’54 
Cadillacs are a hot item. There are 
scatterings of other makes. 

* * = 


HE consensus of both new-car 
and used-car dealers is that 
bootlegging will continue as long 


as: 

1. Differing factory freight rates 
are continued. 

2. Heavy production continues. 

3. The market remains tight. 

On the other hand, it, is felt that 
bootlegging could be pretty well 
wiped out if: 

1. Factories moved swiftly and 
drastically to punish offending 
dealers. 

2. Freight rates were consistent 
everywhere. 

3. More factories built cars only 
to dealer order. 

4. List pricés on new cars were 
reduced. 

5. Finance terms were eased. 


American Enka Expands 

ENKA, N. C. — American Enka 
Corp. will expand its semi-com- 
mercial nylon plant here at a cost 
of $1,600,000. 
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Success of ‘Secret’ Parley Is Doubted .. . 





Union Heads Seen Picking Fight 


(Continued from Page 2) 
sion by the steel workers from the 
CIO. 


* * * 


UT this tactic won’t work, be- 

cause Reuther is too smart 
and the Steelworkers union is still 
strongly imbued with the spirit of 
the late Philip Murray, who stayed 
on as CIO president for many years 
just to stop what we are seeing 
now.” 

Another labor observer pointed 
out that “all Beck, McDonald and 
Lewis have in common are 
enemies” and that the same 
forces—jealousy and ambition— 
that are temporarily pulling this 
trio together, will keep them from 
ever forming a third labor fed- 
eration. 

Declared another labor official: 
“Beck and McDonald are just nee- 
dling Meany and Reuther, and 
they’re using Lewis as the needle.” 

Lewis’ 
ment on behalf of McDonald was 
a pointed rebuff to Reuther’s Full 


Employment Conference, which 
opens tomorrow (May 11) in Wash- 
ington and which will be addressed 
by Secretary of the Treasury 
George M. Humphrey and Senator 
Hubert H. Humphrey, Minnesota 
Democrat. 
* * 

T= meeting of Lewis, Beck and 

McDonald is in strong contrast 
to another meeting to be held in a 
few days, at which representatives 
of 65 AFL unions and 30 CIO 
unions will sign the no-raiding 
pact, generally considered to be the 
first step toward one, big interna- 
tional union. 

Significantly, Beck, head of the 
largest single AFL union, has 
steadfastly refused to sign the 
no-raiding pledge and has con- 
tinued to extend his jurisdiction 
in many directions. 

Some observers say that the pub- 
lic display of the family battle be- 


reference to unemploy-| tween Reuther and McDonald will 


affect future labor negotiations, be- 
cause both men will be competing 
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for the affections of the CIO rank 
and file by attempting to outdo 
each other in obtaining improved 
contracts. 
+ ad > 

cDONALD will have the first 

opportunity to show his bar- 
gaining talent. The U.S. Steel Corp. 
agreed last week to open negotia- 
tions with the Steelworkers on May 
18 to work out a new agreement to 
replace the one expiring June 30. 
Reuther’s UAW contracts have an- 
other year to run. 

The Steelworkers are expected to 
demand wage increases, improved 
pension and insurance benefits and 
a modified guaranteed annual wage. 

Wage negotiations opened last 
week between Goodyear Tire & 
Rubber Co. and the CIO Rubber 
Workers, with the union demand- 
ing a guaranteed annual wage, 
pay increases and other benefits. 
Goodyear’s contract does not ex- 
pire until next February. 

Meanwhile, Chrysler Corp. filed a 
complaint last week in Macomb 
County (Mich.) Circuit Court, seek- 
ing an injunction against the CIO 
Auto Workers and four locals. 

The bill is a more explicit allega- 
tion of the charges filed against 
Dodge Truck Local 140 in March, 
which claimed that the union was 
interfering with management by 
intimidating foremen. 

a. * * 


[Aa week representatives of 
325,000 General Motors workers 
in 89 UAW locals and 112 bargain- 
ing units concluded a two-day an- 
nual conference in Detroit. 

In a resolution, the delegates an- 
nounced their intention to continue 
driving for better wages and con- 
ditions, to concentrate on the guar- 
anteed annual wage and to mobilize 
their strength behind politicians 
favorable to labor. 

In Washington, the Senate 


Cushman to Head 
American Motors’ 


Labor Relations 


DETROIT.—Appointment of Ed- 
ward L. Cushman as director of 
industrial relations of American 
Motors Corp. was announced las 
week by George Romney, executive 
vice-president. 

One of the nation’s best-known 
industrial arbitrators, Cushman is 
director of the Institute of Indus- 
trial Relations and professor of 
public administration at Wayne 
University, Detroit. 

Former Michigan director of the 
War Manpower Commission during 
World War II, Cushman has held 
a number of important government 
posts in the labor and employment 
field, 

In 1937, he became research 
economist for the Michigan Unem- 
ployment Compensation Commis- 
sion. In 1939 he became director of 
the Civil Serwice Department of the 
Michigan Unemployment Compen- 
sation Commission and also assist- 
ant to the state director of the 
ew State Employment Serv- 
ce. 

For the past four years he has 
served as permanent umpire for 
Parke, Davis & Co. and the CIO 
Chemical Workers. In addition, he 
has served as arbitrator in labor 
disputes involving 53 major com- 
panies in the midwest and 15 in- 
— unions of the AFL and 


Used-Car Index 


(Continued from Page 1) 
50s, down $6 to $578, and ’48s, 
down $5 to $2638, a new low. 
The price spread between models 
after last week’s adjustments (pre- 
=— week’s spread in parentheses) 





: '54 to 53, $568 ($644); ’53 to 
‘52, "$482 ($401); 62 to "51, 
oe 51 to °50, $211 ($198); 00 | 


to '49, $154 ($169); ’49 to °48, '$161 
($147 ), and ’48 to "47, $62 ($56). 


Patton Adds Olds 
Patton Chevrolet Co. has been 
named Oldsmobile dealer at Wa- 
seca, Minn. The firm will handle 
both lines. Blake S. Patton is the| 











ICC Members to Dine 


With Truck Leaders 


WASHINGTON. — Members of 
the Interstate Commerce Com- 
mission will be the honor guests 
Thursday (May 13) at a luncheon 
meeting of the board of governors 
of the Regular Common Carrier 
pave 

roximately 100 top exec- 
we of the trucking industry 
are meeting this week (May 11- 
14) at The Shoreham. Theme of 
the conference is “Know Your 
Government.” 





again began considering amend- 
ments to the Taft-Hartley Law. 
Most observers are predicting 
that the amendments have little 
chance because of lukewarm sup- 


port from both pro-labor senators | 


and pro-management senators. 





workers was revealed last week by 
the CIO Auto Workers. 

The Auto Workers have applied 
to the National Labor Relations 
Board for recognition as the bar- 
gaining agent for the shop work- 
ers of Wilson Oldsmobile in De- 
troit,. A hearing is scheduled for 
May 18. A Wilson spokesman de- 
clined to comment on the sit- 
uation. 

The AFL Teamsters organizing 
drive among Detroit auto salesmen 
has been slowed down by postpone- 
ments of NLRB hearings. Walker 
Motors’ hearing is scheduled to 
open today (May 10); Downriver 
Chevrolet’s hearing has been re- 
scheduled for May 18, and George 
Motor Sales’ hearing has been post- 


| poned until May 19. 


Wolf’s Head Oil Builds 


New Warehouse in N. Y. 
OIL CITY, Pa.—Wolf’s Head Oi! 
Refining Co., Inc., has announced 


The first amendment up for con- | completion of its new office-ware- 


sideration was one that would give 
the states much greater power to 
regulate labor disputes. 

* * 2 


ON THE dealership labor front, | 


an organizing drive of undeter- 


| 





| house in New York. The facilities 
include offices, a conference room 
and warehousing space. 

The company said that the new 
| facilities are part of an expansion 
|program in the New York City 
area. The new warehouse is located 


mined strength among the shop at 89-37 Union Turnpike, Glendale. 


For Speedy... Economical Assembly 
SPECIFY 


WI DILAIWD 
Welding Nuts 





Ideal for Hard-To-Get-At Places 
.-«Will Not Work Loose or Rattle! 


Whether you’re designing a product or 
building it, the Midland Welding Nut | 
is the answer to the problem of accurately 
and securely fastening metal parts into a 
main assembly . . . speedily, economically. 
It is welded to the parts so that a bolt 


can be turned into it without the need 
for any device to hold it and keep it from 


turning. 


This frequently means that one man 
can do the work of two, for with an 
ordinary bolt and nut one man usually 
has to hold the nut in place while a 





second man turns the bolt into it. 


Midland Welding Nuts are perfect, 
too, for those hard-to-get-at places in 
assembly operations. Welded in advance 
to those inside spots where it is difficult 
—or impossible—for hands or tools to 
reach, Midland Welding Nuts hold fast 
while bolts are turned into them. 


Write or phone for com- 


plete information today! 





ENGINE MOUNT 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue 


Detroit 11, Michigan 


Export Department: 38 Pearl $t., New York, N.Y. 
Manufacturers of 


AUTOMOBILE AND 
TRUCK FRAMES 


AIR AND VACUUM 
POWER BRAKES 


AIR AND ELECTRO-PNEUMATIC 
DOOR CONTROLS 
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Holbrook Buick in New Building— 


Located across from the Hollywood Dog Track is the new building of Holbrook 
Buick, Inc., Hollywood, Fla. Herman V. Holbrook is owner of the firm. 





Automotive 


News Cited 


National Safety Council’s Public Interest Award 
Received 5th Consecutive Year 


CHICAGO —aAuvtTomotive News 
last week received the National 
Safety Council’s Public Interest 
Award for the fifth consecutive 
year. 

The 1953 award went to 28 daily 
and eight weekly newspapers, 72 
radio and 17 television stations, two 
radio networks, 13 general circula- 
tion and 27 specialized magazines, 
32 advertisers and 14 outdoor ad- 
vertising companies. 

The noncompetitive award is 
made annually to public informa- 
tion media for “exceptional service 
to safety.” 

The daily papers cited are: 


Pontiac Reassigns 
Clark, Lubot 
And Bombar 


PONTIAC. — The appointment of 
Latham Clark as Pontiac central 
regional manager has been an- 
nounced by H. E. 
Crawford, general 
sales manager. 
Clark was former- 
ly zone manager 
in Boston. 

Clark has spent 
23 years in the 
Pontiac sales or- 
ganization. He has 
been a zone man- 
ager since 1940, 
heading zones in 
Buffalo and Mem- 
phis prior to going to Boston in 
1947. 

The central region, with head- 
quarters here, is made up of an 
area covered by zone offices in Buf- 
falo, Cincinnati, Cleveland, Pitts- 
burgh and Pontiac. 

Crawford also announced the ap- 
pointment of Martin Lubot as zone 
manager in Boston to succeed 





Latham Clark 








Martin Lubot L. D. Bombar 
Clark. Lubot joined Pontiac in 1941 
and became assistant zone manager 
in Boston in 1950. 

L. D. Bombar, central regional 
manager since 1950, will become 
manager of fleet sales for the di- 
vision. 


1 STA-PUT avtemobile dealer 
) 


kits lest forever. One kit Alls 
all your sign needs. 








UNDESTRUCTIBLE 
(Dike Sis 


’ AUTO DEALER'S 
BONS CO ES ee AVENUE > Saree rome 


Albany (N. Y.) Times - Union; 
Beaver Dam (Wis.) Citizen; Bick- 
nell (Ind.) News: Bridgeport 
(Conn.) Post and Telegram; Can- 
ton (O.) Repository; Detroit Times; 
Elgin (Ill.) Courier-News; Kansas 
City (Kans.) Kansan; Memphis 
Commercial Appeal; Memphis 
Press - Scimitar; Minneapolis Star 
and Tribune; Muskegon (Mich.) 
Chronicle; Newark (N. J.) News; 
New Bedford (Mass.) Standard - 
Times; New Orleans Item and 
Omaha World-Herald. 


Rome (Ga.) News-Tribune; St. 
Louis Globe-Democrat; Salt Lake 
City Desert News and Telegram; 
San Antonio (Tex.) Hxpress and 
News; San Bernardino (Calif.) Sun 
and Telegram; Saratoga Springs 
(N. Y.) Saratogian; Seattle Times; 
Sockton (Calif.) Record; Sudbury 
(Ont.) Star; Williamsport (Pa.) 
Gazette and Bulletin; Williamsport 
(Pa.) Sun, and Winsted (Conn.) 
Citizen. 


The networks commended were 
Columbia Broadcasting and Mutual 
Broadcasting system. 

Among the general magazines 
were Better Homes & Gardens; 
Children’s Friend; Good House- 
keeping; Look; Mechanix Ilustrat- 
ed; Parade; Parents’ Magazine; 
Popular Science Monthly; Sports 
Afield; This Week; Today’s Health; 
Woman’s Day, and Woman’s Home 
Companion. 


Among the advertisers were Allis- 
Chalmers Mfg. Co., Milwaukee; At- 
lantic Refining Co., Philadelphia; 
Caterpillar Tractor Co., East Peoria, 
Ill.; Chevrolet; Chicago Motor Club; 
Cincinnati Times-Star; Continental 
Oil Co., Houston; DeSoto-Plymouth 
Dealers of America; Electric Auto- 
Lite Co., Toledo, and Esso Stand- 
ard Oil Co., New York. 


Firestone Tire & Rubber Co., 
Akron; Ford Motor Co., Dearborn; 
General Motors Acceptance Corp., 
New York; B. F. Goodrich Co., 
Akron; Nash Dealers of the Cleve- 
land zone; Standard Oil Co. of 
Indiana, Chicago, and Standard Oil 
Co. of Ohio, Cleveland. 


Bennett Appoints 
Regional Chiefs 


MUSKEGON, Mich. — S. K. 
Makemson, general sales manager 
of John Wood Co.’s Bennett pump 





a 
D. C. Fessenden ©. N. Nyden 


division, has announced the estab- 
lishment of two sales regions and 
appointment of regional sales man- 
agers. 

C. N. Nyden, formerly adminis- 
trative assistant to Makemson, will 
head sales in the southern region. 

The eastern region will be under 
the direction of D. C. Fessenden, 











Grou 


to Continue Under Curbs .. . 





U. 8. Antitrust Decree 
Agreed to by NAPA 


(Continued from Page 2) 


fendants or to refrain from selling 
such parts to any other person. 

The judgment reserves the right 
of the defendants to: 

1. Jointly select NAPA lines. 

2. Agree with the manufacturer 


of a NAPA line to purchase, stock | 


and distribute that NAPA line. 


3. Agree with the manufacturer | 


of a NAPA line which is sold under 
a specific trade name or trademark 
(developed by NAPA or not being 
used in connection with automotive 
parts, by any other person at the 
time of its adoption by NAPA) that 
such NAPA line will not be sold 
to any other person under such 
specified trade name or trademark. 

The defendants are further pro- 
hibited by the judgment from en- 
tering into any agreement to: 

1. Allocate or divide territories, 
markets or customers for the dis- 
tribution or sale of automotive 


2. Fix prices, discounts or other 
terms or conditions of sale of such 
parts sold to third persons. 

3. Adhere to any uniform policy 
in selecting jobbers or determining 


, the number or location of jobbers 
(or in entering into arrangements 
| with jobbers. 


Henry Lansdale, general man- 
ager of NAPA, said the group 
would continue to operate on a 
nationwide basis as a distribu- 
| ting system for selected manu- 
facturers. 

The decree was entered into be- 
tween John W. Neville, chief of 
the federal antitrust office in De- 
troit, and Hubert Hickman, at- 
torney for the association. 

Neville said that 42 manufactur- 
ing firms in the U.S. had been 
selling only to members of NAPA, 
whose members own and operate 
39 warehousing establishments 
which provide supply service to 
2,500 wholesalers. 

NAPA is said to be the largest 
independent group of its kind in 
the industry. Its members did a 
$90 million business in 1953. 

The government complaint was 
filed in June, 1950, and charged 
that the defendant distributors or- 
ganized NAPA in 1925 to act on 
behalf of all of them in negotiating 
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contracts and understandings with 
manufacturers of parts. j 

These contracts and understand- 
ings related to terms and condi- 
tions upon which the distributors 
would purchase and resell the 
makers’ parts. 

It was charged that the distrib- 
utors also used NAPA as a means 
through which to establish uniform 
terms and conditions to be incor- 
porated in the franchise arrange- 
ments which they entered into with 
the jobbers to whom they. sold the 
parts. 


Sales Booster 
How io Hike Volume Told 


In U. S. Leaflet 


WASHINGTON. — Improvement 
of sales volume is a complex man- 
agement job involving the product 
designer, the engineering depart- 
ment, the production manager and 
the sales manager, according to a 
leaflet published by the Small Busi- 
ness Administration. 

“Sales volume is not built just by 
putting more salesmen on the road, 
or by stepping up advertising, or by 
taking it up inside the company,” 
the leaflet stated. 

Included in the book igs a list of 
questions to help the businessman 
put his finger on the strong and 
weak points in his firm’s sales pro- 


gram. 

The leaflet, “How to Build Your 
Sales Volume,” can be obtained free 
from SBA in Washington or any of 
its field offices. 














, 
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Illinois Dealers Hear L-M Sales Chief... 


Bayne Calls Volume Top Issue 


SPRINGFIELD, IIl.— Sales vol- 
ume, at a profit to the dealer, is 


the main concern of factories to- | 


day, Joseph E. Bayne, general sales 
manager of Lincoln-Mercury, told 
the annual convention of the IIli- 
nois Automotive Trade Assn. 

Giving the 350 delegates “The 
Factory Viewpoint,” Bayne 
summed up his solution to deal- 
ers’ problems in three steps: 
Right kind of production, right 
kind of selling and right kind of 
salesmen. 

“Reckless production of cars is 
not good business,” he said. 

Bootlegging, he said, arises from 
economic facters and overstocking 

and it can’t be regulated. Some 
dealers, he said, stoop to bootleg- 
ging when they see a chance to 
turn a quick profit. The whole 
situation is tied to overhead fac- 
tors, he said. 

“Bootlegging doesn’t belong in 
our business and will be overcome 
by the dealers themselves,” Bayne 
said. 

In discussing dealer-maker re- 
lations, Bayne said that “the ex- 
change of ideas from personal 
contacts with dealers is very 
valuable.” The dealer, he said, is 





Chevrolet Moves 


Famular to Coast 


DETROIT.—A. W. Famular was 
appointed manager of Chevrolet’s 
Pacific Coast region last week. 

Until his new appointment, Fam- 
ular headed the eastern region. 

He succeeds J. L. Connell, who 
has been transferred to the ceatral 
office in Detroit to handle special 
assignments. Famular joined Chev- 
rolet in 1919. 


Chieftain Pontiac Builds 

A building providing 5,600 addi- 
tional square feet of space is being 
erected by Chieftain Pontiac, Inc., 
Indianapolis for service and used- 
car reconditioning, according to 
O. A. Chillson, president. 








the medium by which the factory 
learns customer reaction. 

‘If customers don’t like our 
product,” he said, “we have to do 
something about it. 

“Find out what they want,” he 


| told the dealers. 


As to making a go of a dealer- 
ship, Bayne said, one of the most 
important factors is the difference 
in the individual dealers. He cited 
as an example two Chicago dealers. 
One sold 104 cars in a given period 
and made a substantial profit, he 
said. The other sold 116 cars in the 
same period and iost money. 

“Dealers should look at all ex- 
penses and pattern their expense 
structure to the present market,” 
Bayne said. 

Bayne said there would always 
be a healthy auto market, since 
approximately 3% million jalopies 
are scrapped yearly and the pop- 
ulation is constantly expanding. He 
also said that he believed the so- 
called business recession was over. 
He estimated that 5,200,000 cars 
would be sold in 1954. 

Bayne concluded by saying he 
felt that factories were more in- 
terested in and concerned over the 
dealers than ever before. 

The association elected the fol- 
lowing officers: 

President, Charles Albrecht, 

Wood River; vice - president, 

Ralph Young, Quincy; treasurer, 


| R. E. Broe, Springfield, and exec- 


utive manager, Les Sanders, 
Springfield. 

In other highlights of the pro- 
gram: 

Joseph T. Meek, president of the 
Illinois Federation of Retail Assns. 
and Republican nominee for U.S. 
senator, urged dealers to take an 
active interest in governmental af- 
fairs, particularly at the community 
level. ; 

Bill Hamilton, editor of the NADA 
magazine, substituted for James C. 
Moore, NADA general counsel, in 
reporting on affairs at the national 
level. He discussed labor activities 
and proposed changes in the Taft- 
Hartley Law. 

A good market in the small-car 





Kaiser Announces Loss 


Of $27 Million in ’53 


(Continued from Page 2) 


dealer body, the expanding sales of 
the corporation’s commercial and 
specialty lines and the success of 
the export program, are encourag- 
ing features for the competitive 
year ahead,” Kaiser said. 


The report pointed out the addi- 
tional investment by Henry J. Kai- 
ser Co. in the eorporation in 1953 
of a total of $59,600,000, including 
$43,397,800 in cash and the purchase 
of $16,202,200 in preferred stocks, 
the sale of the Willow Run plant 


Detroit Meeting 
Slated by L-M 
Dealer Council 


DETROIT.—The National Dealer 
Council of Lincoln-Mercury will 
start its eighth annual spring meet- 
ing here tomorrow (May 11). 


Fifteen dealers, three elected 
from each dealer group in the five 
sales regions, will meet with Joseph 
E. Bayne, general sales manager, 
and other executives. Benson Ford, 
general manager, and R. E. Krafve, 
assistant general manager, also will 
attend. ; 


The two-day meetings will dis- 
cuss manufacturing, engineering, 
styling, sales and advertising. 

Members of the council are: 

M. M. Marston, Washington; T. 
C. Rottet, Tamaqua, Pa; J. R. 
Beane, Camden, N. J.; A. C. Harris, 
Baton Rouge, La.; L. Lacey, Alice, 
Tex.; R. M. Pearson, Houston, Tex.; 
L. E. Powers, Pittsburgh; J. P. 
Coen, Bellevue, Pa. 

E. A. Riggs jr., Auburn, N. Y.; H. 
W. Monsky, Omaha; H. E. Wheeler, 
Pana, Ill.; H. L. Johnson, Pratt, 
Kans.; J. W. Lipke, Mount Vernon, 
Wash.; John Brooks, Richmond, 
Calif, and L. A. Byers, Berkeley, 
Calif. 


to General Motors for $26,000,000, 
and the reduction of the corpora- 
tion’s debt to the government to 
$18,456,000 from the one-time peak 
of $74,789,843. 

Willys Motors maintained its po- 
sition during the year as the coun- 
try’s third largest exporter of com- 
mercial and utility vehicles. The 
export of Kaiser and Willys cars, 
commercial and utility vehicles, in- 
creased nearly 8 percent over 1952. 
In comparison, total 1953 exports of 
American cars and trucks from all 
automotive plants in the United 
States decreased more than 11 per- 


| cent. 


In the military field, thée’torpora- 
tion has continued to carry on re- 


search and development work on | 


the Jeep and related vehicles. 

The corporation also stepped up 
its program of research and de- 
velopment in the field of elec- 
tronics. The Kaiser Electronics Di- 
vision of Willys Motors is now op- 
erating plants in Toledo; Nashua, 
N.H., and Arlington, Va. 





Driver of Year 


Trucker Is Cited for Saving | 


Family of Four 

WASHINGTON. — Gomar W. 
Bailey, 36-year-olg truck driver 
from Denver, has been named the 
trucking industry’s Driver of the 
Year in the annual contest con- 
ducted by the American Trucking 
Assns. 

Bailey, who has a record of more 
than a million miles of safe driv- 
ing, works for Buckingham Trans- 
portation Co., Rapid City, S.D. 

He was selected because of his 
cool action when he saw a house- 
trailer crash in Wyoming. The 
judges believed that Bailey’s well- 
planned measures saved the lives 
of a Texas family of four. 


field was predicted by Edward 
Payton of Cleveland. He urged 
dealers to tighten management 
reins. “Look around and size up 
the situation,” he said. 

Paul M. Millians, vice-president 
of Commercial Credit Co., told 
dealers to get business facts down 
on paper and go on from there. 

“Know the little items, as well 
as the big ones,” he said. “A $50 
item is as important asa $1,000 
one in the total picture of the 
year’s operation. 


“Competition is the red cor- 
puscle of business life,” he added; 
“do not be afraid of it.” 

A special service day was set 
aside for members to have private 
conferences with the heads of legal, 
insurance, collection and secretary 
of state services of IATA. 


This was the first time such a 





program had been developed for 
Illinois dealers and, according to 
Manager Sanders, proved excep- 
tionally popular. 


Auto Stocks 








May Apr. 1954 

5 28 High Low 
Am. Mtrs. 11 11% 11 
Chrysler 58% 58 64% 56% 
GM 71 68% 71 5834 
Hudson 8% 138% 8% 
Kaiser 2% 2% 2% 2% 
Nash 13% 18% 138% 
Packard 3% 3% 4 8% 
Stude. 144% 14% 2 14% 
Average 26.79 24.12 


Compiled from reports of trading on the 
American and N: Y. Stock Exchanges. 





Guest from Colombia— 


Francisco Salive, Cadillac-Pontiac dealer 
from Bogota, Colombia, S. A., om a tour 
of the Cadillac plants in Detroit, inspects 
@ vacuum-operated automatic radio an- 
tenna. 


Munn 


(Continued from Page 3) 


of having the public enthusiastic 
about the cars we sell. But, as far 
as the dealership is concerned, 
profit and security come only 
through developing an equal degree 
of enthusiasm about the impor- 
tance of the dealer and the con- 
tribution he makes in delivering to 
the customers what they really buy 
—satisfactory miles of personal 
transportation. 


Ned Jordan—famous for the Jordan car, 
and the classic copy that advertised it— 
gives you an inspiring look at the world 
each week in Automotive News. 


CLASSIFIED WANT 











| K-W Promotion 
Aims at Million 


Demonstrations 


TOLEDO.—A $500,000 sales cam- 
paign, during which more than one 
million potential customers are ex- 
pected to take demonstration rides 
in Kaiser-Willys vehicles, is being 
staged during the period ending 
May 31, Roy Abernethy, general 
sales manager of Willys Motors, 
Inc., announced last week. 

A sales contest built around a 
“Test the Best” campaign will 
award top prizes to both potential 
K-W customers, dealers and sales- 
men. 

A Kaiser Darrin 161 will be given 
to the potential customer in each 
of four regions who takes a dem- 
onstration ride in any Kaiser- 
Willys vehicle and then writes the 
best 75-words-or-less essay on why 
he likes the vehicle in which he 
took his demonstration, he said. 

K-W dealers’ salesmen will share 
in some $50,000 in awards in a com- 
bined demonstration-and-sales con- 
test being conducted in conjunction 
with the “Test-the-Best” campaign, 
Abernethy added. 

Prizes to salesmen will be award- 
ed on the basis of points they score 
in demonstrating vehicles and on 
the number of sales during the con- 
test, he added. Salesmen who dem- 
onstrate cars to persons who win 
Kaiser Darrins also will receive ex- 
pense-paid three-day vacations. 

The campaign will be featured in 
newspaper advertisements and the 
Lowell Thomas show during the 
next few weeks. 

Top salesman in each distributor- 
ship or zone will win $500, with 
runners-up winning other cash 
awards. The high-point scorer in 
each of the four regions also will 
win a grand prize. 







NE ay Cue ta ba 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 
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EXCEPTIONAL OPPORTUNITY 
FOR AUTOMOBILE FINANCE 
MAN 


If you are not over 40, know automobile 
finance well enough to operate a branch 
office on your own with minimum super- 
vision, and have your sights set on $10,000 
or more, an aggressive regional finance 
company in the south has a once-in-a-life- 
time opening. We want a man with a 
proved record in selling and servicing 
without recourse automobile finance 
paper. To such a man we are prepared 
to duplicate or better your present earn- 
ings and to offer an attractive bonus and 
profit sharing plan besides. If you've 
wanted a chance to make your own fu- 
ture, this is it. Write in full detail, and 
in full confidence. Our personnel know we 
are looking for you. Address Box 3747, 
c/o Automoiive News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 

























HELP WANTED 


DEPARTMENT 
EXECUTIVE—SALES 


With background in used auto- 
motive and/or used truck trans- 
portation field. Necessary to 
locate in Central States area. 
Prefer man in 32-42 bracket. 
High seven figure volume in this 
department; ample room to 
grow; excellent opportunity for 
high type man — young and 
aggressive organization to work 
with. Salary open, commensu- 
rate with position. Box 3762, 
c/o Automotive News, Detroit 
26. 


WANTED—SERVICE MANAGER, familiar 
with all phases of service work at an 
old established Ford Mercury dealership. 
Modern equipment, good salary. State 
age, education and experience in own 
hand writing. Box 3749, c/o Automotive 
News, Detroit 26. 





WANTED—AGGRESSIVE parts manager 
for medium sized GMC truck agency in 
southwest. Must be experienced. Excel- 
lent opportunity with growing concern in 
healthful climate. Reply giving full re- 
sume including references. Box 3690, c/o 
Automotive News, Detroit 26. 


| PARTS MANAGER — Chrysler, DeSoto, 
Dodge, Plymouth agency. Must be ex- 
perienced in retail, wholesale and pur- 
chasing, able to operate card index sys- 
tem. Salary plus percentage. Only ex- 
perienced man need apply. Write or 
telephone Navarro, Inc., Key West, Fla. 








USED CAR MANAGER. Must be good 
closer and understand financing. Genera! 





manager experience preferred. This posi- 
tion will take you to the top in our 
organization. Opportunity for man will- 
ing to settle in Washington, D.C. Box 
3732, c/o Automotive News, Detroit 26 





HELP WANTED 


WANTED—NEW CAR sales manager for 
single dealership handling Pontiac in city 
of 185,000 with 750 new car potential. 
Will pay good salary plus percentage net 
car profits. Applicant must have volume 
selling experience. Write Box 3711, c/o 
Automotive News, Detroit 26 giving com- 
plete qualifications. 


GENERAL MANAGER — experienced. To 
operate volume Ford dealership at good 
salary and percentage of profits. If suc- 
cessful, this will provide opportunity 
within 12 to 24 months to manage and 
purchase out of bonus another suitable 
Ford dealership. Submit complete per- 
sonal and business history. All informa- 
tion held strictly confidential. Box 3748, 
c/o Automotive News, Detroit 26. 





AUTO SEAT COVER salesmen. Excellent 
opportunity for salesmen covering new 
car dealers to carry strong repeat order 
line of well known precision fit auto seat 
covers, either part or full time. Fabric 
Mfg. Co., 205 Thomas St., Newark, N.J. 


POSITION WANTED 





BUSINESS MANAGER, fifteen years auto 
dealer accounting and tax experience, 
fully qualified to assume responsibilities. 
New York City-Philadelphia area only. 
Complete resume on request. Box 3751, 
c/o Automotive News, Detroit 26. 


PARTS MAN, WITH OVER six years in 
Chevrolet-Buick parts, wants parts man- 
agership in north central or northwestern 
Ohio. Prefers Chevrolet but would con- 
sider other GM lines. Excellent refer- 
ences. Box 3744, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER DESIRES to locate 
in California. 15 years’ experience in 
service management. Buick-Pontiac and 
Chrysler experience. Past record will 
prove ability to build service volume and 
good customer relations. Moving to Cali- 
fornia in June. Edwin H. Tomes, 14521 
Penrod, Detroit 23, Mich. 


TRUCK SALES MANAGER, 20 years’ ex- 
perience in trucks, 45 years old, capable 
of handling complete truck setup. Seek- 
ing a position where I can earn $10,000 
a year on a salary and percentage of 
washout or flat rate on each unit. Write 
or call M. G. Dermody, 1820 Nassau 
Bivd., Charlotte, N. C. 


Jf 








a 





POSITION WANTED 


AVA: iLABLE IMMEDIATELY. Age 39, 
married, children. Fifteen years’ experi- 
ence automobile business. Excellent refer 
ences, ability, character, morals. Capable 
managing entire operation or sales man- 
ager—depending on size. Know how and 
can make money. Prefer Rocky Moun- 
tain region. Box 3745, c/o Automotive 
News, Detroit 26. 


FORMER DEALER, 25,000 trade area— 
presently and for past five years general 
manager-sales manager for 600 car ‘‘Big 
Three’’ metropolitan dealer. Desires con- 
nection where he can bring his child up 
in rural atmosphere. Fully conversant 
with used car values in Los Angeles area. 


DEALERSHIPS AVAILABLE 


DEALERSHIP 
AVAILABLE 


Handling Lincoln-Mercury, southeastern 
United States. Only dealer city of 
100,000 with trading area of 500,000. 


Good lease. Sell inventory and equip- 

ment. Easy terms. Must be able to ob- 

tain factory approval. 

Box 3707, c/o Automotive News, 
Detroit 26. 


TALBOT’S INVENTORY 





DEALER SERVICES 


SERVICE, 
8. Woodward, Birmingham, 
west 4-5355. 


CARS FOR SALE 


FOR SALE. 1924 DODGE touring in per- 
fect condition except paint. We repainted 
it the original black color. Everything is 

This 

car will drive anywhere. Price $1,000. 

Martin M. Miller, 287 East Wetmore Rd., 


with the car except side curtains. 


Columbus 14, Ohio. LUdlow 3434. 
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PARTS FOR SALE 


124 | DIAMOND T DEALERS: We have a quan- 
Mich., Mid- 


tity of genuine Diamond T truck parts 
for sale; price is attractive. Send us your 
list. Box 3760, c/o Automotive News, 
Detroit 26. 













RETIRING—ENTIRE stock of Nash parts 
and accessories, shop and office equip- 
ment, signs. tools and parts bins for 
sale. Starz Bros. & Fritz, 1781 W. Mar- 
ket St., York, Pa. 


PARTS WANTED 
WANTED — USED TWIN cylinder heads 
R6513 Continental engine, B and S—4% 
x 5% valve-in-head. Need both front and 













Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


















SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
ean be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
































rear heads, Write Evans Motor Company, 
Wichita, Kansas. Price and condition. 










Good wholesale connections. Licensed in- 
surance agent. Box 3752, c/o Automotive 
News, Detroit 26. 


EXPERIENCED CHEVROLET BOOK- 


KEEPER-Accountant. Prefers position in 
California. Excellent references. Box 
3750, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE __ % 


DEALEKSHIP HANDLING BUICK in 
west Tennessee, county seat. Trading 
area population—75,000. Will lease build- 
‘ings. No used cars. Superior location on 
“two major U. 8. highways. Price $60,000 
2 "*—% cash. The present owners, partners, 

tablished this business in 1929 and 

F fore 





Meets 1.C.C. Requirements 
Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 














ATTENTION—KAISER-WILLY’S dealers! 
Will buy your Kaiser-Willys parts. Sub- 
mit your inventory and your low dollar. 
Jake Friedman, 1018 N. Meridian St., 
Indianapolis, Ind. 


TRUCKS FOR SALE 


(2) 1951 GMC 750 DIESEL tractors. 
Equipped. Good condition. 11.00 x 20's 
on one. 11.00 x 22’s on one. C & L 
GMC Truck Co., 118 W. Drinker St., 
Dunmore, Pa. 


WRECKER 
FOR SALE 


1950 Chevrolet heavy duty I-ton pickup 


DEALERSHIP AVAILABLE handling 
Buick—Demopolis, Alabama. Located on 
two main highways. Good lease and 
building complete. Shop, parts, stock and 
office equipment. Extra nice display room 
and used car lot. Trade area includes 
thirty towns. James Stewart Webb, P. O. 
Box 444, Demopolis, Ala. 


SAN FRANCISCO GENERAL Motors deal- 
ership. Seven hundred car contract. A 
twenty year business. Sale because of 
illness. Inventory, good lease. C. Floyd, 
476 Alvarado St., San Francisco, Calif. 


TWENTY YEAR ESTABLISHED dealer- 
ship handling DeSoto-Plymouth. Excel- 
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FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 










































made enough money from this 
i alership alone that they are now able 
't@ retire with financial independence. 
» Pox 3736, c/o Automotive News, Detroit lent location. Factory approval could be 
26. obtained. 75 cars sold annually. De- 


ALERSHIP HANDLING FORD, 160} Pumpo’s, Waverly, New York. 

Qtential. Southeast Colorado-Arkansas 

River Valley county seat, 12,000 popula- ____ DEALERSHIP WANTED 
GM OR FORD DEALERSHIP within 75 


tion. Excellent building under lease. Parts 
miles New York. Hammond, 54 Riverside 


and equipment to be sold. 75% service 
absorption—$30,000 will purchase. Capital Dr.. New York City. WAtkins 4-6754. 


loan of $18,000 can be secured. Box 3753, 


¥ 


q 
G 















ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS body, Ashton power equipment, lights, de- 





c/o Automotive News, Detroit 26. Spee eee aarcete Excellent — oF... _ + Heaters | juxe cab. Good throughout. Ready to work. 

NEW YORK UPSTATE DEALERSHIP 

handling DeSoto-Plymouth. Home and BUY NOW — LOWEST PRICES EVER 

wental property incinéed. Purchase parts PU BLIC Ss ALE OF “ 1950-1951 Call — Write 

an equipmen only w ease or W e 

a oe PATENTS Plymouths — Fords — Chevrolets — Gray & White A Rare Opportunity 
DEALERSHIP HANDLING PONTIAC in|} ys patent No. 2,303,992 covering an 1 te 500 | Hillsdale, Mich. HE 7-4481 Old established, well rated manu- 


wealthiest farming area in Michigan. 51 
new cars, 94 used last year. Good build- 
ing and facilities. Body shop. Equipment 
and merchandise at inventory, building 
on small down payment. Twenty-five 
thousand will handle. Sickness. Box 3755, 
c/o Automotive News, Detroit 26. 


DEALEKSHIP — LEADING independent 
line located rich agricultural valley. 50,- 
000 trading area. Sunny, Central Cali- 
% fornia. Excellent lease. Best facilities in 
town. Parts, equipment only, no extras. 
Owner has other dealership. Priced to 
sell at once. A real sleeper. Address all 
replies to Box 3118, Carmel, Calif. 


DEALERSHIP AVAILABLE — 175 car 
dealership handling Pontiac and Cadillac 
in east Tennessee, Well balanced farm 
and industrial trade community of ap- 
proximately 35,000. Will lease building. 
Owner wishes to retire. Box 3756, c/o 
Automotive News, Detroit 26. 


VBEALEKSHIP HANDLING Dodge-Plym- 


injector nozzle, suitable for use in a de- 
vice for eliminating combustibles found 
in the exhaust of internal combustion en- 
gines. Opening bid price $5,000. 


U.S. Patent No. 2,330,664 covering a 
catalyst for oxidizing g_ hydrogen and the 
combustibles found in the exhaust of in- 
ternal combustion engines. Opening bid 
price $15,000 


facturer of nationally advertised 
service equipment badly needed 
by new and used car dealers is 
now in a position to appoint a few 
additional factory distributors in 
various territories. 





MORRIS FREEDMAN 


S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1708 


SHOP EQUIPMENT FOR SALE 


SIGNS — NEON — FACTORY ‘‘Willys’’- 
‘*Kaiser’’. Bargain. Allen Motor Co., San 
Marcos, Texas. 


ANTIQUE CARS FOR SALE 


FOR SALE—1918 Nash, 4 cylinder over- 
head valve touring car. Completely re- 
juvenated. A showriece in good operat- 
ing condition. Warren Wilke, Neenah, 


is. We invite inquiries from sales or- 
MISCELLANEOUS ganizations or capable business 


ENGINE REBUILDING — Crankshaft men desirous to add annual profits 
grinding and metalizing. John P. Hughes in excess of $12,000 to their pres- 
Motor Co., Inc., 800 Commerce §&t., ent income. 


Lynchburg, Virginia. 
Manufacturer, Box 3764 

















Prompt factory shipments eliminates 
the necessity of carrying substantial 
inventories. 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 


mg at office of Glover and MacGregor, 
586 Union Trust ost hi Pittsburgh 
19, ‘Pa., 10 a.m., uly |, 1954. 
Each patent sold separately to highest 
bidder without warranty except of title. 


Offers may be made at sale or submitted 
in writing to Glover and MacGregor, Inc. 
at above address. Payment in cash or by 
certified check at time of sale. 


For information or copies of patents, 
write or call Frank E. Foote, 201 N. 











outh—200 unit market. Midwest Illinois || Breddeck Ave., Pittsburgh 8, Pa. 12:30 P. M. For Quick Results e/e Antemotive Mews, 
city. ent local market. gE esta iad 

lished successful and profitable operation || ‘Chwrehill 1-5900) OPEN ALL NIGHT MONDAY ne Eeeenenes Mane Detroit 26 

for 27 years. Annual gross sales exceed Phone E 1254 Phone E 5209 WANT ADS 





half million. Suitable building and large 
lot adjacent. Complete factory tool equip- 
ment. Buy only parts and equipment. A 
‘Windfall’ for the lucky man. Box 
3738, c/o Automotive News, Detroit 26. 


HOT GM LINE. 10 cars per month. Ken- 
tucky territory. Sold ahead 2 months. 
Every sale made on good profit basis. 
This money making garage is priced for 
wuick sale. Davis T. Bohon, Broker, 
lexington, Ky. 
DEALERSHIP HANDLING  LINCOLN- 
Mercury in good stable Kansas City. 
0 Trade area 45,000. Price at book value 
F q of approximately $40,000. Completely 
equipped service department,. new car 
showroom, used car lot. All at one loca- 
tion with excellent lease. No real estate 
involved. Box 3757, c/o Automotive 
News, Detroit 26. 


YOR »>ALM—UKALERSHIP handling St- 
debaker, Coffeyville, Kansas, 20,000 
population, 150,000 potential, 50 mile 
radius, average of 75 new units for the 








324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 


DEALER SERVICES 





RECEIVER SALE OF 


HARPER CLIFFORD LINCOLN MERCURY, INC. 


Shop equipment, tools, automobile parts and 
miscellaneous garage and automobile agency equipment. 
By order of the court at 
217 W. Wayne St. 

Fort Wayne, Indiana 


May 14, 1954 — 9 A. M., C.D.S.T. 


The undersigned receiver of the Harper Clifford Lincoln Mercury, Inc. offers for 
sale all of the machinery, shop equipment, tools, automobile parts, miscel- 
laneous garage and automobile agency equipment owned by said company. 


DON'T SELL OUT! 
HANG ON AND MAKE 
MONEY 


Use this profitable and aggressive sell- 
ing program for efficiently exploiting 
all of the phases of dealership opera- 
tion. 


YOU BUY NOTHING! 


investment of 


AUTO AUCTION 


TIM ANSPACH 


“Midway,” S 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





We make an time, 


SYRACUSE AUTO AUCTION 


We are automobile men. We can t (for ote a 
double your unit sales and profits in 


knowledge and, if necessary, money. 


We gvorantee titles 
Located on U. S. miles pout 


last four years, good lease or purchase 
of property, no used cars or accounts to 
buy, will sell parts and equipment at 


large or small dealerships. 
Don't stay in trouble. Don't stay in 


checks ond 
Route I1, 3% 
of Syracuse suburbs, 2'/. miles north of 
junction Routes 20 and I! 
bus service). 


(Greyhound 


The sale of these assets will be for cash to the highest bidder regardless of 


price. 


~ % inventory. Large Studebaker territory, || the red. Auctioneer: A. V. Zogg, Jr The automobile parts and accessories offered for sale are fast moving and for 
c Rook "Motor Ca, 504 “weet ; Bint Send a wire or letter to us today. We Irving C. Mondore, Owner the most part usable for the servicing of Ford as well as Lincoln and Mercury 


will present our program to you in 
confidence. 


automobiles. Modern greasing equipment, Stewart-Warner wheel balancing 
equipment, Sun-Test equipment, special tools for Lincoln-Mercury automobiles. 
30 all metal parts bins. Other articles too numerous to mention. The assets are in 
good condition, much of it having been purchased new within the last four years. 


Donald F. Strutz, Receiver Carl Marker, Auctioneer 


Coffeyville, Kansas. Phone 157. 


WHEN BUYING or SELLING 
an 
AUTOMOPILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 








CARS WANTED 


WILL PAY GOOD CASH price for late 
model wrecks from new car dealers 
within 250 miles of New York City. Call 
Sherwood 2-4488 or write Matt’s Garage, 
55 Madison Ave., Paterson, N. J. 


PARTS FOR SALE 


Box 3763 
c/o Automotive News, Detroit 26 





Sa EAR eR CEE 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 


@ Buy Right @ Sell Right 


Parts — Accessories — E 
© @ A disinterested certified 
inventory will save you — ee 


DON'T GUESS — | BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [[] or send bill [7] 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 


DEALERSHIP HANDLING  LINCOLN- 
Mercury in metropolitan Boston area can 
be purchased for approximately $30,000. 
Earnings before taxes last year approxi- 
mately $20,000. Excellent service and 
used car lots immediately adjacent 
agency included in low rent on modern! 
Post war building. Upper middle income 
trading area. Box 3758, c/o Automotive 
News, Detroit 26. 


ff DEALERSHIP HANDLING CHEVROLET, 
; 200 units up; central Georgia near At- 
lanta, 30,000 population. Modern build- 











INVENTORY SERVICE AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





ings, tevls, equipment. Sell or lease ARTS, ACCESSOR! EQUIPMENT 
builaings. Factory approval required. » +22 & a aoe REPORTS ON BUICK PARTS 
Selling account illness. Confidential. Box Dt, s4s beetnbawe ccaWedacesshasewsacnan 


3746, c/o Automotive News, Detroit 26 60% 
: d : Call or write for details 


Re ee ee 
LARGE INDEPENDENT DEALERSHIP (Example: Buick Muffler lists at POUT EETERETERETEPTETETTLETEP ET 

‘ located in fastest growing residential and ALLIED INVENTORY 0. wns. $10.00. Your cost only $4.69.) 

industrial section of Ohio metropolitan | !916 E. 7%h St. » MM. Sepak ciaabessddedindaaudensnevidhaoeeivetieaiey etdeibekeeeeeel 
city of over half million population, Ex- Send For FREE CATALOG. One day serv- 
tra fine signs and large parts and service | 1380 Penobscot Bidg. Detroit 26, Mich.|1 ice. Special cash allowance on Phone Street Address Zone Ne. j 
departments. Used car lot adjoining. wi ard 2-8242 Orders. All Shipments C.O.D. Cee meme errr eee e reese eeeeeeeeeseeseese eeeeeeee 





The right place for a man who wants a 

~ going business. Located on the Main St. 

of America. Box 3759, c/o Automotive 
News, Detroit 26. 


GENERAL MOTORS DEALERSHIP—West 





iF ac ns knw vewaa wi bandeddbaeimennmiasia Weds ck ncuksaeeee 





GORDON BUICK 


(formerly Robertson Buick ) 


AUTOMOBILE BUSINESS 


LIQUIDATORS TRADE CONNECTION: 
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Coast. New car sales potential in excess ALSO USED CAR AUCTIONS 1000 s. W. A 5, ti. Car Dealer () Truck Dealer (1) Manufacturer [] 
of 600 per . Excellent facilities can| We have sold in 24 states and Canada S. Wabash Ave. Chicago 5, : oO 

be leased. Old established dealership. Ill more than 4,000 various auctions. WAbash 2-1030 Jobber [] nsurance (] Financial [) Supplier 

health necessitates sale. Inventories and Referenc . H. National Bank 

ecuipment valued at approximately $60,-| Bowen & McCullum Auction Service lt th Dick ciencdacisdncensioit inp Micaathviestadeateaienieel 
000. Excellent opportunity for the right | 8 Public Square Phone 4232-5110| More than 100,000 persons read AUTO- 

man who can sell volume. Box 3761, c/o Phone, Wire, Write MOTIVE NEWS every week! 5-10-54 


pono == 


Automotive News, Detroit 26. 











Success Story 


of Three Ford Dealers 


with CARLIFE GUARANTY 


LOGAN MOTOR COMP NY USED CAR LOT 


Logan Motors Ups Used Car 
Sales without Price Cutting 


John S. Norris, General Manager of 
Logan Motor Company, Washington, 
D. C. writes, ““The Guaranty has served 
as a wonderful sales aid. In all our used 
car advertising, we play up the 10,000 
mile, one year guaranty. This guaranty 
has created interest and helped bring 
“customers in. It has served our sales- 
men... to help close deals on used cars 
without cutting the price!” 


How does Logan Motor Company do 
it? Let Mr. Norris tell you in his own 
words. “Over the past 4 years, we have 
been constant users of Carlife Guaranty 


on both new and used cars. During that 
time, our sales of the Guaranty average 
over 800 per year. Our policy is that if 
the used automobile cannot be guar- 
anteed and meet our specifications, we 
wholesale that car.”’ 


The results of this policy? Used car pros- 
pects buy with confidence . . . the most 
important factor in building a good used 
car reputation. The buyer has eliminated 
the gamble on a car’s mechanical ¢ondi- 
tion, and he’s more than willing to pay 
top dollar for this all-important benefit. 


Here is what Carlife Guaranty did for these three dealers: 
1. Increased used car business 
2. Increased service absorption 
3. Increased percentage of new and used car customers returning 
to the dealership for service. 
And, Carlife Guaranty did this during a period of tough selling. 


No doubt about it—Carlife Guaranty supplied the extra plus heae’'4 4 


aggressive dealers wanted. They knew this merchandising program 
would put new vigor into every phase of their operation. 


The success story of these dealers is of vital importance to you! 
Every one knows 1954 is a year of hard sell in dealerships across 
the country. It is the aggressive dealer with the most to offer the 
customer, who gets the lion’s share. That’s why we want you to 
read these three testimonials carefully. When you finish, mail the 
coupon for all the facts. When you offer your customers no major 
repair bills for two years or 25,000 miles under Carlife Guaranty, 
you’re offering them a plus that can’t be matched! 


SERVICE MANAGER “CHUCK” PARILLO OF GOSSETT-AMES FORD, EXPLAINING CARLIFE GUARANTY TO CUSTOMER: 


California Dealer: 


“100% SERVICE ABSORPTION 
BY END OF 1954!” 


Wayne Gossett, head of Gossett-Ames Ford dealership, Studio City, 
California says, “Before taking Carlife in 1951, our Service Absorp- 
tion was 57.7%. The 1953 average was 81.3%. We expect to reach © 
100% Service Absorption by the end of 1954! Lubrication has 


NINE OUT OF TEN CUSTOMERS 
BUY CARLIFE - 


LtoR: Bill Brunnell, 
Service Manager, 
Dave Cashman, 
Sales Manager, 


Successful Rhode Island Ford dealer 
John Dunne, President of Dunne Motors, 
says, “Many people who bought it for 
the first time back in 1950, °51 and ’52 
are this year again taking delivery of new 
cars from us and demanding Carlife. 
Right now about 9 out of 10 of our new 
car customers are buying Carlife. (Note 
the emphasis on the word ‘buying.’ Car 
owners buy it—there’s little selling to 
do.) And... they come back for service.” 


“If Carlife wasn’t good for the customer, 
or if it wasn’t good for us, we'd steer 
clear of it,” states Mr. Dunne. “But it is 
good for both parties. It’s good for the 
customer, because it brings him back to 
our service station regularly and here 
he gets tops in service. It’s good for us 
because it keeps our customers close to 
us for a long time after delivery, and gets 


Fill out the coupon today, or clip it to your letterhead and send it on to us. We'll 
send you full particulars about how you too can use this amazing plan to increase 


John Dunne, 
President. 


them into the habit of ‘coming home 
for service.’” 


Yes, Carlife Guaranty builds good habits 
for Dunne Motor Company customers. 
The national average of Service returns 
after warranty for Carlife Guaranty 
dealers is 72%. Check your service cus- 
tomers. If you are not enjoying 72% 
return after warranty, then it'll pay you 
to investigate Carlife now! 


your customer good will, and your profits. Naturally, there is no obligation! 


shown an increase of over 75% during the same period!” 


Yes, Carlife Guaranty certainly pays off for Gossett-Ames in the 
service department. But there’s much more to the story than service 
absorption. Gossett’s letter goes on, “We knew the average Ford 
would travel far more than 25,000 miles without a major repair 
bill. However, we felt that many services charged to Carlife might 
eat up the bulk of the $20.00 per car in the Carlife reserve fund. 
Yet in spite of a most liberal Service Policy,-Carlife has shown 
over a 50% profit.” 


Naturally, too, Gossett-Ames finds that their Carlife Guaranty isa © 
real closer on new car sales, as well as increasing the value of 
their trade-ins. 


The CARLIFE GUARANTY CO. 


16501 Wyoming, Detroit 21, Michigan 
Telephone: Diamond 1-2388 


Tell us, without cost or obligation, all about the Carlife Profit Story: 


Name of Dealership 
Name 

Make of Car. 
Address 


ee. acre te ete ee 
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